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the choice of fine foo in 
craftsmen everywhere / 


‘¢ Order from your jobber 


‘ GENUINE Hide Glue 


Recognized as the best glue for all 
wood joints by the finest furniture 
manufacturers, industrial arts schools, 
homecraftsmen and cabinet and repair 
shops. 


now available in R sizes 


tubes — 15¢ and 25c 
2 ounces — 30c pints — $1.50 
quarter pints — 50c quarts — $2.65 
half pints — 85c gallons — $7.50 


{Suggested retail prices) 


THE FRANKLIN GLUE CO. 


113 W. CHEST 
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JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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The New 
KWIKSET 
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FIRST IN FEATURES 


@ Six pin tumbler security. 

@ Unique, dual-locking, “push-turn”’ button. 
@® Exclusive adjustable strike. 

@ All steel and brass construction. 

@ Full % inch latch bolt throw. 

@ Feather-touch knob action. 

@ Equi-distant knob projection. 

@® Unconditionally guaranteed. 

















Available in all popular functions and finishes 


for finer residential and commercial building. 
t Sales and Service Company 


Anaheim, California THE NEW ‘600’ LINE WILL BE SOLD UNDER THE SAME UNPARALLELED SALES POLICY AS THE KWIKSET ‘400’ LINE 
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SWISS PATTERN FILES <].X.* F.> 


The “X.F.’’ on Nicholson Swiss Pattern Files means 
Extra Fine—the largest selling brand in the field 
of Swiss type files. The very popular Round 
Handle Needle assortment illustrated here comes 
in attractive 2-color plastic case with bottom 
stand. 4”, 5'2” and 614” lengths; in cuts No. 0, 
2, 4.and 6. 
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ROTARY FILES AND BURS 
in the brand that assures highest grade, 


true shapes, accurate cut: Nicholson Hand 
Cut Files and Ground-from-Solid Burs 





in high speed steel. Two shank sizes—'4' SUBSCF 
and '%”—and a wide variety of shapes. its posses 
Ground-from-Solid Carbide Burs (having eae a 
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Why does AMERICAN make 
All Basic Chain Patterns ? 


@ Although two chains may look alike, their end 
uses differ, resulting in poor service if a substitu- 
tion is made. For instance, the three heavy 
welded chains in the middle above appear almost 
identical except for size. Yet one is designed for 
general service where great strength is not re- 
quired, one is for logging, while the third is for 
heavy duty service. 

The same thing applies to the weldless chains. 
Take the two stamped, flat link chains: the 
safety chain near the left, and the sash chain 
near the right side. One has only to keep some- 
thing from being lost; the other must carry 
weight and run over a pulley. 


In Canada: Dominion Chain Company, Ltd., Niagara Falls, Ontaris 


AMERICAN CHAIN DIVISION 


Alike in looks, yes— but that’s as far as it goes. 


Probably we can suffice by saying —‘‘AMERICAN 
‘makes all basic chain patterns so you can sell the 


best (and most economical) chain for every use.” 


Check your stock. Mark down the items to be 
reordered—and—other items you are not stock- 
ing now so you can sell your customers the cor- 
rect chains for each of their requirements. Your 
AMERICAN CHAIN wholesaler stocks many pop- 
ular numbers. He can get any 
others for you. Write our 
York office if you don’t 
know his name. 






AMERICAN CHAIN & CABLE 


i 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 








It Takes So Little—But It Means So Much 


It takes so little extra effort to do the things that make a good salesman that 
it causes you to wonder how a man can face himself each morning, knowing that 
yesterday he had refused to make that little extra effort that separates the men 
from the boys. 
It takes so little extra effort to be pleasant in the morning when you greet a 
i customer, but it means so much in making your store a pleasanter place to shop. 
| It takes so little extra effort to make a customer feel you really want to help 
/ him, but it means so much to the day’s total on the cash register. 
It takes so little extra effort to suggest a related item, but it means so much 
b to the total of your order book at the end of the day. 
It takes so little extra effort to dress neatly when you’re on the job, but it 
means so much in creating an atmosphere that makes customers want to come back. 
It takes so little extra effort to read a catalog description of a new product, but 
it means so much when you try to sell that item to a customer. 





It takes so little extra effort to dust off a display during a dull period, but it 
means so much’‘in making your merchandise more attractive. 

It takes so little extra effort to use a new, friendly approach to a customer, but 
it means so much more than the hackneyed “what can I do for you?” 

It takes so little extra effort to take a sincere interest in your job, but it means 
so much more in your pay envelope over the years. 

It takes so little extra effort to finish the job you’re on when quitting time 
comes around, but it means so much more to your future than dropping every- 
thing the instant the clock hands touch the quitting hour. ; 


It takes so little extra effort to earn yourself a reputation for being a good 
salesman, but it means so much to you no matter where you go or what you do. 


It takes so little extra effort to be a real salesman that you wonder why more 
people can’t take that extra little step that brings such rich rewards in every job. 


It takes so little effort, but it means so much.... 


Others Have The outlets was lost on account of unfortunate 
negligence or failure to be aggressive merchan- 





Same Problems ve 
\ 
i “Lazy Merchandising of Hardware Stores Is Some of the things that hardware stores must 
| Blamed for Sales Lost to Supermarts.”’ give more thought to, the article went on, in 
order to meet supermarket competition, are: At- 
That was the headline over a story carried tractive exteriors and interiors; fixtures and 
recently by a business weekly. The story itself displays that provide maximum convenience to 
pointed out that most of the business that has the customer, and promotion activities that 
gone from the hardware store to the grocery feature the store’s primary function. 


-~ 
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Just Among Ourselves 


As you read that article, you may get the feel- 
ing that you’ve read it before. You have. But 
in the original form it was about drug stores. 
In the version printed here, we have substituted 
the words hardware stores for drug stores, to 
suggest that the problems faced by the hardware 
dealer are also faced by other retailers. 


The comments we have quoted were made by 
the president of the National Ass’n of Retail 
Druggists. It is apparent that druggists are also 
having difficulties with supermarkets. 


But, to me, the most significant point of this 
discussion of retail drug problems is that they 
have found that to meet supermarket competi- 
tion you must use the same basic techniques that 
have been recommended for hardware stores. 


I think, too, that it would be well if this story 
of the headaches experienced by druggists were 
read by those pessimists who seem to feel that 
hardware dealers are more backward than other 
retailers. It would show them that many other 
retail outlets have the same problems the retail 
hardwareman has. 


Every now and then we run into a manu- 
facturer who tells us that hardware dealers are 
sleeping and that others are taking over their 
business. The man who makes such a comment 
usually hasn’t studied the retail trade very care- 
fully. A great many dealers have taken, and are 
taking, very constructive steps to improve the 
effectiveness of their stores. A perusal of the 
pages of any issue of HARDWARE AGE proves 
that. We think the trade should get the credit 
for these forward steps. 


There is much danger in the feeling that our 
problems in hardware retailing are worse than 
those faced by other retailers. Others are facing 
the same difficulties we face. If they can lick 
them, so can we. A constructive attitude will 
accomplish much more than a pessimistic, what’s- 
the-use attitude. 


What Is The 
Hardware Business? 


Sometimes our mail from dealers reflects this 
defeatist attitude. For example, this recent quote 
from a letter from a dealer: “Our business is 
sick, very sick, and nothing short of surgery will 
save it. If the average hardware dealer knew 
how to keep books and one could get a look at 
his balance sheets, it would be found that the 
business, in general, is like a person with a 
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informal editorial comments 


ruptured appendix. It is beyond the help of such 
miracle drugs as self-service, display, etc.” 


We know that this viewpoint is not general, 
nor is it accurate. It is hard to see how a deale 
feeling that way can possibly take the steps 
necessary to meet competition. 


This dealer’s comments make an interesting 
comparison with the remarks of another dealer 
in a letter we received a short time ago. This 
second dealer said: “We dealers are not com- 
plaining or sobbing about the situation, so far 
as we are concerned. Our business is making 
very satisfactory progress, against all existing 
situations, but we don’t do it in a negative way, 
profitwise. We do it the positive way. We handle 
only those items that show a satisfactory profit.” 


Some manufacturers’ sales managers get an- 
noyed because they are not able to fit a neat 
“average” pattern around the retail hardware 
trade. They would like to have everything fit into 
a neat, simple pattern, quite forgetting that it is 
this individual quality that helps give the trade 
the stability it enjoys. 


Sales managers sometimes make the mistake 
of referring to what they call an “average” hard- 
ware store. We keep asking, “what is an average 
hardware store,” and no one has yet come up 
with an adequate answer. 


Certainly, you could come up with some 
mathematical averages on size, volume, etc., but 
you would never find a single store that would 
fit into the “average.” And these averages would 
be useless for establishing a sales policy. 


Geographic and climatic considerations, for 
example, have a definite and pronounced effect 
upon a store’s stocks, promotion efforts, promo- 
tion timing, etc. These are factors that are too 
frequently overlooked by sales managers in 
setting up their programs. 

The difficulty in using “average” figures has 
long been a source of much study by the HARD- 
WARE AGE staff in connection with studies of the 
trade that we make from time to time. After 
much careful and detailed study of all available 
statistical procedures, we have learned that the 
only scientifically accurate method of studying 
the trade is through the use of the technique of 
area “probability sampling.” 


Thus, while the average hardware dealer 
doesn’t have the inclination nor the time to go 
around tooting his horn as do some other retail 
outlets, he still represents an important, live and 
growing outlet for a variety of merchandise. 
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NEWS and VIE 


By Washington Bureau of 
HARDWARE AGE 


Congressional Support Grows For 
National Manufacturers Tax 


If Secretary of the Treasury Humphrey goes ahead 
with his present plans to recommend a Nationa] manu- 
facturers tax, he will not lack support in Congress. 

Several influential members on both the Senate and 
House sides of the Capitol are now writing legisla- 
tion for establishment of a manufacturers tax. They 
expect to drop these bills into the legislative hopper 
soon after Congress reconvenes early in January. 

Typical of the several bills now in preparation is 
that of Rep. Noah Mason (Rep., Ill.). Mr. Mason 
believes a National manufacturers tax is the logical 
answer to the hodge-podge of Federal excises. 

Mr. Mason’s bill calls for the raising of about $5 bil- 
lion annually through a flat 5 pet levy on all manu- 
factured goods, and elimination of nearly all existing 
excises except those on tobacco and liquor. 

In addition, double taxation of corporate dividends 
would be ended, under the Mason plan. 


OUTLOOK—Prevailing feeling among Con- 

& gressmen is that if any new or higher taxes 
are voted next year, they will be in the nature 

of selected excises on products not now taxed, 


such as some housewares, home furnishings. ' 


Do-It-Yourself Potential 
Increased By Building Dip 


Federal experts privately think that hardware deal- 
ers can cash in handsomely next year by exploiting 
trends and aiming more appeal to the Do-It-Yourself 
urge. 

Government economists are ready to forecast a 
slight dip in new construction spending next year— 
not much, but maybe 3 or 4 pet. In dollars this would 
mean a $1 billion drop. 

This indicates more spending for additions, altera- 
tions—just plain fix-up, paint up. The experts look 
for a normal increase of about one-fifth. 

One reason for this is rising repair and alteration 
costs, largely because of higher labor costs. The build- 


10 


ing trades’ pay scale rose 10 cents an hour during the 
first 10 months of 1953, causing the average home 
owner to think twice before placing contracts. 
Nevertheless, repair and modernization loans are 
rising, having increased by $125 million so far this 


year. 


OUTLOOK—Economists say business is 
there if gone after. They look for an increase 
of $250 million in alteration expenditures 
Twice as much may be spent for fix-up work, 


and more if actively promote d. 


Labor Relations May Become 
Part of a Production Council 


Next year, when Congress resumes discussions of 
relations between employers and employees, one issue 
which seems certain to arise is that of establishing 
a National Production Council. 

A bill introduced in the Senate last April would 
open the way for setting up such a body. Members 
of the Council would represent management, con- 
sumers, farmers, labor unions, and the Government. 

Supplementing this top group, would be Councils 
for various parts of the economy—retailing, manu- 
facturing, shipping, and so on. 

On the surface, this seems a harmless idea, but 
here are some of the actions open to these Councils: 

They could fix the number of hours which may be 
worked in your place of business. They could set up 
a schedule of salaries to be paid to your employees. 
They could tell you what holidays to observe. 

This is only a partial list, but it shows the kind of 
drastic changes which some lawmakers would like 


to see in the Taft-Hartley law. 


OUTLOOK—White House proposals for 

amending the Taft-Hartley Law are not ex- 

Ff pected to be nearly so radical. While recom- 

mendations are being drafted, there’s official 
silence on the content of suggested chang 


(Continued on page 72) 
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DESIGNERS 


AND MANUFACTURERS 


OF QUALITY HARDWARE 


SINCE 1865 


MANUFACTURING COMPANY 





1715 Liverpool St., Pittsburgh 33, Pa. 
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Dustless Sander 

Model 127 finishing sander has a 
vacuum system which picks up 91 
pet of wood dust, resulting in faster 
sanding and dust-free air. Suction 
comes from a high-speed centrifu- 
gal fan mounted on armature shaft; 
wood dust is exhausted into a bag 
at the rear. Weighing 6 lb. 10 oz., 
sander can be used conveniently in 
any position; it will not overheat 
and no lubrication is necessary. 
Frame is die-cast polished alum- 





inum with pistol grip and trigger 
switch. Steel carrying case is avail- 
able. Porter Cable Machine Co. 


For more data circle No. 1 on postcard, p. 83 


Skate Sharpener 

Here is a low cost skate sharp- 
ener that handles all types of 
skates, regular _ hollow-ground 
hockey, specially deep hollow- 
ground figures, and flat ground, nar- 
row blade skates. Unit 
shipped mounted on special board 
with holder, two surface plates on 
which holder slides, 1/3 h.p. heavy- 
duty motor (packed separately), 
three vitrified grinding wheels, and 
two V-belts for the two separately 


comes 
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driven spindles. Unit, which can 
be purchased without motor, can 
also be used as all around tool 
grinder. Wissota Mfg. Co. 


For more data circle No. 2 on postcard, p. 83 


Door Closer 

Here is a door closer smaller than 
a carton of cigarettes. It operates 
by means of a compression spring 
in conjunction with a hydraulic pis- 
ton and two adjusting valves, pro- 
viding any speed of door closing de- 
sired. It is completely reversible 
to fit right and left hand doors. 
Easy to install, a bracket is screwed 
on door and closer and arm are 








slipped into piace; smaller bracket 
holds other end of arm to door 
frame. Schlage Lock Co. 


For more data circle No. 3 on postcard, p. 83 


Pipe Wrenches 


Complete line of Armstrong- 
3ridgeport pipe wrenches meets all 
Government specifications for Type 
11 heavy duty wrenches and are un- 
conditionally guaranteed. Wrenches 
come in nine sizes, ranging from 





6 to 48 in. in length. Outstanding 
feature is a newly patented double- 
action spring which assures in- 
stant grip and release. Hook and 
heel jaws are made from a special 
analysis steel which is triple-heat 
treated to prevent crushing or chip- 
ping of teeth. Handle, with integral 
housing, is made of high quality 
alloy. Capewell Mfg. Co. 


For more data circle No. 4 on postcard, p. 8&3 


Snow Removal Machine 


Called the Snow-Throw, this 
snow removal machine plows a 20 
in. swath through wet, dry or hard- 
packed snow. It throws snow up to 
15 ft. in any sideward or forwara 
direction. Unit has heavy-duty 1%4- 
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r bracket ae = easy to clean, clatterproof and has 
to door ~ no sharp edges. Suggested retail 
\ is 98¢. Blisseraft of Hollywood. 
iteard, p. 83 \ For more data circle No. 6 on postcard, p. 83 
Sponge Cloth 
mstrong- Amsco sponge cloth made of , " 
meets all cellulose has the absorption quali- Aluminum Display Stand 
for Type ties of a sponge and the strength This self-service display stand 
d are un- and flexibility of a cleaning cloth. holds a complete line of Do-It-Your- 
Vrenches Soft, lint free surface makes it use- self Aluminum for the home hobby- 
ng from ful in all cleaning chores. Closely ; 
woven cellulose fibres absorb water 
hp., four-cycle engine with carbu- faster for streak-free cleaning and 
retor heater for easy winter start- expel dirt rapidly when rinsed. | 
ing and operation; shielded all- Very pliable when wet, it dries i 
chain drive, case-hardened steel quickly and leaves no odor. Packed | 
jaw clutch, and wide-tread, semi- in assorted colors: natural, pink, 
pneumatic lug-type snow tires. Unit blue and green. Available in two 
retails for $169.50, slightly higher ad | 
4 west of Rockies. Reo Motors Inc. ‘ 2 
S\ For more data circle No. 5 on postcard, p. 83 
| 
Cutlery Tray 
tanding ; 
double- Made of Polly-ware plastic, this a it } pus } 
wen in- four-compartment cutlery tray is OF eee ak Stans ws ome s18Oar 
00k and flexible and unbreakable. Scallop- mil | 3 ist. Do-It-Yourself Aluminum is an 
special se edges make it an aanison ” [, j - aluminum alloy and temper for use 
ple-heat Blissware Matched Design house- een wn with ordinary tools. Materials in- 
or chip- ware plastics. Tray is dustproof, clude: aluminum sheets, tubes, fast- 
integral eners, rods, bars, angles and a va- 
quality riety of aluminum rivets, bolts and 
a a sizes, approximate retail prices are screws. A wide variety of an can 
, 39¢ and 69¢. American Sponge & be made in the home workshop. 
Chamois Co., Ine. Reynolds Metals Co. 
ne For more data circle No. 7 on postcard, p. 83 For more data circle No. 8 on postcard, p. 83 
v, this 
s a 20 Slicer-Server Do-It Shop Display 
r hard- Flint slicer-server has rosewood Free to dealers carrying the do-it 
¥ up to handle and 8-in. blade of hollow Shop, this red and black counter 
— ground vanadium stainless steel display is 34x36 in. It is adaptable 
ty 1%- (Continued on page 80) (Continued on page 98) } 
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Holiday Sales May 
Overcome October Slump; 
Hardware Volume High 

While the nation’s retailers suf- 
fered a slump in late October, as 
compared with last year’s business, 
sales for the first 10 months of the 
year held a slight edge over 1952. 

General merchandise stores, 
which include the department 
stores, catalog houses and variety 
showed higher sales than 
last year through the first 
months. 


stores, 


seven 


Sales for this group were off 
slightly in August from the pre- 
vious year, but it was still the best 
summer season for these stores. 

The Federal Reserve reports de- 
partment stores sales were lower 
in all its districts in October. 

However, only the New York 

1°,) and Richmond (—2%) dis- 
tricts showed poorer sales perform- 
ances for the 10 month period end- 
ing Oct. 31. 

Latest hardware store estimates 
for the first nine months were ahead 
of last year and within 2.5 pct of 
the first 9-month total of 1951, the 
record hardware year. 

Despite some recessionary ten- 
dencies that have become evident 
in some parts of the economy, bus- 
iness observers generally are of the 
opinion that the approaching holi- 
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» September Trade Sales High 





2 i eli 






> Retail Invoice Payments Slower 


> Inventories Higher at All Levels 


day season will most likely be 
greater than last year. 

Likewise, the consensus is that 
next year’s business will be lower 
than this vear’s, but by not much 
more than a 5 to 7 pet—still high 
business as compared to other 


vears. 


Macy President Sees 

Good First-Half in ‘54 
Jack I. Straus, R. H. 

Macy & Co., said he expects “no 


head of 


very great change in the volume of 
retail trade during the rest of the 
vear and the first half of 1954.” 








Holiday Trade 


Prospects Better Than Last Christmas 


Say Majority of Stores in Survey 


Get set for a big Christmas busi- 
ness, bigger than a year ago. 

That is the prediction of a group 
of retailers, including hardware 
dealers, who participated in a sur- 
vey conducted by the American 
Newspaper Publishers Association, 
in 35 major metropolitan markets. 

Six retailers expect a sales in- 

crease during the coming Christmas 
season for every one that expects 
a drop below last year’s levels. 
Two. retailers expect volume 
gains of 5 to 10 pet for every re- 
tailer who expects only to equal 
last year’s volume. 

Four retailers business 
will be harder to get for the bal- 
ance of the vear against every one 
who thinks there will be no change 


expect 


in business conditions. 


Factors listed in favor of a big- 
include in- 
through 


ger holiday season 
buying 


more savings accounts and Christ- 


creased power 


mas clubs, better values at more 
attractive prices on account of im- 
inventories, greater lay-a- 
earlier and 


proved 
way promotions, and 
more aggressive advertising. 
While the business potential is 
greater than last year, Christmas 
business will be tougher to get, 85 
pet of the reported while 
17 pet 
change over last year. 


stores 
could) see no noticeable 

Reasons given for tougher busi- 
ness were more cautious buying, i! 
sistence on full value, more goot 
available leading to more compet 
tion between dealers for consum: 


(Continued on page 124) 
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loday the store with the streamlined lay- 
out has a definite edge over old-fashioned 
competition. 

For today’s busy customer demands con- 
venience. The store that’s arranged to help 
him find what he wants quickly and easily, 
with merchandise neatly displayed, will get 
his business. He hasn’t time to hunt for 
wanted items or wait for a clerk to fumble 
through a drawer. 

RB&W’s “upside-down” packages help you 
give your customers the convenient service 
they want in fasteners. These smart, red- 
and-green packages stand out on your 
shelves . . . feature one product to a box 
with labels that tell you exactly what’s in 
them (big, black type, white background, 
with the product pictured). 


MODERN WAY TO 


Package a Hardware Store! 


When you fill an order from one of these 
unique boxes, you simply take off the top, 
and there are your fasteners in the lower 
part of the box, with the label reading right 
side up. You can’t spill the contents, and 
there’s no mix-up as to what’s in the boxes. 
Here’s modern, efficient packaging for up- 
to-date hardware retailing! 

Feature a complete department of RB&W 
top-quality bolts, screws, nuts and rivets. 
They’re great hardware staples that build 
traffic for everything you sell, as well as top 
sellers in their own right. And they are one 
of the few profitable, fast turnover items 
you can stock in quantity without worrying 
about style changes or deterioration. 

For fasteners that move fast, order the 


complete RB&W quality line today. 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 





RBaW 





QUALITY LINE 
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RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices 
THE COMPLETE at: Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. 


Available at Leading Wholesale Hardware Distributors from Coast to Cocst 







15 





this illuminated sign will do 


4 real seling fob for youl C 








WINDOW GLASS 














Ww" I HER itis placed in your win- 
dow, on your counter, or hung 
on your wall, this eye-catching red 
and purple illuminated sign will prove 
to be a bang-up sales producer. It is 
framed top and bottom with glowing 
red plastic bands and is a mere 11” x 


12” in size. 


— - We suggest you put this sales aid 
| Pennuernon | ge i ae 
[ Bono. Gus to work right away. It’s a point-of- 


@®) purchase reminder to customers pass- 
CHIWVETHON - window glass at its best! 


PAINTS = GLASS + CHEMICALS + BRUSHES 


PITTSBURGH 


IN CANADA: 






G 
PLATE 


CANADIAN PITTSBURGH 


16 


GLASS 


INDUSTRIES 


ing or entering your store that you 
are “headquarters” for Pennvernon, 
which is recognized as “window glass 
at its best.” You can get details from 
your local Pittsburgh Plate Glass 
Company branch or jobber. At the 
same time, be sure to ask him about 
the full line of sales helps that are 
available to assist you in stepping up 
your Sales and profits on Pennvernon 


window glass. 


PLASTICS + FIBER GLASS 


COMPANY 


LIMITED 
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OO. 


FS! just one year old and already 
many hundreds of users are praising this 
machine for the excellent work it does =v 
and for the profit it has made for them. ,” 


¢ 


GET ON THE BAND WAGON and |” 
start making profits for yourself with this + KEIL 








“ ¢ 
wonderful, accurate, low priced Key ,’ LOCK CO. Inc. 
e e * ° 
Duplicating Machine. You or any 7? _ Charlestown, N. H. 
¢ 
of your clerks can cut accurate keys ,¢° piease send complete in- 


without any previous experience. 4% formation on your No. 4 series 


of Key Duplicating Machines. 


CONTACT YOUR JOBBER, OR 


eee State. 

















COBURN; 
SWING-OVER GARAGE DOOR HARDWARE 


wins new 








popularity 
with 


economy 








Moderate in cost, the Coburn Swing-Over Ga- and easy installation, smooth and quiet opera- 

rage Door Set has become increasingly popular tion, plus long-lived trouble-free service life. All 

with economy-minded home owners. are good reasons why it pays to stock and sell 
Adaptable to all types of garages—on new or this fast-moving item. 

conversion jobs—the Coburn Swing-Over Set Write for catalog and prices to Sales and 


adds to its price appeal the advantages of quick Engineering, 56 Sterling Street, Clinton, Mass. 


THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 
PACIFIC COAST DIVISION—Oakland, California 
WICKWIRE SPENCER STEEL DIVISION—Atlanta, Boston, 
Buffalo, Chicago, Detroit, New Orleans, New York, Philadelphia 


COBURN PRODUCTS. 


(Fl 
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BRISTOL, CONNECTICUT: Responding 
to a special appeal from an electrical 
manufacturing plant facing shit- 
down because of an unexpected fail- 
ure in supply of critical material, a 
local brass mill flew to the rescue 
both literally and figuratively. 

On Thursday afternoon the Gen- 
eral Electric Company’s plant in 
Somersworth, New Hampshire, sud- 


denly found itself on the point of 


having to lay off many or all of its 
people because of non-delivery of a 
limited amount of nickel silver flat- 
wire, made to extremely close dimen- 
sions and temper, and used in the 
manufacture of many small parts. 
In exactly 5 days, including the 
week end, The Bristol Brass Corpo- 
ration produced and delivered enough 
brass flatwire to meet these difficult 
specifications. On the following Tues- 
day the brass mill’s truck trans- 
ferred the wire to the mill’s new 
Twin Navion plane at Bristol Air- 





port, and less than 1 hour later the 
plane “delivered the goods” in New 
Hampshire. 

General Electric’s Somersworth 
plant management was impressed 
with the speed and resourcefulness 
with which the crisis was met and 
overcome by a relatively small sup- 
plier with experience and flexibility 
to move fast in an emergency. Well 
known for such service to many man- 
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EMERGENCY “AIRLIFT” 
KEEPS 1500 AT WORK 








ufacturers throughout the country, 


THE BrisToL BRASS CORPORATION 
has been making brass sheet, rod 
and wire here in Bristol, Connecticut 
since 1850, and has offices and ware- 
houses in Bosten, Chiccgo, Cleve- 
land, Dayton, Detroit, Milwaukee, 
New York, Philadelphia, Pittsburgh, 
Providence, Rochester. The Bristol 
Brass Corporation of California, 


1217 East 6th St., Los Angeles 21. 


2ilel-Fain. meeus_Brass at ite Best™ 
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THESE WIZARDS WITH Wo00D 
Get a well deserved Trophy 


For boosting the Business 
Of Browning & Brophy 
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SATINLAC 






Dealers say it’s almost magical the way all three 
of these United States Plywood Products are gaining 
—— in popularity. The first is Weldwood Glue... America’s largest selling 
" wood glue. The second is Firzite...a MUST for finishing fir plywood. 
The third is Satinlac, which helps you cash in on the big demand 
for natural wood finishes. Each brings people into your store... 
and each pays you handsome profits. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 277 55 West 44th Street - New York 36, N. Y. 


Order from your Wholesaler 





Big demand for natural wood finishes, sells 


SATINLAC 


Largest Selling Wood Glue — Blond or pickled effects call for 
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WELDWOOD 


PLASTIC RESIN GLUE 


For making things 
or fixing ‘things, 
recommend Weld- 
wood Glue—for all 
to - wood 
bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes e asily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65ce, 95e; 5 Ibs.. 10 Ibs.. 25 Ibs. 


Wetowage » 


PLASTIC RESIN GLUE 


wood - 








were FIRZITE 


Recommend WHITE 
Firzite for magical 
/ woodsy effects on 

Ves hardwood or soft, 
plywood or solid 
j indo? lumber. For light 
pastel tones, recom- 
Mie mend WHITE Firzite 

tinted with Colors- 

in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite!) 












The big modern style 
trend is for light 
natural wood fin 
' ishes—on furniture, 
wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- 
commending SATINLAC, It brings 
out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 


In pints, quarts, gallons, drums. 
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“Quality... Service... 
Merchandising 
boost sales of 
CHI-NAMEL PAINTS 
and VARNISHES!” 





SAYS NORTH CAROLINA CHI-NAMEL DEALER 
llenry (i. Hinson, owner and operator, 


Hinson Paint & Hardware Co., Wilmington, North Carolina 


Here are 17 WAYS Chi-Namel 
helps dealers get customers: 


@ Color Planning Studio 

@ Architects’ and Contractors’ 
promotions 

@ Painters’ promotions 

@ Industrial promotion 


“Quality ... Service... Merchandising mean the dif- 
ference between profit and loss in a paint department. 
That’s why we sell Chi-Namel. We know Chi-Namel is 





@ School Board promotion é 

@ Farm promotion a complete quality paint line which makes it easy to satisfy our paint 

customers. Services like Chi-Namel’s Color Planning create tremendous 

@ Newspaper ads i : 5 meta lpg : 

© Radio as , good will among customers who appreciate individual plans. Chi-Namel’s 

adio announcements : ; 
Special Maili aggressive advertising and merchandising programs create new customers 
1 . ° . y . . sae , 

a oe for paint and other merchandise. We like to do business with Chi-Namel 

@ List Mailers because it means more sales and profits for us.”’ 
@ Special product promotion 
. . 

@ House-to-house sales How Much New Business Does Your Paint Line Produce ? 

@ Novelty Sales Stimulators Your paint line is probably a good one, but not all customers ask for 

@ Dealer stationery paint by its brand name. The big question is not how well known is 

@ Statement inserts ead paint line, but — how api pate -mmery = it —- 

. . ‘ ir 4 rs . Ss oO als oO -iNa el adeater: -Vveryy Te 

@ Special sale promotion ring into your store, * estimonials from Chi m alers everywhere 

@ Getited Coenmar prove that Chi-Namel’s high quality products, promotions and services 

ecia nsu ae a : 
P bring in many new paint customers . . . customers who buy other mer- 


promotion 


chandise as well. 








FACTORIES: 


fer oy,” Chi N —_~ 
einesumnal . I coh cheinstididiciaisiiiaaiieiiaiiiiiheaemnen 
ee poston, ame CHI-NAMEL PAINT & VARNISH CO. 


Sr Joreph, Mo PAINTS 
1103 Third St. So., Minneapolis, Minn. 


Oklahoma City, Okla 


Please Send Me The Chi-Namel Story. 
WRITE FOR THE CHI-NAMEL STORY— . 





Learn how Chi-Namel is building new paint busi- 


‘ ia Name 
ness for its dealers with advertising that does more 
than just sell the idea of painting. It brings cus- dd 
tomers directly to each Chi-Namel dealer's store. Address 
City _ State 
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1000 10 1 GRIPPING 
LEVERAGE RATIO 
WITH JACOBS 


HEX-KEY CHUCK 
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Jacobs Rubber-Flex Hex-Key Chuck... one of the famous Jacobs 
Chucks your customers recognize as proof of top quality in 
home shop power tools. 

Over a MILLION SATISFIED USERS are praising 
the accuracy of the Hex-Key Chuck, its ease of operation 
and above all ... its great gripping power. 








A quarter turn of the Hex-Key 
(a), on the cam-actuated 
locking device (b) provides 
the thrust resulting in power- 
ful grip on drill shank (c). 











A simple turn of the wrist assures a gripping leverage 
ratio of 1000 to 1. And even after constant use on the 
drill, it releases with another simple twist. 


Unique one piece Jacobs 
Rubber-Flex Collet. 


The secret of the 
great gripping power 
of the Hex-Key 
Chuck is the unique 
one-piece Jacobs 
Rubber-Flex Collet 

made of hardened 
and ground 
jaws molded to- 
gether with oil- 
resistant synthetic 
rubber. 

This exceptional grip adds versatility to a power tool. 
It permits chucking of attachments and accessories such 
as sanders, buffers, wire brushes and polishers not pos- 
sible with ordinary light duty chucks. 

Precision manufacturing and engineering guarantee 
perfect performance by the Jacobs Hex-Key Chuck. And 
that’s typical of the complete line of Jacobs Chucks all 
built to do a better job. Remember, when the electric 
drills you stock are equipped with Jacobs Chucks, they 
hold . . . business for you. The Jacobs Manufacturing 
Company, West Hartford 10, Connecticut. 


IF IT’S A 


JACOBS 


IT HOLDS... Business for You 
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@OK AHEAD +, Chiutmos Buying aud Profits 


re” MN Ye” SHANK WOOD BIT SETS No. H-23 
- \ POWER AUGER BIT SETS No. H-736 : 
‘N Retail 6 sets | $19.68 


Retail 6 set J 
aon sets | $33.00 Your cost 13.12 
Your cost 22.00 


Prog 
“ Frogite | $11.00 ei 

































DRILL SETS ON CARDS H-95 


Dunlilp Retail 
12 sets 


Your cost] 16.64 


Pop te $8.32 






YOUR CUSTOMERS 
WILL LIKE THESE 
DOUBLE-CIRCLE - 
TOOLS... | <i 


they build <= 
Christmas 


$24.96 






















STRAIGHT SHANK DRILL SETS 
‘N FOLDING METAL CASES No. H-HE-26 


Retail 3 sets | $22.38 
14.92 


$7.46 











Your cost 


















@ Whether your customers are 
home workshop enthusiasts or tradesmen, 
they will prefer professional type DOUBLE CIRCLE 
Tools as gifts. 
DOUBLE CIRCLE TOOLS are merchandised with smart packaging to 
help move off your shelves. Their quality is unsurpassed . . . they build 
repeat sales. 


GIFT PACKAGING in the form of removable sleeves printed in bright 
Christmas colors are provided with these DOUBLE CIRCLE TOOL sets. 


Suggesting DOUBLE CIRCLE TOOLS as gift items will meet with ready 
trade acceptance .. . you'll sell more... order a stock today... 
display them. . . they'll sell themselves. 














Yo" SHANK METAL HIGH SPEED 
DRILL SETS No. H-39 


Retail 3 sets | $21.84 
Your cost 14.56 


Frog $7.28 




















AVAILABLE AT YOUR 
HARDWARE 
JOBBERS 










lo) CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 






DRILLS e REAMERS e COUNTERSINKS © COUNTERBORES © CARBIDE TOOLS ¢ SPECIAL TOOLS 
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FREE $10 Merchandise 
a” Gift Certificate | 
- —Your gift to every 
SKIL Drill Kit Buyer 
—— ¢ Worth $10 on the « aa -s E ~ 
_ ; j| purchase of a SKIL 
YZ XS Woz >| Home Shop Bench ‘ ll 
ae a? Grinder—a “must” F "Ch i 
| a= ¥ E 7 for every home- ¢ J ; 
— oft Gt ee owner's shop! 
ZZz6b “s k FE 





. FREE $20 Merchandise : yr 
© ot Gift Certificate L 


—Your gift to every f 
Sus SKIL Home Saw Buyer 


Worth $20 on the pur- 
chase of a SKIL Saw 
Table and Sander- | < 
Shaper Kit... an all- | 
purpose combination 
tool set-up. 





We’ 
Am«¢ 
abo 
full- 
buy’ 
Life 
Gar 


Scien 





Man 


Plus. 
Sup] 





You 





X 
HARDWARE RETAILERS! or Your Biggest 


Volume a Christmas 
Stock and Display SKIL Home Shop Tools. Cash in 


er, Call 
SKIL Or See You 
on the Secret Weapon Campaign... Wholesaler—Withou, De 4 


Pp , lay! 
Ir's Merchandising Dynamite! a Ends December ms 
Builds Store Traffic * Turns Prospects into Cus- 3—Act Now! ; 
tomers * Sells Power Tools * Makes Big Profits. 


Nothing Extra for You to Stock—no Inventory Problem—no Paper Work! SKIL Handles all the Details! 


24 HARDWARE AGE, NOVEMBER 26. 1953 HARDWA 











26, 1953 











Big Christmas Push Climaxes SKIL “Secret Weapon’ Campaign 


SRILS MERCHANDISE 


CERTIFICATE PROMOTION 
BREAKING RECORDS FOR 
FALL AND CHRISTMAS SALES! 


Double your Christmas tool 
sales with merchandising dynamite 
that builds store traffic 
and power tool volume for you! 






















pa 
Sell every buyer —22 SKIL 
tools for Homeowners, 


SKIL is the Best Advertised Line Hobbyists, Handymen, Farmers! 


in the Home Shop Field! 2 SKIL Home Shop Drills. Most 
popular and fastest-selling tools 

We're telling every handyman and hobbyist in in the home shop field. Four 
models in 4" and '2” size, with 


America—82,000,000 national magazine readers— 
about these sensational money-saving offers. Big, 
full-page ads in these magazines bring “‘ready-to- 
buy’’ customers to your store. 


hex-key and geared chucks 
From $22.95 





Life * Saturday Evening Post * Better Homes G SKIL Home Shop and Builders 
Gardens * Homecraft & the Home Owner ° Popular Saws. Available in six models, 
Science * Popular Mechanics © The Family Handy- 6"—74"—8'"blade sizes. From 
man © The Home Craftsman $43.95. There’s a model for 


eh every need of your Customers. 
Plus!... THIS WEEK © PARADE Locally Distributed 
Supplements that Deliver a ‘Sunday Punch” in 
Your Market! 





SKIL Home Shop 2%” Belt 
Sander. A popular tool to bring 


‘ Fe furniture refinishers, boat build- 
_ ers and hobbyists to your store 
J : $68.00. SKIL Home Shop 
cal ' Oscillating Sander—$64.50 
HOME SHOP TOOLS Get Set For a Big Christmas Gift Business 


With the Most Complete Line in the Portable Tool Field 





Made only by SKIL Corporation, formerly SKILSAW, Inc. 





5033 Elston Avenue, Chicago 30, IIinois Average Dealer Sales of Home Shop Tools— $47.50 
3601 Dundas Street West, Toronto 9, Ontario Average Dealer Profit Per Sale—$14.25 
Factory Branches in All Leading Cities 
All prices subject to change without notice nae paeeaye 
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MORE CRESCENT DISPLAYS! 





You're really “in business’? when you display these fast-moving, nationally- 
advertised CRESCENT TOOLS. Both displays are 12” x 24", finished in bright 
yellow with maroon trim. The panels cost you nothing . . . you pay for the tools 


only. Tools and panel packed as a unit in a sturdy 
CRESCENT TOOLS — 


shipping carton. Order from your jobber. 
Wings to Word 


TT rf | b 
TENITE HANDL 


OF IMPROVED DESIGN 
BLADES HARDENED FULL LENGTH 

















@ CRESCENT 
SCREWDRIVER 
DISPLAY NO. DB128 


Assortment Contains: 


3 K1303—3” Regular 

6 K1304—4” Regular 

3 K1306—6” Regular 

3 K1701— #1 Phillips 

3 K1702—#2 Phillips 

3 K1503%—3'%" Cabinet 
3 K1504%—4'2” Cabinet 
3 K1506%—6'2” Cabinet 
3 K1102S—Reg. Stubby 

3 K1702S—Phillips Stubby 


CRESCENT TOOLS — rom 
hi 


PUNCHES 
FOR ALL PURPOSES 






















CRESCENT ® CHISELS 
PUNCH, CHISEL FINE TOOL STEEL 
DISPLAY NO. DB129 CORRECTLY 




















Assortment Contains: HARDENED - 
PUNCHES CHISELS ; a . 
1) 2 #95 —3/16” 2 #160—1/2" eve 
} 2 #95 —1/4” 2 #160—5/8” 
I E\/ HAN DLE D 5 | 2 #486 ane 2 #160—3/4” 
' 2 4486-3 8” 2 #164—1 4” 
GIVES PIRM GRIF Pre oe a ies ve - 
WILL NOT HURT HAND, ; haem are 9 dae 
—— 2 #489—3/16" 2 #175—1" 
2 #489—1/4" 2 #175—1%”" 
2 #490--3/16” 
2 #490-- 1/4” 
Wall 


| Floo 


CD1 Revolving 
Counter Display 


CRESCENT TOOLS — 
Cive Wings lo Work — 


Fixture, handles 
any four of the 
Crescent Tool 
Displays. Fixture 
costs only $5.00 Sign of the frtisan 





Symbol of Excellence 





—<—— 12" —— 





Crescent is our trade-mark, registered in the United States ond obrood, for wrenches and other tools Sold by leading distributors and retailers everywhere and made only ¢ 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
26 HARDWARE AGE, NOVEMBER 26, 1953 HARDW 











nally- 
oright 

tools 
sturdy 

















d made only by 


ror K 
26, 1953 











souTH AMETICD 















‘mid all the confusion, remember this: 


Pittsburgh Brushes 
“4 Offer the best hogs’ 
reese rnbirs wort — KESHe available today! 


every home and industrial use 


The phrase ‘‘Pure Bristle’? stamped on a paint brush doesn’t mean a whole 
lot nowadays. It doesn’t tell a thing, for example, about thx irce of the 
bristle—and we don't have to tell you how the source affects quality 

Sash 
pens i. ~ What can you go on? The Pittsburgh name... the Red Stripe label! You 
e Varnish Brushes can be sure that when you sell Pittsburgh's pure bristle brushes, you're 
selling the best bristle obtainable today! Pittsburgh's contacts are world-wide, 

| 


and our buyers are constantly searching for th® best bristk possible. Al- 
though bristle on today’s market is not always good enough for our Gold 
2 Stripe label (Gold Stripes in short lengths are still available), Pittsburgh 
Wall and i buys the best of it and makes it into Red Stripe brushes. 
Floor Brushes Y- r 
yy Make sure your customers understand this—post this ad near your brush 
4 Diiaiithaiaids department. And watch sales respond to the magic of the Pittsburgh name! 
Brushes For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH 


PLATE GLAss Company, Brush Division, Dept. A-11, 3221 Frederick Ave., 
Baltimore 29, Maryland. 


PITTSBURGH 


— —— 


PAINTS ° GLASS ° CHEMICALS ° PLASTICS ° FIBER GLASS 






BRUSHES 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 





N 
n 
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ristmas Merchandis: 


AT MAKES PROFITABLE SALES THROUGHOUT THE YEAR 





FOR METALCRAFT 


Set H45 High Speed Drills with 
Standard’s new, fast cutting point 
for metal. 1/4” shanks fit all electric 
hand drills. In plastic box with 
Christmas sleeve. 


FOR — CS -? 
) re are Bt 
WOODCRAFT Here are 8 reasons why you 
o sell more... 


Set H14 Carbon Sreel 
Drills with wide flutes for 
quick chip removal. 1/4” “s ai’ 4 . , 4 , ' 
pane tp tall ented ‘ A displaying Standard’s popular drill set 
ee ti 5 1. Nationally Advertised... your customer: 

‘ ? e' recognize Standard’s reputation 
top quality 


Profit more the year around by stocking and 


ta N 
FOR THE aa es Sy? 2. Priced to Sell... Standard’s Drill Ser 


oe \ mn Me oe are in a fange of prices to attract U 
HANDYMAN o ‘ — : thrifty holiday buyer 


Set H13 Companion set of ear ; : 
13 ~acibenss esas PiRARS ; ” 3. Packaged for Bigger Unit Sales... Stan 
drills to go irks every ae \ , ard Sets are easy to stock and displa 
Sad sap te oe ' awl? 4. Compact to Save Counter Space... . St. 
ae go oe othe : ard Sets are designed to give you hig! 
oF) ¥ OFtnS. 1B peastic dollar business in small packages 

covered box with Christ- 


mas sleeve. 5. Unlimited Market... Thousands of hor 


workshops, mechanics, farmers, elects 
cians, carpenters, and sheetmetal worker 
are potential buyers 





6. Free Selling Helps... Available: with: 
cost, are attractive Colored Christm. 


Red Shield Says? sleeves, newspaper mats, clectros, anc 


store banners 





To hoost profits for the holiday and the year around, 
; . eee 7. Brand Preference..: Since 1881 Stan 
show this advertisement to your distributor salesman. ard Shield Brand aeeeeeee” tee she 


1k him for the assortment of Standard packaged drills choice of industry 


and free selling helps. 8. Availability... Your distributor supp! 
you with quantities you want w hen y 
want them 
a » 





Write to 
for catal 
and pri 





3950 CHESTER AVENUE CLEVELAND 14, OHIO — 


FACTORY BRANCHES IN: NEW YORK @¢ DETROIT * CHICAGO e¢ DALLAS © SAN FRANCISCO 


THE STANDARD LINE: Jwist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills.. Hobs - Counterbores - Special Tools 


available 


METCOID sau 
BEAUTIFUL, NEW 


SELF-SELLING 
<g my 6 METAL 
i DISPLAYS 


LIST . .$31.00 


METAL 
DISPLAY 4.00 


TOTAL 
VALUE $35.00 


DEALER COST 


ACTUALLY 


1! 
geut OM tis 


No. 100LJ METCOID LEVER JAW No. 200WR METCOID WRENCH 
ASSORTMENT contains 12 wrenches. ASSORTMENT contains 33 wrenches. 


E+Z*ACTION 
RELEASE 


(Pat. Pend.) 


Opens with a flip of the 
finger. Available in all 
in various 


DOUBLE PIPE JAW 


FINEST QUALITY ON THE MARKET! 
COMPETITIVELY PRICED! GUARANTEED! 


ccc METAL ENGINEERING COMPANY iicece 2, iinois 
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Your Customers Will Like 
the Superior Performance 
of these NEW 





CLEVELAND 

CARBIDE TIPPED 

MASONRY 
DRILLS 




















Home owners, farmers, contractors .. . 

all your best customers . . . will admire 

the many outstanding features of the new 
CLEVELAND Masonry Drill. It’s the modern, 
efficient drill for all types of masonry, including: 


STONE * CONCRETE 
BRICK ® MARBLE * SLATE 


They offer many advantages over older methods. Their 
superior performance assures 
Straight, round holes °* Less noise 
Efficient dust removal * Long life 
Easier operation 


They may be used in drill presses or portable electric drills, prefer- 
ably at the slowest possible speed. 


ALSO AVAILABLE IN HANDY SETS 


There’s extra profit in selling CLEVELAND Masonry Drills 
in sets. Three popular assortments. Containers are made of 
tough, durable plastic with individual pockets for each 
drill. They are compact and convenient. The right size 
drill is always at hand... in full view. 


rw CLEVELAND ows wacoae 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dalias 2 * San Francisco 5 * Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 





CLEVELAND HARDWARE JOBBERS EVERYWHERE ARE READY TO SERVE YOU 


HARDWARE AGE, NOVEMBER 26, 1953 












“do it yourself 


Duo-Dor 


ee 
COMBINATION 
STORM -SCREEN 
DOOR 


















RETAILS 
FOR 








ANY SIZE 







wl OR 4 REFUND 
ae * oF WO 


Shey \ 4 
* Guaranteed by @ 
Good Housekeeping Fy 4 
a . J 


y y) 
L/S apvennistd WES 










Cleveland 3, Ohio 





sell THE 

. WEATHER-PROOF co. ‘ 
c 14C7 E. 40th Street ‘ 
e 














“ TROLLEY HANGERS 
++» and RAIL :- - 


You can depend on a free, rolling glide when sliding 
doors are equipped with these sturdy hangers. Steel 
wheels of the hangers are provided with large roller 
bearings to ease the carrying load. 


No. 50 Trolley Door Hanger illustrated at left has a 
heavy drop strap, embossed to provide added strength. 
No. 52 Trolley Door Hanger shown at right has the new 
and exclusive type of flexible joint to compensate for 
No. 50 any extra pressure being exerted against the door. No. 52 


Trolley Door Hanger No. 51 Trolley Rail below provides an even, per- Trolley Door Hanger 
fect tread for the swift-gliding hanger wheels. Special 
brackets serve this rail to assure a rigid installation. 





No. 51 
Trolley Rail 





if you do not happen to have 
a copy of the National Catalog— 
write for your free copy today! 


— @ 
+ Ven * MANUFACTURING COMPANY 
* \ * STERLING = ILLINOIS 
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C Psychological Pricing 








( Which Price Sells Best? 





Is there any advantage to pricing an item at 99¢, 
instead of $1? 

Which price will appeal most to your customers 
$2.95, $2.98, $2.99 or $3? 

Over the years many retailers have experimented 
with various prices to determine how to price an item 
to obtain the greatest customer appeal. Out of these 
experiments has come the conviction that a change of 
a price a few pennies, one way or the other, can have 
an important effect upon the sales of an item. 

This method of pricing is called psychological pric- 
ing. 

In practical use, this technique is used in this man- 
ner: First you establish your retail price based on the 
desired mark-up. Then you alter this price slightly, 
up or down a few pennies, to obtain the price that will 
have the greatest psychological appeal to your cus- 
tomers. 

A study of this technique was made recently by the 
Charles W. Hoyt Co., Inc., New York. The company 
made an analysis of 3025 retail store advertisements 
published in 37 cities. 

The results of this analysis are given in the charts 
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Which price will sell the most 

goods for you, 29c or 30c; 95c, 

99c or $1? Here is a guide for 
selecting the best price 





that accompany this article. These charts are based 
on advertisements by department, furniture, hardware 
and other retail stores, but does not include food or 
drug store advertisements. 

The length of the bar opposite each price in the 
chart shows the number of times that price was men 
tioned. For instance, the bar opposife the $1 price 
is about 10 times as long as that opposite the 99¢ price, 
indicating that the $1 price appeared nearly 10 times 
as often. Prices not mentioned frequently were not 
included in the charts. 

The study explodes the general theory that prices a 
penny or so below even dollars always attract more 
customers than the even dollar prices. That may be 
true at some dollar levels, but not at all. 

Retail store owners showed no hesitancy in adver 
tising merchandise at even dollar prices at the 1, 5, 8, 
10, 12, 18 and 25 dollar levels. 

The bars opposite these figures are longer than the 
bars opposite the next lower price shown. The differ- 
ence is especially notable at the 1, 5, 10 and 12 dollar 
levels. 

At other dollar levels, however, store owners used 
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is the levels. However, 10¢ far outranked 9¢, and $1 
ranked 99¢. 

The study was 
advertisements in newspapers’ from 
over a 2-week period in the first quarter of this 
Every price given in an advertisement was inc] 
regardless of the type of merchandise featured. 

The company that made this study, conduct: 
similar study of psychological pricing 5 years 
and there has been no material change. 


the lower, odd-figure price more often. That 
case at the 2, 3, 4, 6, 7, 11, 18, 14, 15 and 17 dollar 


levels and at $50 and up. made by checking all retail 


Digs . ° 
In the food and drug store fields, prices mentioned Te 
in advertisements took a different trend from those 
shown on the accompanying chart for general mer- 
chandise stores. 

Food store advertisements featured the lower odd- 
figure price at the 20, 30, 40, 50, 60, 70, 80 and 90¢ 


ear, 


led. 


la 


iyo 





A Pricing Guide: These charts show prices used most frequently by retailers. Length of the bars indicates fri 
quency of use of a price; the longer the bar, the more often that price is used. 


| 


$795 
7.98 
799 
800 
8.50 
666 
695 
6968 
899 
9.00 
995 
998 
999 
10.00 
10.95 
1100 
11.99 
12.00 
12.95 
13.00 
13.95 
14.00 
14.95 
15.00 
16.95 
17.00 
17.95 
16.00 
19.00 
2000 
2495 
2500 
29.50 
29.95 
30.00 
34.95 
35.00 
38.00 
39.00 
39.50 
46.00 
49.95 
50.00 





























$5800 
59.00 
5950 
59.95 
68.00 
69.00 
69.50 
69.95 
75.00 
79.00 
79.50 
79.95 
88.00 
89.00 
69.50 
69.95 
98.00 
99.00 
99.50 
99.95 
100.00 
119.00 
11995 
125.00 
129.00 
129.95 
139.95 
149.95 
159.95 
169.95 
189.50 
169.95 
199.00 
199.95 
200.00 
239.95 
269.95 
289.95 
295.00 
299.95 
399.95 





These 


charts are copyrighted by Charles W. Hoyt Co., Inc., 
551 Fifth Ave - 


.- New York 17, 
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Charge Account 


Wisconsin firm makes every effort to 
increase its list of charge account cus- 
tomers. Impulse sales show greatest 
increase among those having charge 


account privileges 


How would you go about getting more customers to 
buy more merchandise on impulse? 

Reineman Hardware in Burlington, Wis., a town of 
6,000, has accomplished greater volume by moderniza- 
tion of its two divisions and encouragement of more 
charge account business. At the same time a decided 
increase has been noted in impulse buying—particu- 
larly among customers having charge accounts with 
the firm. 


Sign Greets All Customers 


Customers approaching the main wrapping table at 
Reineman’s see a neat and prominent sign suspended 
from the ceiling with the message, “We welcome 
charge accounts. ... Make application at the office. All 
charge tickets must be signed.” 

A simple application blank, 814x5'% in., is used by 
all applicants. 

The firm recently completed a step-by-step moderni- 
zation program including installation of a new front 
for its hardware store and one for its appliance, 
plumbing and sheet metal division facing on another 
street. 

William Reineman, vice president, says, “The in- 
dividual who has a charge account at our store is more 
likely to buy larger numbers of items on impulse than 
the customer who does not have an account. Our invi- 
tation sign and use of a standard application for credit 
have been big factors in the increase in our charge 
accounts and in our volume with charge customers.” 

The same form is used whether the applicant is an 
individual wanting a personal account or a represen- 
tative of a business concern desiring to open an indus- 
trial account. 


Credit application used 
by the firm. 
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Invitation to open a charge account is near 
the main wrap table. 











APPLICATION FOR CREDIT 
Date 
or Individual 


Street ci 


ine of Business or Professior 


If Incorporated, Name of President 


Secretary 


If Partnership, Name of Partner 


Location of Hom e Office 


Bank Referenc . 


Business 


REMARKS 





THIS BLANK MUST BE FILLED OUT COMPLETELY 











Customer Convenience 


Pulls Traffic to New Store 


A new eastern store attracts trade with neat 
stocks, conveniently arranged, with 


emphasis on open display 


Merchandise well displayed is half sold, and store 
with ample off-street parking facilities will attract “We 
more people to buy that merchandise. These two theo- 
ries prompted the K D Supply Corp. to open the 
new store which it is operating in North Tona- 


dow,” 
item oO 
an pers, 
wanda, N. Y. , 
Advertising has carried its story throughout the “ae 
sai He Se : ‘ back wu 
Good store traffic since opening of the store proves Sieiien 
the firm’s beliefs to be true. The establishment Vi riety 
a - 
located near the center of the town upon a well-traveled iia 
tu hy 


highway. bolts. 


Ove 

















, and store 
will attract 
se two theo- 
oO open the 
orth Tona- 


sughout the 
tore proves 


lishment 
vell-traveled 








VISAS ss Be, 





VINVAT AS 


“We wanted to make the entire store a show win- 
dow,” says Charles Kassay, manager. Virtually every 
item offered for sale is within easy reach of all shop- 
pers. No usable floor display area is taken up with con- 
cealed stock. 

Mucn of the firm’s overstocks are stored in space in 
back uf the wall displays on both sides of the store. 
Storage space in the rear of the store used for a wide 
variety of bulky equipment including plumbing fix- 
tures, conductor pipe, roofing materials and nuts and 
bolts. 

Overall dimensions of the store are 122x42 ft., with 
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Portion of the large storage room with ample 
shelf facilities. 


storage room 42x40 ft. Garage doors permit easy de- 
livery as well as removal of stock from the store’s 
storage space. 

Off-street parking facilities are located on three 
ides of the new showroom. 

Wide aisles permit free movement of traffic through- 
out the store and the full-vision front encourages many 


JEWULEY CASTING ser 
a 


Ce: 
ow: 
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passers-by to go into the display room and make pur- 
chases. Ten islands are used with ample space for 
traffic movement around all sides of each unit. Planned 
and fixtured by W. C. Heller & Co. of Montpelier, Ohio, 
the store has large front-of-the-store space which is 
used for featuring major appliance and seasonal item 
displays. 

Comfort for shoppers is further enhanced by good 
lighting provided by continuous rows of fluorescent 
tubes. Incandescent units are used along the sides and 
at the rear storage area. 


Steady Increase in Traffic 

Mr. Kassay reports that customer response to the 
new store has been very good to date with a steady 
increase in store traffic and a high volume in impulse 
purchases. Many customers buy the bulk of their pur- 
chases on a quick-service basis. 

Kk D Supply has been using ads in the Tonawanda 
News on an average of once a week since it was opened. 
These are usually quarter-page insertions featuring 
specials or seasonal items. The firm plans to use other 
media inciuding a special Christmas booklet to be 
mailed to residents of its trading area. The booklet 
will be of the store’s own design and will be printed 
locally. 


Variety Stops Traffic 





A toy window that sampled a complete toy department and stressed a large variety of toy selections drew 
traffic to T. B. Rayl's in Detroit. A simulated brick fire- place, tinsel hangings, and a small tree created Christ- 
mas gift-giving atmosphere. Note the perforated panel which forms a display background for the window. 
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Demonstrations Sell Power ‘Tools 


For 30 years the retail tool de- 
partment of Yakima Hardware Co. 
in Yakima, Wash., has made every 
effort to attract beginners in the 
use of homeworkshop equipment. 

Says Earl Brown, manager of 
the department, “A little knowledge 
is a dangerous thing in power,tools 
as in almost everything else. We 
yet far better results in selling a 
man who does not know anything 
about the proper equipment than 
with one having a superficial knowl- 
edge. The latter customer often 
wants the wrong equipment. 

“The first requisite is the circu- 
lar saw; then the joiner; then the 
band saw. After that the customer 
can buy whatever best suits his 
needs. About one in ten homework- 
shop customers will buy complete 
equipment in the beginning. Others 
purchase one unit at a time.” 


Deferred Payments Popular 


About 75 pet of the homework- 
shop equipment buyers purchase 
power tools on a deferred payment 
plan with a 15 to 20 pet down pay- 
ment and the balance due within 
12 months. Many power tool buyers 
pay off their purchases in less than 
a year. 

Demonstrations are one of the 
firm’s most effective means of at- 
tracting power tool enthusiasts. 
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This far-western dealer has featured power tools for 
30 years. Demonstrations aimed to interest men also 


attract women homeworkshop fans 





There's ample space for examination 
in this well lighted show room. Wall 


Last spring a three-day demonstra 
tion was featured at the store with 
a nationally known tool expert from 
New York City as the attraction. 
A large ad in local newspapers in- 
vited the public to see the demon- 
stration of the care and use of both 
hand and power tools. 

Special invitations for one eve- 
ning demonstration were sent to 
manual training teachers in the 
area. More than 80 instructors 
came for that special session. 

Mr. Brown says, “While power 
tools are essentially a man’s hobby, 
we have found that a number of 
women are interested in these 
units. These are mostly former war 
workers who became familiar with 
the use of tools and machinery dur- 


and demonstration of power ft 


panels show parts and accessories 


ing the war, later carrying this 
interest into their own homes.” 

Prior to the opening of school 
each fall representatives of Yakima 
Hardware call on the school super 
intendent and talk shop with him 
During this call permission — is 
sought to call on shop instructoi 
in the schools. 


Secures Good Will 


Earl Brown says, “In this way 
we secure the good will of the 
school superintendent, who in the 
long run has the most to say re- 
garding the purchase of equipment 
From the shop man we find the 
actual needs and requiremeuts for 
the coming vear and are then in 
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position to make bids on any needed 
equipment.” 

The Deltagram, house organ of 
the Delta Division of the Rockwell 
Mfg. Co., is mailed to several hun- 
tool 
Hardware 


dred 
Yakima imprint. 
spot announcements, classified news- 


power users 


Rado 


with the 


paper ads and some display ads in 
newspapers are used periodically to 
tell the firm’s power tool story. 

All of the above forms of adver- 
tising have the strong endorsement 
of Mr. 
that “there is nothing like getting 
out and giving 


3rown. He says, however, 


knowing people 


demonstrations that bring amate 
shop into the store. \ 
mingle with homeworkshop fans 
power tool clubs, visit schools a 


workers 


become acquainted with instruct: 


and students in manual traini 


classes. These are the foundation 
worthwhile 


sales of power tool 


Mezzanine Department Produces 


Year-round Traffic in T Oys 


West Coast store does 25 pet of its volume during 


December as a result of 12-month activity in toys 


A reputation as toy headquarters 
in Ontario, Calif., a city of 22,000, 
brings not only yvear-’round traffic 
and sales of toys for birthdays and 
other gift occasions, but also pro- 


i 
In all seasons, for 30 years 


duces a sizable portion of the an- 
nual sales volume of Adams Hard- 
ware. 

Adams 
Hardware has stocked and sold toys 


Since the early '30’s, 


children have found joy in thi 


hardware store's toy department. 





throughout the year, according 
Will R. Adams, founder of the busi- 
ness, who recently retired. 

The toy 
tween $2,000 and $5,000 during the 
doubled 


Crristmas season. 


inventory ranges be 


vear and is during the 

Parents who fill their toy needs 
at the store during the year natu- 
rally patronize this store at Christ 
mas and as a result the store did 25 
pct of its total volume, last vear, in 
the month of December. 

A new factor in the year-’round 
sale of toys -is television, according 
to Mr. Adams. 
this medium, toys enjoy excellent 


Demonstrated on 


sales, he reports. 
stock 
store type toys and sells only na- 


The store doesn’t variets 
tionally advertised games and toys, 
ranging from 49 cents to $50 foi 
construction sets. 

The toy 
cludes wheel goods, is located on a 


department, which in 
50x10-ft mezzanine. 

One of the staples of the 52-week 
business, according to Mr. Adams, 
is the accessory line for train sets 
sold at Christmas. 

While the store generally reduces 
its doll line after Christmas, the 
demand for dolls for birthday gifts 
is such that the firm is arranging 
a larger 12-month display in a man- 
ner to show more dolls without get- 
ting them shopworn. 


HARDWARE AGE, NOVEMBER 26, 1953 





How v 
tention 
back wil 

At m(¢ 
owner 01 
Sycamor 
fluoresce 
shelving 
dows an 
on the v 

One w 
soft ross 


the othe 


Ce 


Mr. S 
were V is 
ing fore 
the yell 
other c 
merely | 
article. 

“Man 
that the: 
idea,” r 
did not ° 
window 
ed open 
the side 
tion wer 
lem. 

“Some 
that the: 
merchal! 
cars tha 
these cl 
they ha 
more cl 
dows.” 

A wit 
is shown 
the four 


HARDW 


amate 
tore. We 


ss | Color and Light Attract 


structors 
traini: 
dation 


rw | Attention for Windows 


How would you attract more at- 
tention to displays in your open 
back windows? 

At moderate cost, S. Staskey, 
owner of Sycamore Hardware Co., 
Sycamore, Ill., did it by putting in 





‘ding to ‘ f 
ar oi fluorescent lamps, installing wall 
shelving in each of the four win- 
a dows and using colorful finishes 
leu the on the walls. 
: One wall is canary yellow, one a 
ing the E bee ce : 
soft rose, the third is orchid and 
> the other is a light green. 
_— Color Caught the Eye 
Christ 
» did 25 Mr. Staskey found that people 
year, in were visiting the store and inquir- Giftwares on window shelving are shown next to a soft 
ing for certain items shown against rose colored wall. 
~round the vellow wall, or one of the 
cording other colored walls rather than 
ted on merely mentioning the desired Featuring hand tools and lanterns these wall displays are 
Kcellent article. shown against an eye-cati hing anary yellow background 
“Many customers have told us 
variets that they like our window dressing 
nly na- idea,” reports Mr. Staskey. “We 
d toys, did not want to do anything to the 
50 for window backgrounds, as we want- 
ed open back windows. Color on 
ich in the sidewalls and better illumina- 
dona tion were the answers to the prob- 
lem. 
2-week “Some customers have told us 
\dams, that they now see window featured 
in sets merchandise better from their 
cars than they did before we made 
educes these changes. They tell us that 
is, the they have acquired the habit of 
v gifts more closely watching our win- 
inging dows.” 
a man- A wide variety of merchandise 
ut get- is shown on the shelves in each of 


the four windows. 
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Shopping Center Store 





$150,000 Sales With 
$45.000 Stock 


How friendly atmosphere, ample stocks and good 


service built a one-man store into a bigger and 


Arne Lund operates his hardware store in a small 
shopping center on the outskirts of Bremerton, Wash., 
a city of 30,000. He considers his business as a neigh- 
borhood store. 

With two full-time assistants and one part-time em- 
ployee on Saturdays Mr. Lund is doing a $150,000 
volume with a basic inventory of $45,000. His former 
one-man store is in a small shopping center 100 ft. off 
the highway and with ample parking in front of the 
visual front showroom. 

A furniture store, a dry-cleaning call office and a 


highly successful business 


drug store are Mr. Lund’s neighbors—all good traffie 
pullers. Several hundred feet distant are two super- 
markets, some service stations, a restaurant and a 
variety of other retail establishments. 

Lund Hardware is next to a furniture store and is 
connected to it by a doorway constructed by the tw 
firms. Visitors to the furniture store note the connect- 
ing doorway and a large neon sign with the word 
“Hardware.” People shopping in Lund’s see a like type 
of sign calling attention to the furniture store. 

Neither dealer has any financial interest in the 


Lund's store is well identified by outside signs easily seen from the highway and broad parking apron. 
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There's ample room for 
free movement of traffic 
the recr of the store. 


Open display in front-of- 
the-store sports section 
encourages self-service. 


Paint and tool depart 
ments at right angles to 
each other catch the eyes 
of all fix-it-yourself fans. 
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other’s operation, but each profits by the traffic pulled 
from one store to the other. 

Lund Hardware was opened in August, 1941, its 
proprietor having worked in a hardware store for 
seven years prior to entering business for himself. 
Opened with a very limited stock the business was 
operated as a one-man enterprise for three years. All 
profits were used for expansion of the store’s stocks 

When many types of hardware store lines were 
scarce during the war and post-war days Mr. Lund 
made it a practice to make weekly buying trips to 
Seattle and Tacoma. This helped him build a reputa 
tion for being able to provide most items his customers 
wanted 

By showing interest in a customer's wants and get 
ting items he does not regularly carry in stock, he ha 


“average ® * 


Or Apt 
TV and rad 
[ /Oy sec tior 
over fel Orwday 
TC adjoining 


liture store 


ame style 

hardware : 

the other « 
the a WV 


built considerable good-will and made a number of 
otherwise Jost sales. In most instances he can get what 
a customer seeks on the following day. Few customer 
object to waiting a day for merchandise not stocked 
Mr. Lund estimates that 95 pet of his customers will 
:eturn for items he orders at their request 

The firm’s stocks have always included some majo 
appliances, with volume in these items good although 
no outside selling is done. His appliance department 
accounts for 40 pet of his sales volume and occupie 
one-third of the firm’s display space. TV sets are sold 
with service only on those units purchased from the 
firm. 

Mr. Lund depends on attractive floor displays of one 
manufacturer’s line of nationally advertised merchan 
dise to build his appliance volume. 


Compact Table Setting Is Effective 





If you want to display dinne 
ware and glassware in table. set 
tings, and have limited space avail 
able, you can build small boxes out 
of plywood to simulate dining room 
tables and place them on large 
island display units. 

That is what Carr Hardware ( 
of Ames, lowa, does. Displays hav: 
proven effective for its basement 
housewares section 

A box 2 ft square by 10 in. high 
covered with a table cloth, provide 


t enough space for two place setting 
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Solved Parking Problem 


Before Opening Store 


This report tells how an Illinois hardware dealer 
made a three-firm agreement to meet parking 


needs before opening his new store. Full-time at- 
tendant assures orderly operation of 60-car space 


Good store traffic is the life blood 

of any retail hardware store. 
William Stauber, Jr., knew that 

Waukegan, IIL, 


would attract more traffic if he pro- 


his new store in 
vided ample parking facilities for 
Before establishing 
Stauber’s Ace Store in a building 


his customers. 
on which he now has a long-term 
lease, he also obtained the use of 
a 60-car parking space in conjune- 
tion with a J. C. 
and Lanthan’s, a women’s apparel 


Penney branch 


shop. 

Ace Store No. 1, as Mr. Stauber’s 
unit is also known, Penney’s and 
Lanthan’s are all located directly in 
front of their jointly operated park- 
ing lot. To properly operate the lot 
the three units hired a parking lot 
attendant at $50 per week. 


Non-Purchasers Pay 

People parking their cars in the 
lot and not making purchases at 
any of the three stores are required 
to pay for parking space at the rate 
of 25¢ for the first hour and 10¢ per 
hour for additional time. Each per- 
son parking on the lot receives a 
parking ticket (Fig. 1) 
stamped by sales clerks in any of 
the three stores at the time a pur- 


which is 


chase is made. 
Tickets are separated by the at- 
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tendant for each pay period with 
each firm paying its portion of his 
salary on the basis of the percent 
ave of tickets for each store’s cus 


tomers. 


19,000 Used Space 


During the past year, 19,000 au- 
tomobiles used this parking space 
as customers of the three stores 
and 5,000 other motorists paid fees 
as they did not make purchases at 
any of the cooperating stores. Mr 
Stauber said that 8,600 of last 
year’s free  parkers had their 
tickets stamped in his store making 
his weekly attendant contribution 
$20.00 a week. 

In the three years the three stores 
have had this parking plan the vol 
ume of each has shown a steadily 
increasing volume. All three man 
agers attribute much of this good 
volume to the parking lot plan. 

Some of the other merchants in 
the same area are complaining that 
they are unable to show any in 
crease in their sales because of the 
lack of parking facilities for their 
customers. More than a year apo 
merchants of Waukegan asked the 
Susiness Management 
the University of Illinois for help 
in studying shopping trends in the 
district. The University’s analysts 
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JACK’S 
MOBILGAS SERVICE 


Clayton St. & Sheridan Rd 


Your porking problem solved 
Cors serviced while you shop 


2 Hours FREE PARKING 
FOR CUSTOMERS 


ACE HARDWARE 
LANATHANS 
PENNEY’S 


This ticket must be 
stamped for free parking 
at one of the 
above stores. 
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RELEASE OF CAR 
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street. 
rhe i 
exterior 
ticle ca 
Front of the modern store with municipal parking meters in use. perod o 
ture can 
found that more downtown parking opened to our customers, we are Chamber of Commerce, and solve seasonal 
space was needed if Waukegan was very sure we can accommodate al- for the convenience of customers. skiing, 
to attract more customers. Their most any influx of customers’ cars.” People will continue to do most of Howe 
findings were borne out by the ex- With parking becoming such a their shopping in a downtown «area best to 
perience of the three cooperating problem in many areas, Mr. Stauber rather than in a shopping S- authorit 
stores, believes it is perhaps the No. 1 trict—if they can find off et pecial | 
On the basis of his own experi- project for a hardware dealer to parking privileges most of the ne restrict 


ence and the findings of the Uni- 
versity’s analysts Mr. Stauber has 
purchased a 60-ft. wide lot a block 
from his store for conversion into 
a second parking area for his cus- 
tomers. He is that the 
second parking lot will pay off in 


convinced 


increased store traffic. 
Throughout the store Mr. Stauber 


study individually, or with his local 


he believes. 


Make It a Christmas Window 


Frentz & Son's Hardware at 1010 North Main St., Royal Oak, M 


puts its display punch in its Christmas windows. Cut-out figures 


now drops, 


and a brick paper ba kground set the holiday atn 


phere. Holiday decorations are also spotted throughout the store 


The « 
1 requi 
canopy 
dow, an 
ing. The 


floor lig 


; ; A loe 
as signs whic read, “For y , . . 
ha if n ic : re id, For - furnish 
conve ence Wwe ‘ ? rece yar : 
mvenien e have free parking panel (| 
for our customers. Entrance now : 
, . peas tee ground 
on Sheridan Road. This lot is for 
; cut-out. 
customers only and will be locked or 3 
each evening.” “AR 
: e achieve 
Says Mr. Stauber, “Our clerks tai aie 
, pre ey a 
always make a point of informing tie oil 
: cole 
new customers about it, too. Once 1a 
The 1 


a customer has used the free park- 
ing lot, he finds it a handy place to 
drive into when he comes downtown 


covered 


white o 


to shop, and he tells his friends vanigbe 
mom me toe. the floo 

“Many customers tell us they no pie 
longer dread coming downtown with 1 he \ 
automobiles on busy days, for they P iho 
designe 


know they can usually get into our 
lot. With the second lot soon to be 
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Christmas Decorations For 


Your Store Exterior 


When making plans for decorat- 
ing store interiors and for holiday 
window trim, consider decorating 
the building exterior to make it 
stand out from all others on the 
street. 

lhe initial cost for installing the 
exterior trim outlined in this ar- 
ticle can be charged off over a 
perod of time for the basic struc- 
ture can be used for many different 
sensonal trims, such as hunting, 
skiing, fishing scenes. 

However, before proceeding, it is 
best to check with the proper local 
authorities to make certain that no 
special permits are needed, nor that 
restrictive regulations pertain. 


Requires a Canopy 


The exterior trim shown in Fig. 
1 requires the construction of a 
canopy (H) over the display win- 
dow, and extending from the build- 
ing. The canopy should be wired for 
floor lights as indicated. 

A local sign or display man can 
furnish the Christmas tree shape 
panel (G) which is used as a back- 
ground for the Santa and reindeer 
cut-out. The cut-outs are made of 
°< or 34-in. plywood and set up to 
achieve a two-dimensional effect. 
They are painted in bright, realis- 
tic oil colors. 

The tree background should be 
covered with a heavy coat of flat 
white oil paint. While the paint is 
wet, spray it with glitter so that 
the entire tree will glisten when 
the flood lights are turned on. 

The window display trim ties-in 
with the canopy decoration, and is 
designed to attract children and 
grown-ups during the Christmas 
selling season. 
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Cover the window background 
with giant width (107 in.) white 
seamless display paper (B), and 
trim the top with a valance (C) of 
bright green foil paper. 

Letters for the sign, Toyland, 
are cut out of card board or wall 
board, and coated with silver glit- 
ter, then tacked to the valance. 

The two pyramid display units 
(D), which simulate Christmas 
tree shapes, are made of plywood. 
finished with 
covered 


They should’ be 


bright paint, or 


green 




















oe Cee vad) 
MODERN DISPLAY IDEAS 
SE 


with green foil paper and the 
shelves painted bright red, 

Center panel (A) is a sheet of 
wallboard nailed to a 1x2-in. wood 
frame. The illustration, the castle 
or some other appropriate scene, 
can be purchased from a local sign 
man or display house. 

To heighten the effect of the 
castle scene, windows and doors 
can be cut out and covered with 
vellow paper, and electric bulbs 
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installed in back of the panel (A) 
on small wood shelves. The use of 
button flashers would provide ac- 
tion. 

Ramp (FE) can be cut out of a 
sheet of e-in. plywood and cover- 
ed with white cotton. This would 
serve as an excellent display prop 
for a variety of small toys. 

White paper should be used on 
the window floor (F) and silver 
tinsel, glitter, or Christmas tree 
ornaments or other decorations 
can be scattered about. The final 
touch is the use of two large cut- 
out heads of a boy and a girl. 

For the hardware dealer who 
wants to put motion in his Christ- 
mas window, Fig. 2 shows how to 
achieve it in a display of gift for 
men. The same display can be 
used for gifts for women simply 
by changing the sign and the large 
cut-out heads 

Motion is in the Christmas tree 
cut-out in the center. Made of ply 
wood, the tree revolves on an elec 
tric turntable. When covered with 
green foil paper or painted, it 
makes an eye-stopping feature 
spot when displayed with gifts, or 
gift-wrapped items. 

The identification sign at the 
top of the display is cut out of ply 
wood or cardboard, and the head 
can be furnished by a local sign 
or display firm. 

For the center panel, use per 


forated board on which anv num 
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The two side panels are n 
sections of curved Masonit« or 
hardboard which can be purchased 
from most lumber companies. The 
board is nailed to a wooden frame 
| as shown in Fig. 2, left. 

Note how the inside of the 
panels is wired. Both panels 


should be installed about two 





inches away from the center, pet 

| forated panel so that light escape 
along the edges. 

The side panels can be decorated 


with a cut-out Christmas tree de 





sign or with other appropriate 





decorations such as” everpreen 





branches or wreaths trimmed with 
tree ornaments. 

At the bottom of each panel to 
create additional raised display 
area use ordinary 6 in. diameter 
cardboard tubing such as comes in 
linoleum rolls. It will support '4 
ber of display arrangements can in. plate glass on which gift items 
be designed. After Christmas, this or a single item can be displayed 
panel can be used for other sea- The tubing should be painted 
sonal promotions in windows or 


inside the store. design. 


Ceiling Display Aids Fixture Sales 





~- 
~— 


Light fixture we considered an impulse 


, nN y sta 4 
George Thompson. owners of Hall Hardware Co., in Belfast, Maine 
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Builders’ hardware specialist 


opens doors to 


More Sales Opportunities 


Specialist is developing more builders’ hardware 


sales for western store with help of three outside 


salesmen. 


The experience of the Commercial Hardware Co., 
operators of two stores in Reno, Nev., demonstrates 
that the appointment of a builders’ hardware specialist 
will bring more of this important business to a hard- 
ware store and also that it: will open the door to 
ther types of sales. 

Within two months of the appointment of John Gil 
bert, who had 15 years’ experience in the buying and 
selling of builders’ hardware, Commercial Hardware 
landed two orders for $1,500 each, one for a school and 
another for a commercial building. 


Gives Better Service to Contractors 

Mr. Gilbert’s activity also makes it possible for the 
store to provide better service to contractors. He helps 
contractors and home builders in the selection ot 
builders’ hardware, thereby freeing contractors from 
this time-consuming chore. 

“Aside from the new business we're getting from 
builders’ hardware,” said Tom Horgan, one of the 
owners of the firm, ‘““Mr. Gilbert’s contacts gives us an 
excellent entree with local contractors for other sales.” 

Without the builders’ hardware line, the firm for 
merly had only power tools and other general hard 
ware to offer contractors. Now it is much easier to sell 
these other lines to contractors who appreciate the 
availability of builders’ hardware lines. 

Contact with contractors and new home builders by 
the new specialist also gives the company a_ better 
chance to meet home owners who are prime customers 
for lawn and garden supplies, garbage cans and many 
ther new home essentials. 

The firm capitalizes on the services of its new build 
ers’ hardware specialist by using outside salesmen to 
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Contacts aid sales in other lines 





Tom Hor jan left, and lohn Gill ert builder hardware 
specialist h k n order ft f h hard r 
contact builders and contractor At least three men 


from the East 4th St. store spend half their time out 
side the store in contacting customers 

In addition to contacting builders, these outside 
salesmen also call on industrial accounts, schools and 
hotels to sell maintenance supplies. The three men 
stayyver their outside work, so that the store Is not 
short on inside salesmen, 

Commercial Hardware is operated by Jack, Bill and 
Tom Horgan, sons of John E. Horgan who founded 
the business half a century ago. 
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Showing Beats Telling 





It’s not necessary to have a modern hardware store 
with the newest in display fixtures in order to use 
modern merchandising methods, according to Sidney 
Krank, owner for the past six years of Porter Hard- 
ware which has occupied the same location for 57 
years at 1040 San Fernando Road in San Fernando, 
Calif. 

By employing better merchandising and display 
methods, with old store equipment, Mr. Frank has 
managed to more than double the store’s sales vol- 
ume since he took over, six years ago. 


50 


California dealer claims 


Mr. Frank, the third owner of the old firm, is ay 
plying 33 years’ of experience as a hardware retail 
in Philadelphia. 

One of the major changes made by Mr. Frank an 
his staff was to demonstrate products in use when 
ever practical, rather than to merely tell custome! 
about them. Live demonstrations are used constant! 

The only other major change was to convert 0! 
wall shelving into open display by removing door 
and installing glass shelving, The total cost for th 
wall brackets and glass shelving was only about $20( 
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Store Promotion 





Three-Way Advertising 


Creates Store Traffic 


This mid-western dealer combines radio, 


direct mail and newspaper advertising to 


build sales. Co-operative plans cut direct 


mail and radio ad costs 


Do people in your trading area 
hear your messages via radio, re- 
ceive them in their mail boxes and 
read them in newspapers? 

Borneman & Sons in Elkhart, 
Ind., vet that kind of coverage 
through a continuous and well- 
planned campaign to sell the firm’s 
merchandise and services. 

Cooperative plans used in both 
direct mail and radio advertising 
help Borneman’s to cut costs, while 
continuing to tell its story in a way 
that constantly reminds listeners 
and recipients of its varied lines. 

On radio station WTRC of Elk- 
hart, Ind., the hardware store is co- 
sponsor of two programs. 

I’‘ive days a week Borneman’s and 
another merchant offer a news 
broadcast from 7 to 7.15 a.m. Daily 
cost of this program is about $5 to 
the hardware firm on a contract 
basis. The two sponsors are given 
two or three commercials on each 
of these broadcasts each day. 

An evening program on the same 
station, Monday through Friday, at 
6.15 known as Sports Today, is co- 
sponsored by Borneman’s and an- 
other merchant. It covers sports 
results at local, state and national 
levels at a cost of about $8 per 
program for the hardware dealer. 
co-sponsor 


Borneman’s also 


broadcast descriptions of local high 


52 


school football and _ basketball 
games. 

Harold Borneman says that many 
people visit the store and mention 
the radio programs when they buy 
advertised items. Last spring the 
firm sponsored an old refrigerator 
contest, a new Westinghouse re- 
frigerator being offered at no cost 
to the owner as a replacement for 
the old model. 

No purchases were required for 
participation in the search for the 
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IS MIN. PARKING 
for BORNEMAN’S 
CUSTOMERS ONLY 


OTHER CARS WiLL BE 
TOWED AWAY AT 
OWNERS EXPENSE 








People are reminded of the 
hardware store by this sigr 
on its parking lot. 


Below—window display at 

the store with card giving 

morning broadcast informa 
tion. 


AT 7am. TO THE 


~ “WORLD NEWS 


ROUND: UP* 
Fron MBC WTR 


present ed by 
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THE ALL-NEW ZO , - -  y o  12 For 1954 


@ Whatever the use, wherever the need, 
the all-new Buccaneer 12 sets the pace for 
nodern outboard performance. It does the job 

f four different motors, thanks to all-new 
engineering. Get smooth power at any speed, 
troll all day long, then just twist the throttle 
and you'll get full-speed performance 
instantly — no roughness — no other 
adjustments. Any speed you choose 
from the slowest to the fastest, you'll 
get the same uniform results. For lightning-quick starts, 
there is the new separate automotive-type choke and for all day 
running the cushioned steering handle assures vibrationless boating 
comfort. 


For fishing or family fun you just can’t beat the 


new Buccaneer 12. 


That's not all—there are the new Bo'sun accessories, the new 
Buccaneer styling by Brooks Stevens, and like all Buccaneer motors, 


they're priced less than other fine outboards. 


The all-new Buccaneer 12 will be at the National Hardware Show October 5 through 8, 
at Booths 27, 28 and 94, Fishing and Hunting Division. See it there. 


3 OTHER MODELS ‘ad 
fuel 
an 





most flexible, 



















REMOTE CONTROL SYSTEM 


Now the new Bo’sun remote con 
trol system for owners who want 
the ultimate in outboard han 
dling ease wo smartly 
handles are all you need for gear 
shift and throttle and 
after the original installation 
has been the boat 

the Bo’sun system attaches to 
the a matter of 
seconds 


styled 
control, 
mode in 


motor in 


r 
—~ 





Remote 


system 


ACCESSORIES 
o'sun fuel 
new Buccaneer 12 in 


NEW BO'SUN 
system—the 
aches to the 
than a minute lt is the 
most dependable sys 


safest 


5 J > tem yet. The unique suction princi 
2 Bb.p.—2 Models ple of the Bo’sun system eliminates 
3 bp. Deluxe— Standard or complicated pressure hoses and can 
Only 29 pounds, Deluxe—popu- be used with the five gallon can 
many features, lar price with supply or any other fuel tank, either 
low cost, full the value features built in the boat or portable 
pivot reverse. Sportsmen want 
- 
ALL HORSEPOWER RATINGS CERTIFIED BY THE OUTBOARD BOATING CLUB OF AMERICA AT 4000 R.P.M 
DIVISION OF OUTBOARD, MARINE MANUFACTURING co. 
GALESBURG, ILL. 
53 
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No. 804... . List $11.95 
a 
e's U } j 
t $8.95 to $23.95 
SOLID GLASS 
CASTING ROD 
——_————————— ——— o re coma 
= aw 
No. 300... List $5.95 
Solid glass, 4 quide pira k wind 
ng. A Guaranteed tles builder 10 
great Jels fro $2.98 to $9.95 
SOLID GLASS 
SPINNING ROD 
_ aliens ie 2 
EE 
No. 605 List $6.95 
2 section, 3 quides. 4 
st $5.95 to $7.95 


TUBULAR GLASS 
BOAT TROLLING ROD 





Ce F 

No. 1002 . List $8.95 
Fla y har mode for 
water fishing. F t 
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I <a se to 1s, 
SOLD BY LEADING 
JOBBERS EVERYWHERE 


Sz. Crocx WORLD FAMOUS TACKLE 
WRITE FOR YOUR FREE CATALOG 





St. Grocx orp. UNITY, WIS. 
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old refrigerator and it could be of 
any make, providing it was the 
original unit and with unit and 
cabinet combined. 

Some of the firm’s radio adver- 
tising cost is underwritten by man- 
ufacturers whose products are pub- 
licized on the programs. 

Signs in the hardware _ store’s 
windows call attention to the radio 
programs and show radio adver- 
tised specials when offered. 

The direct mail program involves 
joint ownership and use of an ad- 
dressing machine, plates and a mas- 
ter mailing list. Borneman’s and 
five other retail firms each put 
$1,000 toward the purchase of the 
equipment last year. 

The Elkhart Credit Bureau has 
charge of the addressing machine, 
plates and other equipment and op- 
erates it whenever one of the six 
retailers wants something mailed. 
Each of the six firms pays a mini- 
mum of $27.50 per month which en- 
titles them to mailings up to that 
amount of service. If mailing costs 
exceed the minimum charge in any 
one month the merchant pays the 
difference. 


Lists Kept Separate 


Each of the six merchants turns 
in his retail customer and prospect 
list to the credit bureau which keeps 
each firm’s mailings in a master 
file. None of the six firms has ac- 
cess to the lists of the other mer- 
chants. 

The lists are all part of the mas- 
ter file. Each-plate is notched for 
the merchant providing that name. 
Some plates are notched for all of 
the six participants, others but for 
one firm. 

When a member sends 2,000 
pieces of direct mail material to 
the credit bureau for addressing, 
only the notched plates of his cus- 
tomers are run off. 

The Borneman store’s list con- 
tains 1,300 individual names and 
300 addresses for the firm’s indus- 
trial supplies division. 

Savings in equipment, time and 
accessories under this mailing list 
plan are a big factor in keeping 
Participat- 
ing merchants supply the credit bu- 
reau with the names and addresses 
of new customers and new pros- 


costs at a low figure. 


pects as they are obtained. he 
credit bureau also adds names of 
new residents as obtained from 
utility companies to the lists of the 
six merchants and corrects its lists 
as changes of address are received 

A large sign on the firm’s 75-car 
parking lot identifies it as being 
for Borneman’s customers’ and 
warns that, 
towed away at owners’ expense.” 


“other cars will be 


The lot and the sign are another 
segment of the hardware store’s 
advertising program. 


Winter Carnival 


The Winona (Minn.) 
of Commerce helped to sponsor a 
30-day Winter Carnival program in 
their city last year. Feature attrac- 


Chamber 


large, colorful 
street parade, an outdoor ice show 
at a local park with many local 
skating stars participating, a win- 
ter queen contest and some skiing 
exhibitions. 


tions included a 


This January program brought 
many visitors to the city, many of 
whom stayed for several days. 

The program was financed and 
advertised by the sale of large Win- 
ter Carnival buttons to resident 
of the city. 


Signs Help Business 





Because signs help business, the 
Porter Hardware Co., Altoona, 
lowa, uses them to spread its name 
wherever the store makes a bottled 
gas installation as shown above 

The firm has more than 600 bott 

ounts in the rich farming 


area it serves. 


gas OQ 
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--- TOPS OF THE 
TOY PARADE 






#388-1 
Little Tots 
Luxury Liner 





Special 









Here’s the toy line that’s loaded with eye-appeal! 
The new line for ’53 is brighter and shinier . . . 
more streamlined and just as rugged. The line has 
“buy-appeal” . . . just have the parents let their 
kids try em... and they'll buy ’em. Set them up on 
display, and they'll roll off your floor fast 
because Siebert’s over 50 years of experience in 
design and construction offers the finest quality at 
the lowest possible prices. The line is built to sell 

. . Styled to sell... priced to sell . . . so sell Siebert’s. 
They sell on sight a complete line of Siebert doll 
carriages, Siebert doll strollers, Siebert velocipedes, Siebert 
Train-A-Bikes. 


Here are two beauties. They are big sellers . . . with a good 
margin of profit . . . smartly designed to resemble real 4355-1 
adult models, more decorative trim .. . 


special multi- Bu 
: : ggy-Bye 
spoke wheels that roll you right into extra sales. Ss Royal 


<n SPC 


. D 
— Guaranteed by % 
Good Housekeeping 











Sf aoviensid 









ALL SIEBERT PRODUCTS ARE BUILT 
RUGGEDLY FOR LONG CHILDHOOD 
PLEASURE AND VALUE LEADERS SO 


BE SAFE, BE SURE — BUY AND SELL SIEBERT’S 


~. my 


= 


A 





O.W. 


23-91 Rocket Express #3-A26B Train-A-Bike King 
Permanent Showrooms: 

Space 1537, American Furniture Mart, Chicago 

Space 304, New York Furniture Exchange, New York 

Space 908, Western Merchandise Mart, San Francisco 

5th Floor, Southern Furniture Exposition Bldg., High Point, N. C. 
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The Growers Supply Co. at 953 
G St. in Reedley, Calif., is now 
selling $1,000 worth of paint and 
related lines in a department that 
was started less than three years 
ago. 

Aggressive merchandising 
coupled with dramatized displays 
have been the reasons for this 
good record. Direct mail pieces 
supplied by manufacturers have 
also been used to circularize ac- 
count customers several times a 
year. 

N. S. Doyel who manages the 
store, and Gene Simmons, paint de- 
partment manager, have worked 
together in promoting the firm’s 
relatively new paint section. 


Paint Featured in Windows 


l'ifty-two weeks of the year the 
farm supply company gives at 
least 8 ft of its 40 ft spread of 
display windows to paint and re- 
lated lines. Last spring the entire 
10-ft window section was devoted 
to this merchandise. To empha- 
size the variety of colors offered 
more than 1000 color chips were 
scattered on the base of the spring 
display. To heighten interest in 
this window, the firm borrowed 
several miniature model homes 
used in a local high school’s art 
classes. 

The miniature models have cut- 
out sections plainly showing the 
variety of colors in which their 
rooms were finished. This idea 
helped show some of the unusual 
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$1,000 a Month in Paint 


Dramatizing the use of paint helps 


build department volume 


color effects attained with finishes 
offered by Growers Supply. 

Two young women in the office 
the Misses Ofammia Solomon and 
Katherine Kotlar maintain a scrap 
book of interesting color arrange- 
ments for the home. EKach month 
the girls supplement these clip- 
pings with new selections from 


home magazines. 


Gene Simmons with one of 


the office color 


SC heme 


Prospective customers are 
yvreatly impressed by the ever 
growing scrap book. Even though 
some of them have noted some of 
the material perusing magazines 
in their own homes their display 
at the store creates great interest 
in new color schemes. They thus 
become customers for more shades 


of paint. 


the miniature model houses and 


scrap book 
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ROLLER SKATES 
a ; 
Bristol 
FISHING RODS AND anemone: a f 
ADULT & JUNIOR ... ADDED PROFITS FROM SELLING > ealarch 
? . Yes..... this Christmas give yourself a present....the extra profits you'll 
Rain- Beau make selling Sealand — the First Family of Sports. 
7 cacaee roll Sealand's famous sporting goods are world-renowned .. . make ideal Christmas gifts 
e in colorful packages for all the members of sports-minded families — adults, ‘teen-agers 
and juniors. Be certain that every sports-lover in your trading area knows you sell 
Springfield Sealand sporting goods. Stock... . talk .... and sell Sealand products and you and 
all your customers will feel you've had the merriest, most wonderful Christmas ever. 
BASEBALLS, SOFTBALLS 
aa saan alae Your Sealand representative will make your planning easy with the newest, most 
exciting catalog in sporting goods history. 
( MW 
TesaphT Need ‘a nea 
: OUyg 
ATHLETIC FOOTWEAR, THE SPORTS BRAND 
ICE AND ROLLER 
' 
SKATING OUTFITS MILLIONS DEMAND! Torrington, Connecticot 
fs Since 1826 
SILVER STREAK — greSemntneo'cc® | “SSuem'woco'co, “me wooo co nerC ere heen tort 
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A NEW, More Practical 
All-Purpose 


Auto Utility Light 


4L/IP-BEAM 








» SNAPIT 


| 












Plugs Into 


{ Cigar Lighter, 
Clips 
Wherever 
Y) | Needed 


Packaged in Individual 
Stor-Away Carton 


@ ALL-DIRECTION SWIVEL-HEAD PERMITS DIR- 
ECTING BEAM WITHOUT MOVING AiL/? BEAM 

@ POSITIVE-ACTION SWITCH TURNS AiL/?- BEAM 
ON OR OFF NO NEED TO REMOVE PLUG 

@ 12 FOOT HEAVY-DUTY CORD WiLL REACH 

ANY PART OF THE AUTOMOBILE 

SPARKLING METAL GUARD AND REFLECTOR 

PLUS COLORFUL CORD AND PLUG, HAVE THE 

APPEAL OF THE MOST EXPENSIVE SPOT-LIGHT 

EQUIPPED WITH INTERCHANGEABLE CLEAR 

AND RED PLASTIC LENS 








Red Emergency Light Light Failure 


Tire Changing 


Sold Thru Leading 
Wholesalers. Or, for a 
complete catalog sheet 
write. 


| an 


Cable Electric Products, Inc. 


DABOLL STREET 
OVIDENCE 7, R. 1. 
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Use Paint to Sell Paint 





The store's display tables are painted in different, distinctive 


To sell more paint, paint your 
islands different colors. 

That is what Tama Hardware, of 
Tama, Iowa, did for its six 4x8 ft 
islands and its wrap counter. 


Paint 
colors actually look on large sur- 


customers can see 
faces. 

The different colors also give the 
store an attractive appearance. 


Island Display Promotes Clocks 


Clocks had long been good sellers 
at Reedholm’s in Nevada, 
They were made even better sellers 
by their removal from a wall to an 
island location. <A_ panel 
above the center of an island unit 


lowa. 


placed 


f ; 
Clocks and a few barometers 


leads to many impulse sales to wo- 
men, 

Both spring-wind 
clocks in a 


and electric 


wide range of models 
and prices are now faster selling 


merchandise. 


rearuread on a pane 


kitchen utensil and tool island. 
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ustrial Designer The COOPER Cyclo-Mo Trimmer Type Rotary Mower - an instant hit when introduced in ‘53 - now 
sets a new high in design and will surely make a ‘‘HOME RUN” for dealers in ‘54. 











Improved design provides lighter weight, maximum safety, closer trim, contour cut with NO 

SCALPING, adjustable front grass chute eliminates windrowing or bunching, simple height 
adjustment from 112” to 32” permits the cutting of high grass or tough weeds, plus new 
Briggs & Stratton 4-cycle, easy starting engine for extreme flexibility and power. Truly 
“TOPS” in design, performance and safety. 


ALIPPE EEL TYPE POWER MOWERS 
18” and 20° Cut 


Fully enclosed oversize Diamond chain drive. 
Oversize enclosed Timken reel bearings with 
automatic takeup. Tubular standup steel 
handle. Patented, positive action, non-wear- 
ing clutch. Simple, powerful, self-locking. 
Extra strong, zinc die cast alloy frame. Zinc 
die cast alloy pinions with hardened steel in- 
serts. Patented 
“Quickset’’ height 
adjustment with a 
range of 2" to 23/4.” 
Briggs & Stratton 4- 
cycle engines. Power 
driven weed cutter 
(optional). 





see how 
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pecially designed blade and shroud has desirable leaf mulching action. Tubular type 
all-steel handle with large rubber grips stands up for easy and compact storage. 


Imperial : 
27”. ROLLER TYPE MOWER Nationally Advertised 


for '54 in 


Rubber covered steel roller Saturday Evening Post 
= and caster wheels. New Better Homes & Gardens 
y — > American Home 
positive reel adjustment and Flower Grower 
new all-steel welded deck. Sunset 
. American Cemetery 
1 Briggs & Stratton 4-cycle 3.1 Park Maintenance 
4 ; : Farm Quarter! — . ‘ 
HP engine. Rubber tired Solel okees Write or WIRE for litera- 


Riding Sulky (optional 


i > e mame O 
equipment). ture, prices and name of 





nearest distributor. 


COOPER MANUFACTURING COMPANY 


609-611 South First Avenue 
Marshalltown, Iowa 
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the future for 


Point of Purchase Selling 


Simplified selling is not simple, this author claims, as he ex- 
plains why more effort, more research must be put behind 
the design and use of point of purchase promotion 


We are no longer in the so-called 
postwar era. Several months ago 
we entered the beginning of the 
most aggressive and competitive 
era ever known in the history of 
American consumption and distri- 
bution. 

We have out-grown all old 
methods, and by “old” I mean as 
recent as 1930 or 1940. 

Old methods in selling and mar- 
keting will never keep up with this 
jet propulsion age. Success now de- 
pends upon the alert aggressiveness 
and ability of selling. 

Selling, today and tomorrow, 
needs more follow-through. Too 
many segments of selling are rest- 
ing on the oars of so-called “Simpli- 
fied Selling.” Actually, there is noth- 
ing simple about simplified selling. 
Simplified selling requires a change 
of habit, and habits are difficult to 
change. Simplified selling begins 
with research, yet retailing and dis- 
tribution know little of research 
and have only pennies in the pres- 
ent allocation of budgets for re- 
search. 

Simplified selling, to be success- 
ful, must be coupled with related 
selling and with showmanship and 
salesmanship. There is altogether 
too much conversation about 


60 


by W. L. Stensgaard 
President, 

Point of Purchase Advertising 
Institute 


whether it is to be “self-selection” 
or “simplified selling,” or some 
other kind of relaxed selling. For 
the most part those who are think- 
ing and discussing simplified selling 
are trying to get away from the re- 
sponsibility of aggressive manage- 
ment in the hope that so-called sim- 
plified selling will let ‘‘Simple 
Simon” do the selling for them. 


Successful in Food Field 

It is true that self-selection and 
turnstile selling are successful in 
the food business. To a great ex- 
tent this is because the habits of 
buying foods are different from the 
habits of buying hard goods, or 
fashions, or much other such mer- 
chandise. 

The food store is visited once or 
twice or more each week. The 
simple fact that the salt or sugar 
container is empty and coffee is 
needed, plus breakfast foods and 
meat, dictates the requirements by 
which goods to fill these needs can 
be easily selected without the aid 
of sales service. However, in these 
fields we seem to be approaching the 
need for better gross profit and in 
many cases for more traffic. 

Many retail establishments do as 


much as 70 pct of their weekly 
volume during 10 selling hours of 
a week. It is obvious that in such 
selling, goods people want to buy 
must be available in ratio to the 
way they sell—less out-of-stock of 
best sellers, more space devoted to 
best sellers and less slow sellers. 

A great part of product distribu- 
tion requires assistance in service 
and selection. This is especially 
true in fashion where people must 
be fitted and they wish to know 
fashion information and they wish 
to buy articles that go together. 
Here, related selling is extremely 
important and much needs to be 
done to break down the barriers of 
old fashioned accounting methods 
which today retard much that could 
be accomplished if it were not for 
departmental accounting systems. 

Men and women alike want to 
buy fashions and clothes that do 
something for them. They want to 
be encouraged, they want to be told 
what is the right fashion, and why 
Showmanship in fashion selling i 
most important. 

Selling of hard lines and me- 
chanical products requires more 
and more product information, 
more and more demonstration b 
which the customer can be shown 
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CUSTOMERS—START HIGH PROFIT SALES 
ae 


MSECTICIDES FUNGICIDE 
MOUSEMOLD SPRAYS 
WEED KILLERS 


Every home gardener has the problem of fighting bugs and 
blights. His and her problems can mean big profits 

for you. Just stock and prominently display Niagara 

dusts and sprays with their colorful ‘‘tell-all” labels. 

Your normal store traffic will move this line fast 


Once used, the quick, effective way Niagara materials 
control insects and disease on all growing things 
will keep your customers coming back for more 


When you stock the Niagara Farm and Garden Brand 
packaged line you gain acceptance based on national 
advertising. You get a complete sales package including 
Dust and Spray Guide folders, Window Displays, 
Counter Cards, Literature Racks and Advertising Mats. 
The Niagara line is fairly priced to give your customers 
a full measure of value; to return a generous margin 

of profit to you. Clip and mail the handy coupon 

for complete details. 


Clip Coupon for Catalog Sheets and Price Lists 
Niagara Chemical Division A5302 
Food Machinery and Chemical Corporation 

Middleport, New York 


Gentlemen: 


& 
in 2 ra | Please send me your Farm and Garden Brand catalog sheets, price 
| lists and full details of your merchandising plan. | am a retail dealer CT] 
FARM AND GARDEN BRAND | | am a distributor ["] (please check one) 


FIRM NAME 





INSECTICIDES, FUNGICIDES, INSECT SPRAYS, WEED KILLERS 
| YOUR NAME 





i 
NIAGARA CHEMICAL DIVISION STREET 
FOOD MACHINERY AND CHEMICAL CORPORATION Me | city ZONE STATE 
Middleport, N.Y. P a oe ae ea id 
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VLCHEK 


Bricklayers 


Hammers 





1 Perfect balance for straight 


blow 


2 Proper wrist radius, no 


straining the hand 


ready for use 





Made as practical 
bricklayers suggested 


3 Chisel end thin and sharp, 


and told the features of the prod- 
uct; arrangements by which com- 
parisons can be made as to differ- 
ence of features and difference of 
values. 

This is all related to merchandise 
presentation, to demonstration and 
to showmanship. 

The automobile people are 
awakening to the terms of merchan- 
dising and fashion and promotion. 
We will see a tremendous revolution 
in the showing and merchandising 
of automobiles within the next year 
or two. Automotive managements 
are no longer purely engineering 
and production minded. They have 
been revitalized with a combination 
that realizes the value and the ne- 
cessity of styling, of the importance 
of fashion to the necessity of induc- 
ing obsolescence. It is no longer 
conceivable that the car should ap- 
pear only beautiful and attractive 
in the color advertisement. 

When automobiles were not avail- 
able for display in showrooms, all 
well and good. But now, with many 
models, many colors, many features, 
there must be showmanship where 
the product is seen to overcome the 
consumer resistance. 

People are the most romantic ob- 
jects in the world. People react 
favorably when your appeals are 
designed to capture their emotions. 
Many appeals have been to the sur- 
face, not to the mind, or to the 
heart, or to the ambitions of people. 


Show the Actual Product 

This is no Jonger the time to 
think of showing pretty pictures of 
products at the point-of-purchase. 


You must create the right ar- 
rangement to insure less ou!-of- 
stock of best sellers. You must 
create the right showmanship to 
dramatize the consumer benefits of 
every feature of your product 

Do not believe that customers 
know the features of your product 
unless you tell them and sell them. 

We have a complete new genera- 
tion since the last war and we have 
had miserable selling methods with 
which to initiate this new genera- 
tion. We have the opportunity now 
to cause this new generation to en- 
joy the sparkle of real showmanship 
and real promotion of ideas and 
products that they can well afford 
to own and enjoy. 


Divided Into Four Sections 

Investment in merchandise pre- 
sentation and display has largely 
been penny wise and pound foolish. 
Everyone concerned with the suc- 
cess of a selling program must 
agree to “completing the cycle of 
the sale.”” This action is divided 
into four sections: the first is na- 
tional advertising, or pre-selling. 
The second is local newspaper and 
other local advertising, which is 
again pre-selling. Both are at the 
full command of the manufacturer. 


Both can be accomplished in what- 
ever manner he selects. 

The third phase begins the up- 
swing of the cycle, “point-of-pur- 
chase.”’ Here is where the goods 
must be stocked in ratio to the way 
they sell. Here is where the goods 
must look their best. Here is where 
pre-selling must pay off. Here also 
is where switching and poor selling 


abot 


abe 


FAC 


4Specially designed, se- 

lected hickory handle This is the time to show the real takes place. Therefore, the adver- 
5 Drop forged, high carbon thing the actual product! What 
steel could be more beautiful than the 
6 Spalling face, hard center three dimensional characteristics of 

with tough, sharp edges any product? Why show it at the 
point-of-purchase in two dimen- 


sions? 





tiser must insure that his program 
follows through at this, the most 
important point, “the last 3 feet.” 

The fourth and final phase of the 
sale is the salesperson. He or she 
answers the questions, renders the 





in 3 sizes for all needs 
11/2 Ib. Standard 114 Ib. Lighter 
en eee The only excuse for showing service, rings the cash register. It 
three dimensional products in two is vital that the salesperson be 
dimension is because the media, or given helpful information and de- 
the picture, or the message cannot vices that assist to control the in- 
be carried in any other form in formation and conveys the sales- 


4 lb. For fitting around beams 
and for use on interior tile work 


Every bricklayer needs at least 
two of these sizes 


TO SHOW ‘EM IS TO SELL ‘EM 





where it should be sold. taught and be kept well informed 


| advertising. But otherwise, never person’s enthusiasm to the cus- THRE! 

| substitute the picture for the real tomer. Here again it must be un- a ae 

VLCHEK | thing because you only short circuit derstood that the salesperson may = 

THE TOOL COMPANY | your own potential for inventory on be selling many directly competitive iP 

3001 EAST G7eh STREET » CLEVELAND 4, O1NO | display where it should be seen and products. The salesperson must be gines; 2 
| 
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the COLD FACTS 
about the HOTTEST MOWER 


eon the market 


Ape ALUMINUM 


LHWIL-bOY 


FACT NUMBER ONE... « New Features 





“Pulverator” leaf mulcher. Easy to install and ready to pulverize 
leaves in a matter of minutes. Sound-Silencer Muffler makes the 
LAWN-BOY the quietest 2-cycle mower on the market. Quick 
Disconnecting Handle attaches and detaches in seconds. Gives 


extra yards of storage space in cellars or garages yet it gives 


absolute, 


controlled safety. 


FACT NUMBER TWO .. More Features 







THREE OTHER MODELS 


In addition to the 18 inch LAWN- 
BOY illustrated above, other 
models include a 21 inch model, 
an 18 inch economy model and a 
17 inch slectric model. 18 inch 
models equipped with 2-cycle en- 
gines; 21 inch model with a 4-cycle 
engine. 


HARDWARE AGE, NOVEMBER 26, 1953 


Add the new features above to the ones that made the LAWN-BOY America’s most 
modern lawnmower and you've got a mower you can sell with pride. The LAWN-BOY 
trims closer. It won't scalp. It’s all aluminum alloy construction and it’s simple to 
operate. The Iron Horse engine is designed and built exclusively for lawnmowers. 
What's more, the LAWN-BOY cuts any height grass and it cuts it with ease. Compare 
these features against those of any other mower on the market. 


FACT NUMBER THREE... 


1954 Promotion Most Complete in Lawnmower History 


Here are the facts! A 4-color 2-page spread in LIFE magazine for the second 
year, and 23 other ads in SATURDAY EVENING POST, BETTER HOMES AND 
GARDENS, AMERICAN HOME, PATHFINDER and FARM JOURNAL. In addition, 
every “key dealer” will be listed in a newspaper ad in his area at no cost to 
him. Next time you hear about advertising support, get the facts . . . then com- 
pare! You'll see why the LAWN-BOY is the best known lawnmower in America. 





SOUND SILENCER MUFFLER 


This new muffler makes the 
LAWN-BOY the quietest 2-cycle 
mower on the market, because 
of its low sound level. You can 


PULVERATOR 


The blade picks up leaves, 
rinds them, and whirls the 
} rw through the expanded 
metal grill ware they‘re grated 


to bits, then ejects the tiny frag- 
ments evenly over the lawn 
through the discharge chute. 
It's easy to install, easy to 
remove. And once retail store 


hardly hear it across the street. 
It's die-cast as an integral part 
of the housing so it cuts out 
squeaks and rattles . . . elimi- 
nates vibration noises. 





customers try it... theyre 
sold. 


AVAILABLE THROUGH WHOLESALERS FROM COAST TO COAST 
RPM MANUFACTURING COMPANY 


Lamar, Missouri 


The world’s largest Manufacturer of Rotary Power Mowers 
A Subsidiary of Outboard, Marine & Manufacturing Company 
Makers of Johnson & Evinrude Outboard Motors 
Manufactured and sold in Canada by 
Outboard, Marine & Manufacturing Co., of Canada, Ltd. 
Peterborough, Canada 
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These 44S7-MOVING) <7 


will bring more 


AMERICAN FENCEmust be good ... there’s more of it in 
use than any other brand! And satisfied users are quick to tell their 
neighbors, friends and fellow-farmers why they use the American 
brand. They talk about its long-life service. They praise the ease 
with which U-S‘S American Fence can be erected. They say they 
use American Fence because of its specially-designed features 
which allow for expansion and contraction during changing weather, 
a ee And all agree: “‘you can’t buy better fence than American.” 
gis. AIM E R ] CAN American Fence is made using medium hard line wires that are 












soft enough to splice, yet hard enough to retain tension or weather 


FE N CE ce curves. Hinge joint construction of the stay wires provides flexi- 
ok bility. Properly galvanized wires are full gauge and correctly spaced 
| i St t for greatest protection, 
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* AMERICAN GALVANIZED 
GATES 


are made of heavy gauge fabric, 
with sturdy yet lightweight steel 
tubing frames. There are many 
styles, types and sizes to choose 
from. All gates come complete ; 
with fittings. 
UTI 





is used ¢€ 
farming, 
farm use 
in a vari 





* AMERICAN STEEL POSTS 


* AMERICAN STEEL ANG 
END AND CORNER PO: 


are easy to erect, sturdy and 
strong. Both Dirt-Set and Con- 
crete-Set styles available. Come 
equipped with braces. Coated with 
special protective paint. 


can be driven easily and quickly. 
No post holes needed. Big husky 
posts have slit wing anchors that 
root the posts into the ground. 
Made in “U”’ and studded ‘‘T”’ 
styles for extra strength. 
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STEAOY-PROPIT items 





business your way... 





*AMERICAN GALVANIZED 
BARBED WIRE 
has sharp and evenly spaced barbs. Avail- 
able in five styles, with 2- and 4-point barbs. 
Comes in convenient 80-rod lengths on non- 
collapsible wire reels. 





*AMERICAN GALVANIZED 
UTILITY WELDED STEEL FABRIC 


is used extensively for turkey raising, fur 
farming, poultry batteries and many other 
farm uses. Made of 14 and 16 gauge wires, 
in a variety of sizes. 





A ge Le a SS Oe See ee SO ee ee Sn Se Se 


*AMERICAN HEX-CEL POUI 


NETTING 
is so strong it will stay straight and true 
without use of top or bottom boards. It is 
heavily and evenly galvanized for maximum 
resistance to atmospheric corrosion. Unrolls 
without kinks and bulges. ..1"and 2” meshes. 


TRY 


*AMERICAN TIE WIRE FOR 
AUTOMATIC BALERS 


is a strong, tough steel wire that works 
smoothly and evenly in any baler. Furnished 
in rewound coils to fit each make of baler 

. . specially packaged and protected, ready 
to use. 





‘AMERICAN POULTRY FENCE 
is made of heavy gauge wire, smoothly gal- 
vanized for long life. It comes in two weights, 
has closely spaced bottom line wires for the 
protection of tiny chicks. Can be stretched 
like a field fence. 





*AMERICAN NAILS, TACKS 
AND STAPLES 
are made of steel that does not bend easily. 
Points are sharp and well made. Hundreds 
of styles to choose from. These products 
can be furnished in stainless steel for per- 
manent rust resistance, 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO « 


U°S°S AMERICAN FENCE 
and WIRE PRODUCTS 


UNITED 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


ae oe ae 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 





$.¥..3:.8 4 
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CHENE | Turns Sport Stock Five to Six Times 3 
| By Joining in Community Activity . 
nail holding | ie | 
hammer | , 
| 
| 
| 4 


Active participation in community athletic affairs, and because they 
themselves are sportsmen, enables the Loveladys, to boost stock turn. 
The Loveladys above are Vern, T.S., Wayne, and Normar 


An average 12-month sporting industrial league softball team, and 
goods inventory of $1,800 is made between them also take turns in 
to turn from five to six times at the managing their own or another 
Lovelady Hardware in Torrence, community softball team 
Calif. That method of customer-rela- 

Those results are obtained from tions returns its rewards in traffic 
the 15x12 ft. department, which is for their well-stocked department. 

| located up-front, because the own- Of course, the Loveladys are ac- 
| ers are active sportsmen and spon- tive hunters and fishermen, enabl- 
sor community athletic activities. ing them to establish additional con- 

The proprietors, T. S. Lovelady, tacts for their department, and 
and his four sons, Vern, Wayne, helps them speak authoritatively 


| Norman, and Roland, sponsor an about the lines they sell. 





SILVER KING 


| 
| World’s Finest Hammer 


Order your Silver King Xmas gift 
boxes—now. A Practical most 
useful holiday gift packed in a 
bright, cheerful box. Every man 
will welcome this fine hammer 
on Christmas. Order now for 
immediate delivery. 























Soles Representotives 
JOHN H. GRAHAM &@ CO, INC 
New York, N.Y 
SANFORD BROTHERS 
Chattancoge, Tenn 





When the Multi Sales & Service Co., Inc., in Spokane, Wash., moved 

into its new building, it didn't hide its light under a bushel, but put 

up a large sign which told the story of its lines in pictures. At a cost 

of about $50, the company now has a sign that keeps people talking 
about its store. 





+ 1836 


HENRY CHENEY “conr. 


QOTTLE FALLS, MW. Y., U.S. A. 
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Rez Sealer and Primer is easy to apply .. . easy to profit by! This natural-wood 
finish will help your customers do a professional-looking job in record time. And 
Rez will help you, too—it will be one of your biggest sellers in meeting the booming 
“build it yourself” trend that has increased fourfold since the early 1940's! 





Less Work 
for Your 
Customers 


HERE'S WHY 


@ Rez goes on with brush or cloth. Even cus- 
tomers inexperienced in wood-finishing will 
do a blotch-free, streak-free job the first time 
they use it! . 
® Rez brings out the texture of wood. The 
new Rez shades beautify the natural grain 
of wood while giving it color. 
a Protecting the wood, Rez seals pores against 
moisture, indoors or out. Controls warping, 
swelling, twisting. 
© Rez is also the best primer known for paints 
and enamels, preparing a surface that grain 
won’t show through. 





sos (with 


@ Complete line of Rez takes up little storage 
space, cuts inventory expense while deliv- 

ering 3343% margin of profit. 

@ The Rez line: Clear and White... plus Cedar, 


Driftwood, Redwood, Sage, Mahogany—the new 
natural-wood colors. 


Knowing this simple seven-product line will lead 
you to easy Rez profits. So that you can show 
your customers how simple Rez is to use, we 
have prepared colorful displays and sales helps. 
Write MONSANTO CHEMICAL COMPANY, 
MERCHANDISING DIVISION, ST. LOUIS 4, 
MISSOURI. 


Laux Rez: Reg. U. S. Pat. Off 


Profits 
Come Easy 
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MONSANTO CHEMICAL CO. 
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the gem of home workshops 


POWER TOOLS, 
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Place a MALL tool next to 
any other portable elec- 
tric tool on the market. 
You'll see how the 
MALL stands out in 
rugged good looks } 
and smooth, 
streamlined 
design. And aside from ~ 
outstanding appearance, 
MALL tools are also tops in 
performance. That’s why 
MALL is the favorite 
brand of men who 
make their living 
with tools. As a 
dealer, you can 
MAKE MORE 
MONEY with 
MALL because 
MALL tools 
are sold factory- 
to-you! Get all the facts 
by mailing this coupon right now. 







40 Factory-Owned Service Warehouses, Coast-to 
Coast, To Give You Fast, Dependable Service 











1 i 
‘ MALL TOOL COMPANY ! 
: 7702 S. Chicago Ave., Chicago 19, Ill. : 
' Show me how I can MAKE MORE ; 
: MONEY by becoming an authorized , 
t MALL Dealer. ! 
i 

i i 
1 Name i 
1 i] 
; Company : 
1 i] 
: Address ' 
i i 
ec ae HT-40 5 
Lemme ee eee eee eee eee J 
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OF you plan on a Santa to thrill all the sprouts, 
(And just what is a Christmas without one?) 

Don’t hire a guy that will give the kids doubts, 
At least get a short, jolly, stout one. 


2) 
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Community Sellers 


Sell the idea of shopping in your 
community and you as an individ- 
ual hardware merchant will benefit 
by better store traffic. You will—if 
you operate a store that sparkles 
with good displays of merchandise 
people want most. 

Here are some ideas used by 
communities of varied sizes to get 
more people to patronize their local 
business concerns: 


Tells Flood Story 


Sioux City, Ia., has been hit by 
several disastrous floods in recent 
years, but its business men and 
other citizens always come back to 
repair the damage with human 
stubbornness and determination. 
The Chamber of Commerce in that 
city is helping the work by publiciz- 
ing soil conservation and flood con- 
trol work. It also arranges bus 
tours through the watershed area, 
with an expert on hand to point out 
to passengers what is being done 
to handle flood and soil erosion 
problems. Many farmers and prop- 


erty owners take the tours and get 
valuable suggestions on how they, 
as individuals, can do their share 
to fight this problem. 


Businessmen Visit Schools 


When Lansing, Mich., business 
men staged a Business-Education- 
Industry Day last fall it was so 
successful that the superintendent 
of schools arranged a day whereby 
business men could tour the schools. 

Through this program both busi- 
ness men and educators got a more 
comprehensive understanding of 
the work and problems of the other 
group. It is estimated that more 
than 500 United States cities are 
now using the Business-Education- 
Industry tour idea, as they find it 
of great value in promoting a bet- 
ter understanding of free enter- 
prise and the American way of life. 


Invite Out-of-Towners 

A rural-urban mixer, featuring a 
chicken barbecue, is held once every 
summer at a local park by the agri- 
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only SHEFFIELD has 
day-glo fluorescent 


SNOW 





in glowing colors 
Here’s a new and exciting finish that your 
customers will be anxious to have for 
decorating anytime of the year, especially at 
holiday time. It’s exciting... just press the spray 
button and colorful SNOW comes spouting 
forth in billowy volumes! And it GLOWS... 


because it is FLUORESCENT! Sprays onto 
any surface. Available in FIVE brilliant 


Sheffield : 
Day-GLio 


F\.ueRrescen® 










glowing DAY-GLO fluorescent colors. 


ALSO AVAILABLE IN WHITE SNOW 


SHEFFIELD 


Quik Spray 


<CRIPULY 
Si >) 
Guaranteed by % 
Good House 
<7? 





ENAMELS in Colors and Clear 


The fastest selling, biggest profit spray 
paint available! It’s easy to use... gives 
a smooth professional finish... and 

is guaranteed not to clog! Available in 
clear...as well as gold and aluminum 
plus a full range of colors including 
APPLIANCE WHITE for refinishing 
refrigerators and any appliance... and 


FLAT BLACK... for decorative finishes! 


These Colors: A ninum,. Chinese R Brig} om ADVERTISED in 
For Descriptive Literature, Promotional Material and Color Cards, Write: 


Sheftield BRONZE PAINT CORPORATION c ievetanp 19, OHIO 
17814 Waterloo Rd., Cleveland 19, Ohio 


a) 
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Dealers are discovering new profits 
When They Stock < 


‘ _ yy ( 
Fast-Selling C PCA MOCOMA 1 00 


The ONLY Guaranteed’ Enamelware 





This Label Assures You 
Fast Turnover! 







Belmont Quality “Sells” 


~ Belmont—and only Belmont —car- 
ries the label that guarantees your 
customers top quality for their enam- 
elware dollars. Inside that durable 
gleaming white enamel there sim- 
ply has to be the finest materials 
available to produce the constantly 
uniform product your customers 
want. That’s why dealers who go 
Belmont report volume, turnover 
and profits are UP! 


= “ 
Sauce Pot oclu aut Appearance Sells” 
Dealers tell us that when they clear out dusty 
remnants and job-lot bargains of enamel- 
ware, and display uniform shining white 
Belmont ware, the ‘eye appeal” is real ‘“‘buy 
appeal” —ringing cash registers prove it! 


Selwout Popular Prices “Sell” 





* Your customers buy all the Belmont ware they 
want for the price of a piece or two of those 
Double Boiler fancy, expensive metal utensils—and don’t 


think that isn’t important to a lot of budgets! 
Volume production makes possible the best 
buy for utility and beauty on the market. 


a 4 . “ a 
Selmout Safe Delivery “Sells 
\ Only Belmont gives you scientific packaging 
that assures damage-free delivery. Practically 
ramen stops headaches of carrier damage claims, 
costly replacement delays. Belmont ware 
arrives in perfect, clean, saleable condition. 








Refrigerator Pan : You sell more faster, you make more with Belmont 
—— —and we're not kidding! 





™ . Made VA 
Top aa by Gelume “ce Stamping & Enameling Co. 
100 Belmont Street ¢ New Philadelphia, Ohio 
Division of The Ridge Tool Company 


MAIL THIS COUPON FOR CATALOG —— 


auf 


Memo to © €or: 
Please send me latest catalog of Belmont Titanium Porcelainware 


Name_ : . ; See ear, ee oe ae 





Store. SO Tn Se aces ee 


ee ee 








City _____ Zone___ State 


70 


cultural committee of the Schenec- 
tady (N. Y.) Chamber of Com- 
merce, with co-operation of 
Farm Bureau and the Grange. 
Object of the barbecue is to en- 
able local businessmen and farmers 
from the surrounding territory to 
become better acquainted with each 
other and to better understand the 
other party’s problems. Attended 
by more than 590 people, each of 
these gatherings includes a talk on 
agriculture and farm problems. 


Sells "Buy Here" Idea 


Last winter, the Alliance (Neb.) 
Chamber of Commerce encouraged 
its members to offer special mer- 
chandise values for one day. A free 
style show attracted many visitors. 

Tie-in ads stressed the wide va- 
riety of merchandise available in 
the city. Theme of the entire pro- 
| gram was that “You Can Buy It in 
| Alliance.” 
| Alliance business men also spon- 
} 





sor an annual Farmer and Rancher 
Day. The program included talks 
on livestock feed, fertility mainte- 
| nance and irrigation. In addition 
| talks were given by bankers and 
| sugar company representatives. 
| 


They Like Pancakes 


Chadron, Neb., is a small town, 
but the merchants had enough ini- 
tiative to stage a Farm Congress 
last winter on a cold February day. 
Despite bad weather conditions, 
several hundred farm families vis- 
ited Chadron for the event. Busi- 
ness men served free pancakes to 
600 people after a series of farm 
operation conferences. Merchants 
offered special bargains for the day, 
and many farmers shopped in town. 


A Health Fair 


The Davenport (Ia.) Chamber of 
Commerce recently promoted a 
Health Fair which attracted thou 
sands of people. The purpose of the 
fair was to show citizens the man\ 
facilities and agencies available in 
the city for safeguarding health 
Well known doctors were on th 
planning committee for the event 

Exhibits of local health agenci¢ 
were excellent with health worke) 
ready to answer questions and dis 
tribute health literature. 
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“By the Sweat of My Brow,” by 


Malone Wheless. Here is the in- 
teresting story of a man who spent 
60 plus years as a hardware sales- 
man. It tells of trials and tribula- 
tions of the author as he travelled 
on the road and later as a sales man- 
ager for the old Simmons Hardware 
Co. of St. Louis. The author’s ex- 
perience in setting up the Philadel- 
phia office for Simmons and later 
with the Simmons - Winchester 
merger are among the episodes cov- 
ered. This story of how hardware 
was sold a half century ago will 
make interesting and stimulating 
reading for both old timers and new 
comers in the hardware trade. The 
book is a worthwhile addition to any 
hardwareman’s library. Outlook 
Publishers, 1 North 6th St., Rich- 
mond 19, Va. $2.50 per copy; 152 
pages, hard cover. 


“How to Finish Wood Floors... 
Old or New’”’—is a manual on meth- 
ods and materials with step-by-step 
procedures. One section is on re- 
finishing old floors, another on fin- 
ishing new floors. Both sections 
take up basic principles of finishing 
followed by directions on the use 
of tools and sand papers, and the 
finishes. Handbook is suitable for 
hardware dealer’s library, and for 
distribution to floor refinishing cus- 
tomers. Consumer Service, Pierce 
& Stevens, Inc., 710 Ohio St., Buf- 
falo 3, N. Y. Price 10¢ in coin. 


“Infra-Red Cooking” by Marie 
Armstrong Essipoff. This 100-page 
cook book, to stimulate sales of 
Broil-Quik products, contains more 
than 100 recipes, plus gourmet 
dishes and hints and information on 
barbecue and rotisserie features of 
the company’s products. Each ap- 
pliance has a return card offering 
the book at 50¢ for the soft-cover 
and $1 for the deluxe hard-cover 
edition from Broil-Quik Co., 2330 
Fifth Ave., New York 37, N. Y. 
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) Chrome-Clad 
M EZURALL 















—-. - EASY TO READ 

rey MARKINGS 

Ss So => THAT ARE DURABLE 
~ a 


1. SELF-ADJUSTIN( K Hook adjusts automatically to give 
accurate results on both butt-end and hooked-over meas- 


urements. A Lufkin original. 


La) 


ALL-METAL CHROME-CLAD LINE Built up by multiple electro- 
platings. Most rust and corrosion resistant. Won't sur- 
face crack, chip or peel. A Lufkin exclusive. 


PROTECTED JET BLACK MARKINGS Bonded to the line and 


protected by electroplatings — give longest service, are 
easy to read»against chrome-white surface. A Lufkin 


Ww 


exclusive. 


PLUS .. . A rugged plated steel case that will really take it, 
yet is light in weight. Square back permits accurate in- 
side measuring. Line is flexible enough to measure round 
or irregular objects yet rigid enough to stand unsup- 
ported. Choice of 6, 8, and 10 foot !engths. 


THE BEST IN QUALITY 
, » » AND PROFITABLY PRICED 


EZU LL DOES Sell/ 
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CJBA/L/IM SA Spray Pack PAINTS . Washing im Views 






— / 
of fis, Y{CAM?O (ZZ Une. 


» SALES ADVANTAGES s 





OF THE PURTON ~ 


Clean-O-Matic Valve 
N ith the ATOM-izer SPRAY HEAD 

























= me 
POSITIVE ACTION 


CANNOT CLOG 


@ Patented Cleaning Rod Keeps Paint Passage Clear 
@ Provides Smooth, Even Flow of Paint From Can 

@ Paint Flow Starts Immediately 

@ Assures Amateur Painter Professional Results 

@ No Finger Fatigue .. . Easy to Operate 


SEYMOUR OF SYCAMORE, INC,sycamore ¢ ILLINOIS 


SHOP KING complete vise department 


-e by Wilton 


THE FINEST NAME IN VISES 


You used to pay more! Now! 
Wilton, the very best, costs 
no more than ordinary vises! 
That’s why Wilton’s Shop 
King is breaking sales rec- 
ords from coast to coast! 





See Wilton’s complete Vise 
Display Unit! You'll sell more 
and make more from 
Wilton’s Display units . . . It 
shows the most — sells the 
best. Three different 
arrangements to choose from. 
1% square feet of counter 


space is all it takes. Write now Sn een, me menos Gum & a cHum ene) 


for the whole story. 
a Y 925 WRIGHTWOOD AVE. + CHICAGO 14, ILLINOIS 












A-11 
USE HANDY COUPON! Gentlemen: Please send me your new Free Catalog: 


Name 
WRITE NOW FOR ieee 
FURTHER INFORMATION a 


oe 




















(Continued from page 10) 


Census May Provide 
Better Retail Data 


U. S. Census Bureau hopes to ex- 
pand retail trade statistics service, 
despite slashed funds, so as to pro- 
vide more detailed monthly figures 
by type of business, plus regional 
break-downs of sales. 

A segment of the planned addi- 
tional service is to include retail 
inventory data for specified kinds 
of stores as part of the monthly 
sales report. This will depend on 
whether retailers can, or will, sup- 
ply this type data. 

Census Bureau believes it can 


| supply the additional services and 


data, despite reduced funds, by im- 
proving the agency’s sampling pro- 


| cedure and by depending on some 
extra help from retailers and their 


trade associations in supplying 
data. 


Tighter Scrutiny For 
Income Tax Deductions 


All firms, large and small, may 
expect the Internal Revenue Service 
to take closer looks at income tax 
deductions listed under the heading 
of customer entertainment. Govern- 
ment tax experts think considerable 
amounts of money have been slip- 
ping through their fingers by what 
they call loose documentation. 

Entertainment of customers and 
clients is legitimate, the IRS says, 
if the firm doesn’t go overboard. 
For example, the service says, there 
is plenty of doubt as to the pro- 
priety of charging off as business 
expense a batch of football tickets 
or a big party if only one or two 
customers are entertained. 


May Approve Stamp 
Machine for Stores 


Hardware dealers may find the 
government inadvertently helping 
pull traffic into their stores if Con- 
gress should decide to pass a law 
authorizing the Post Office to plac: 
postage stamp vending machines in 
retail stores. 

(Resume reading on page 11) 
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One rope salesman 
always on the job... 
NEW BEDFORD’S 





Pre-Measured 
Manila 
Rope 






in handy 
Pre-Wrapped 
Packages 

Pre-Whipped too! 


Here’s how HANDI-HANKS 


... sell themselves! 











and FOUR to wo! i 


THREE to.» get ready... 


They're that easy to handle — that simple to sell! 
Meet all customer needs with New Bedford Handi-Hanks 
— easily identified, attractively displayed. 

Each Handi-Hank contains 35’ of pure manila rope in 
14" —32"—or 2” dia.—and all the Handi-Hanks in a 
carton are connected in one continuous length to meet 
the long and short of customer needs . . . from 35’ to 
210’ or 700’. 

Pick up the Handi-Hanks you need, then cut in center 
of red tape marker and your rope is ready to go— 
whipped and wrapped. Tape automatically binds both 
ends of rope — never a loose end. 

TWO-COLOR DISPLAY CARTON! A neat addition 
to your counter or island display — protected in shipment 
by an outer cover. Contents are clearly described on both. 
Just lift off the outer cover and sell! 

Try this three unit sales-builder to suit all customer 
needs: one carton each 14” dia., ¥” dia. and 12” dia. 
Order NOW thru your distributor or write direct. 


® 8915 
WEW BEDFORD 





NEW BEDFORD 
CORDAGE COMPANY 
New Bedford, Mass. 


DEPENDABLE SINCE 1842 
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“ Rist” means 


most service for 


your money 


Drop head die sets 
Ye" to 2 


These popular extra-handy 


px > 





oD 


drop head dies 
assure you fast steady turnover 





* Small, well balanced, clean cutting, these popu- 
lar RiGee ratchet threaders are unusually 
fast sellers. They save your customers time and 
effort — heads snap into drive ring from either 
side, won’t fall out. Precision-cut alloy dies 
reverse for close-to-wall threads — no special 
dies needed. 


* 00R and OR, 6” to 1”; 111R and 11R, 4” 
to 13¢: 12K, ’ to 2’’. Conduit dies, too 
and pam carrier with sets. You can’t beat them 
for easy steady profits. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





























-~ 


——_ ° 
~ 


Watch for (>. 
BIG NEWS 7a 











THE LEADER —PiPE TOOIs- 
POWER PIPE MACHINES * POWER DRIVES 


THE TOLEDO PIPE THREADING MACHINE CO., 
Toledo, Ohie 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 














Convention Check List 


For complete details 
the alphabet 


1954 
January 
11-13 Janney Reta Conference and 
Spring Meeti 
12-14 Garden Supply 
14-21 H ewares & Appliance Show 
17-20 Nat. Sporting Goods St 
18-20 Western Hardware 
18-24 Bicycle Institute Con 
19-21 Minnesota Hardware Show 
26 Intermountain Hardware $ 
24-29 California Gift Show 
25-26 American Hdwe. Supply C 


Convent ! 
25-27 Ace Hardware Cor 
25-27 Texas Hardware S 
26-28 Indiana Hardware Show 
26-28 Mountain States Hdwe. C 
26-28 No. Dakota Hardware Convention 
31-Feb. 2 North Coast Hardware St 
31-Feb. 3 San Francisco Gift, Toy St! 
February 
l- 2 Franklin Hdwe. & Supply 
Cc Hon 

2- 4 K ky Har show 

2- 4 Garden Supt y Show (New Yo k) 
2-4 W nsin Hardware Show 

2- 4 Oklahoma Hardw SI 

6-14 New England Sportsmen's S} 
7-!0 California Hardware Show 
7-10 Coast-to-Coast Convention 
7-10 Virginia Hardware Show 

8- 9 Cotter & Co. Conventior 

8- 9 Tri-State Hardware Show 
8-11 Ohio Hardware Sh 

9-12 lowa Hardware Show 

10 Connecticut Hdwe. Conventio 


s Hardware S 


nventior sted by dates below 7) 


owing this quick check 





14-17 S é SI 

15-17 Our Own Conve O° 

16-18 Pacitic we idv 

16-18 Mich lardy Show 

16-18 Neb 1 Hard e Show 

16-18 New rd re Show 
ps e 


y Hdwe 
21-23 Tennessee Hardware 
21-24 Partland Gift Toy Shov 
22-24 New England Hardware 
22-24 West Virginia Hdwe. Show 
23 25 ™ yroli Hor Jw 


23-25 M iri Hardware 


2 4 Pe & Atlan Sbd 
21 Detroit Sport > 
April 
é So. ta H ) 
11-13 Louisiana Hardw C t 
| 3 Miss Hard 
4 irha Hard 
: : 
f } 1w 
mF Be Hard 
May 
16-18 Ala Har 
17-19 Ind Supe G 
June 
17-19 Wt e Hd 
T Hardwar eB @ 
July 
12-15 National Retail Hardwa A 
September 


26-29 Nat 








National Events 


Bicycle Institute of America, Inc., an- 


nual convention Jan. 18-24 at the 
Boca Raton Club, Boca Raton, Fla. 
Four component groups of the In- 
stitute—the Bicycle Manufacturers 





Assn., the Cycle Parts and Acces- 
sories Association, the Cycle Job- 
bers Association of America, and 
the Merchant Member Group—will 
hold a full schedule of business 
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"MAN, THESE 
HOOKS REALLY 
PULL'EM INI" 


thats 
right! 
Handvy- 
Hook 
fixtures 
are selling 
like crazy 










Ps 




















Tt! ta) mus --. one of the 

| Pull = biggest, fast- 
i | vlog Lactestendag ee turnover, vol- 
} | HAROWARE |) ume, house- 
I) }-{ |, saeeme J) |). | / hold ’ lines in 
| Cae & | i| Hj / years. But 
\ | / there’s more to it 

/ than that. Because 








of Handy-Hook fix- 
tures, other things 
are selling, too! 
Household items like 
kitchenware and tools 
and virtually everything 
/ that can be hung on 
Handy-Hook fixtures 
Fact is, as dealers coast to 
coast have proved, Handy- 
Hook fixtures are 


A NATURAL FOR 
RELATED SALES! 


Remember... every time you sell 

Handy-Hook fixtures, you're 
talking to a potential customer for 
any number of higher priced, higher 
profit items. It’s a_ sales-building 
line as well as a proven profit-builder 
in its own right. Get details today! 


i KITCHEN + CLOSETS - BATHROOM 


*Customers, that 
is... with cash 


in hand and 


buying in 
















mind! 


USE GARAGE - WORKBENCH + BASEMENT 
IN LIVINGROOM + BEDROOM 
PARTITIONS 








SELLING TOOL $3 
BOARDS HELPS YOU | -* 
SELL MORE TOOLS! 











ASK YOUR JOBBER OR WRITE 


MODERN DISPLAYS, INC., 12891 MT. ELLIOTT 
DETROIT 12, MICH. PHONE TW. 3-9400 
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DISCOVERY! 


You can sell 
gummed 
tape 

as well as 
use it 












FOR THE nome 
FOR Tae oFtice 
FOR THE Swope 
ony 

sthog 


Super-quality gummed Fy 
Kraft tape in a handy 
home size... that’s 
TRU-TEST Bantam Rolls. | P. § 
Retails for approximately 
25c per roll. In 1” to 

3” widths. Ask your 
wholesaler or write to us 
direct for his name. 


T-7 





MANUFACTURED sy FAPE INC GREEN BAY, WISCONSIN 
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GRAINGER’S FAST 
SUPPLY SERVICE 

























FULL MOTOR LINE=LOW PRICES 


Hardware dealers use Grainger as 
their local source for Dayton work- 
shop tool and general use motors. 
No. 4K15] (illustrated) is the 1/2 HP 
capacitor motor that has every fea- 
ture tool buyers ask for and is low 
priced for easy sales. Other Dayton 
motors from 1/100 HP to 60 HP for 
tools, appliances, pumps, compres- 
sors, fans, etc., also available from 
your Grainger Warehouse. 





QUALITY TOOLS=—PRICED RIGHT 


Nationally advertised Tomlee 
Power Tools are stocked at your 
nearby Grainger Warehouse for 
fast shipping or pick-up service. 
Tomlee line includes circle, band 
and jig saws, jointer-planers, sand- 
ers, lathe, drill press, etc. Modern 
design, quality construction and low 
price makes Tomlee the choice of 
craftsmen and tool buyers every- 
where. See line in Motor Book. 











LOW PRICED ‘TEEL’ SUMP PUMP 


“TEEL” No. 1P234 Sump Pump is the fast sell- 
ing pump for hardware dealers everywhere. 
Lists at only $45.75—yet has features of high 
priced pumps—Westinghouse 1/3 HP motor, 
bronze impeller, Cutler Hammer or equal 
switch. “Teel” line includes submersible and 
all-bronze sump pumps—also recirculating, 
centrifugal, jet and 
other pump products. 
Oberdorfer bronze 
gear and centrifugal 
pumps also stocked. 













WHOLESALE CATALOG 
For Dealers Only 
Request on Letterhead ; # 


W. W. GE. R IN C. s = %, 
[RAINGER 














% > 
‘Ss ‘) 
Aeatins * 


WAREHOUSES IN 46 MAJOR CITIES -SEE PHONE BOOK FOR LOCAL ADDRESSES 


meetings with several general ses- 
sions of the Institute membership 
also on the agenda. John Auerbach 
is executive secretary of the Insti- 
tute with offices at 122 E. 42nd St., 
New York 17, N. Y. 


Garden Supply Shows (National), 
Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, at the 
7ist Infantry Regiment Armory, 
Park Ave. and 34th St., New York 
City. Sponsored by the National 
Garden Supply Marketing Bureau, 
1901 St. Paul St., Baltimore, Md. 
George E. Perry, director. 





Hardware Week (irha), April 16-24. 

Sponsored by the National Retail 
Hardware Assn., 964 No. Pennsyl- 
vania St., Indianapolis 4, Ind. Rus- 
| sell R. Mueller, managing director. 


| Industrial Supply Convention, May 
| 17-19 at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na- 
tional Industrial Distributors’ Assn.., 
1900 Arch St., Philadelphia 3, Pa., 
H. R. Rinehart, executive secretary; 
and the Southern Industrial Dis- 
tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 
secretary-treasurer. 


| National Builders’ Hardware Exposi- 
tion, Sept. 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing di- 
rector, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive’ secretary. 
Administrative office of both 
groups at 420 Madison Ave., New 
Terk 17, N. ¥. 


National Housewares and Home Ap- 
pliance Show, Jan. 14-21 at the 
Navy Pier, Chicago. Sponsored by 
the National Housewares Manufac- 
turers Assn., 1140 Merchandise 
Mart, Chicago 54. A. W. Budden- 
berg, executive secretary. 


National Retail Hardware Assn., an- 
nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco. 
Managing director, Russel R. Muel- 

ler, 964 No. Pennsylvania St., In- 

dianapolis, Ind. 





Sporting Goods Show and Convention 
| (National), Jan. 17-20, at the Mor- 
rison Hotel, Chicago. Sponsored by 
the National Sporting Goods Assn., 
1 North La Salle St., Chicago 2. 
Secretary, G. Marvin Shutt. 


HARDWARE AGE, NOVEMBER 26, 1953 








Ace Hard’ 


ention 
the Cor 
lil. At 
Hardwa 
land Av 
manage 


American 
‘handis 
Meeting 
headqu: 
Southsi 


Californis 
Los Ar 
Angele 
Broadw 


China, G 
Shows, 
cisco, | 
Wash.; 
Sponso 
Exhibi 
San Fr 


Coast-to- 
tion ar 
neapol! 
Coast-' 
ganiza 
Minne: 


Cotter & 
dise S 
ing, F 
365 E. 


Franklin 
conver 
at co 
N. De 
The fi 
for v 
plays. 
uled fi 


Janney 
Springs 
neapo 
Janne 
Secon 


Norther 
nual ¢ 
tative 
Portle 
at 805 


Our Ov 
holde: 
expos 
apolis 
Hard 
Minne 


Sports 
men’s 
the NV 
Detro 


HARD\ 


yeneral ses- 
membership 
n Auerbach 
f the Insti- 
E. 42nd St 


” 


(National), 
Totel Sher- 
2-4, at the 
t Armory, 
New York 
2 National 
1g Bureau, 
more, Md. 
r. 


pril 16-24, 
mal Retaij] 
- Pennsyl- 
Ind. Rus- 
‘4 director. 








Regional Events 


Ace Hardware Corp., 30th annual con- 
ention and exhibit, Jan. 25-27, at 
he Conrad Hilton Hotel, Chicago, 
iil. Arthur H. Krausman, Ace 
Hardware Corp., 2355 S. Blue Is- 
land Ave., Chicago 8, is convention 
manager. 


American Hardware Supply Co., Mer- 
‘handise Fair and Stockholders 
Meeting, Jan. 25-26 at company 
headquarters, 41 Terminal Way, 
Southside, Pittsburgh 19, Pa. 


California Gift Show, Jan. 24-29 at 
Los Angeles. Sponsored by the Los 
Angeles Trade Fair, Inc., 1151 So. 
Broadway, Los Angeles 15. 


China, Glass, Gift, Toy, Housewares 
Shows, Jan. 31-Feb. 3 at San Fran- 
cisco, Calif.; Feb. 14-17 at Seattle, 























tion, May 
Sessions Wash.; Feb. 21-24 at Portland. 
‘otel. Con- Sponsored by Western Merchandise 
t Madison Exhibitors Assn., 1355 Market St., 
2d by the San Francisco 3. 
Machinery 
14 Clark Coast-to-Coast Stores annual conven- 
Kennedy tion and exhibit, Feb. 7-10 at Min- 
: the Na- neapolis, Minn. Sponsored by the 
yrs’ Assn., Coast-to-Coast Stores Central Or- | 
ia 3, Pa., ganization, Inc., 29 Main St., S.E., | 
secretary; Minneapolis 14. 
‘rial Dis- 
7 
god Cotter & Co. annual spring Merchan- 
oa dise Show and Stockholders Meet- 
ing, Feb. 8-9 at company quarters, 
365 E. Illinois St., Chicago 11. 
> Exposi- 
> Palmer Franklin Hardware and Supply Co., 
d by the convention and trade show, Feb. 1-2 omer : ‘ 
re Assn., at company headquarters, 918-28 PROFIT ,, . is written all over these 
ging di- N. Delaware Ave., Philadelphia 23. striking new additions to the popular Billings 
a a — aret day will be an Open House line! They merchandise Sockets and Parts the way *your customers 
» W. A, r visits to manufacturers’ dis- 7 : ' 
ecretary. plays. Business meetings are sched- | want to buy em... in SETS! 
A — uled for the second day. | Six fast-moving sets include the sockets and parts customers need 
ile | most. Four sets packed in sturdy metal boxes enameled in Billings 
<= poser Prong sg -~ royal blue. Other sets are deep wall sockets and universal flex sockets. 
ome Ap- neapolis, Minn. Sponsored by the | Selling prices and assortments fit every customer — every store — 
at the Janney-Semple-Hill & Co., 22-36 S. every sales situation. 
sored by Second St., Minneapolis 1, Minn. . 
Manufac- | COMPLETE YOUR BILLINGS LINE! ORDER ‘EM FROM YOUR 
chandise Mortiese Wheltedle Masdeate Ce. en- | BILLINGS WHOLESALER . . . NOW! 
Budden- nual convention and trade show ten- | 
tatively scheduled for Feb. 21-23 at 
Portland, Ore. Company is located 
ssn.. an- at 805 N.W. Glisan St., Portland 9. ALL BILLINGS WRENCHES ARE GUARANTEED! Life-Time® 
/ at the Wrenches are guaranteed to stand up under the toughest 
rancisco. Our Own Hardware annual stock- usage. We'll gladly replace — without cost — any Billings 
R. Muel- holders meeting and merchandise wrench that fails to meet this test. j 
St., In- exposition, Feb. 15-17 at Minne- - 
apolis. Sponsored by the Our Own 
Hardware Co., 618 No. Third St., | 
aiditines Minneapolis 1, Minn. 
he Mor- FE 4 
ored by Sports Shows—New England Sports- eo THE BILLINGS & SPENCER CO. 
s Assn., _— and Boat Show, Feb. 6-14, at | HARTFORD 1, CONN., U.S.A; 
cago 2. the Mechanics Bldg., Boston, Mass. 
Detroit Congress Sportsmen’s Show, | QUALITY TOOLS AND FORGINGS SINCE 1869 
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FAMOUS NAMES IN 
WRENCHES 


FORCE-FORMED SOCKET WRENCHES 
AND ATTACHMENTS 


WRENCHES ARE 


pene 60% STRONGER 





t 
1 OFFIC 
5 paTen’ 

ne ¥ 







E 
wrench WITH ol 
gcREWORIVER act 


7 oMAHAWE 


SET NO. 16 








TOPS IN THE 
LOWEST PRICE FIELD 


wrench sets and open end 
wrenches in bright chrome 


j ARROW 
plate. colorful boxes and 


| SET A-16 
A quality line of socket 
6 s packages. 








WALDEN 


WorcEestE™ 
STEVENS WALDEN, Inc. 
WORCESTER 4, MASS. 





March 13-21 at the State Fair- 
grounds, Detroit, Mich. 


Texas Wholesale Hardware Assn. an- 


nual joint meeting with the Texas 
Hardware Boosters Club, June 17-19 
at Galveston. Secretary-treasurer, 
Howard Weddington, 1427 National 
City Bank Bldg., Dallas. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, May 16-18 at 
the Admiral Semmes Hotel, Mobile. 
Association secretary, Mrs. Euna G. 
Ramsey, 1006 Frank Nelson Bldg., 
Birmingham. 


Arkansas Retail Hardware Assn., 
trade show and convention, Feb. 
14-15 at the Robinson Auditorium, 
Little Rock. Hotel headquarters, 
Marion Hotel. Association 
tary, J. Wayne Tisdale, 908 Rector 
Bldg., Little Rock. 


secre- 


California Retail Hardware Assn. 
trade show and convention, Feb. 
7-10, at the Fairmount Hotel, San 
Francisco. Association secretary, 
Kreuger B. Jacobson, Western Mer- 
chandise Mart, 1355 Market St., 


San Francisco 3. 


Carolinas, Hardware Assn. of, trade 
show and convention, Feb. 23-25, at 
Charlotte, N. C. Exhibits at Radio 
Center. Meeting place, Hotel Char- 
lotte. Association secretary, Dwy- 
ane Laws, 118% E. Fourth St., 
Charlotte 2. 


Connecticut Hardware Assn., conven- 
tion, Feb. 10 at the Hotel Bond, 
Hartford. Association secretary, 
Ned Russell, Harris Hardware, 
Southport, Conn. 


Florida Retail Hardware Assn., con- 
vention and exhibit, April 25-27 at 
George Washington Hotel, Jackson- 
ville. Executive’ manager, W. W. 
Howell, P. O. Box 183, Waycross, 
Ga. 


Georgia Retail Hardware Assn., con- 
vention and exhibit, April 25-27 at 
George Washington Hotel, Jackson- 
ville, Fla. Executive manager, W. 
W. Howell, P. O. Box 183, Waycross. 


Illinois Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
Chicago. Show at Navy Pier. Ses- 
sions at Sheraton Hotel. Associa- 
tion secretary, William F. Ewert, 
1194 Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn., trade 
show and convention, Jan. 26-28 at 
the Murat Temple, Indianapolis. As- 
sociation secretary, W. J. Sheely, 
964 No. Pennsylvania St., Indian- 
apolis 4. 


Intermountain Association, trade show 
and convention, Jan. 24-26 at Boise, 
Idaho. Hotel headquarters, Boise 
Hotel. Association secretary, Leon 
L. Weeks, 308 Continental Bank 
Bldg., Boise. 

Iowa Retail Hardware Association, 

convention and exhibit, Feb. 9-12 

at State Fair Grounds, Des Moines, 

Iowa. Headquarters and 

Savery Hotel. Secretary, Philip R. 

Jacobson, Mason City. 


sessions, 


Kentucky Retail Hardware Assn., 
trade show and convention, Feb. 2-4 
at the Brown Hotel, Louisville. As- 
sociation secretary, D. W. Laws, 
501 Republic Bldg., Louisville 2. 


Louisiana Retail Hardware Assn., con- 
vention, April 11-13 at the Buena 
Vista Hotel, Biloxi, Miss. Secretary, 
David O. Mansfield, 226 S. State St., 
Jackson, Miss. 


Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel; exhibit, Civic 
Auditorium, Harold W. Schumacher, 
Olds Bldg., Lansing 8, manager. 


Michigan Retail 


Minnesota Retail Hardware Assn., 
trade show and convention, Jan. 19- 
21 at St. Paul. Trade show at the 
Auditorium. Sessions at Lowry Ho- 
tel. Association secretary, C. J. 
Christopher, 2110 Nicollet Hotel, 
Minneapolis 4. 


Mississippi Retail Hardware Assn., 
convention, April 11-13 at the 
3uena Vista Hotel, Biloxi, Miss. 


Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 


Missouri Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
the Jefferson Hotel, St. Louis. As- 
sociation secretary, Harry Scherer 
1189 Arcade Bldg., 812 Olive St 
St. Louis. 


Mountain States Hardware & Imple 
ment Assn., convention, Jan. 26-28 
at the Cosmopolitan Hotel, Denver, 
Colo. Association secretary, Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


Hardware Assn 
convention, Feb 


Retail 
show and 


Nebraska 
trade 
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16-18. at the Auditorium, Omaha. 
Association secretary, C. A. McCoy, 
’5 Insurance Bldg., Lincoln 8. 


New England Hardware Dealers 
\ssn., trade show and convention, 
Feb. 22-24 at the Hotel Statler, Bos- 
ton, Mass. Association secretary, 
\. C. MacHardy, 185 Dartmouth 

, Boston 16. 


New York State Retail Hardware 
Assn., trade show and convention, 
Feb. 16-18 at Syracuse. Show at 
War Memorial. Sessions at Syra- 
cuse Hotel. Association secretary, 
Nicholas H. Kiley, Hills Bldg., 
Syracuse 2. 


North Coast Retail Hardware Assn., 
trade show and convention, Jan. 31- 
Feb. 2 at the Multnomah Hotel, 
Portland, Ore. Association secre- 
tary, D. D. Stewart, American 
Building, Seattle 4, Wash. 


North Dakota Retail Hardware Assn. 
convention, Jan. 26-28 at Fargo. As- 
sociation secretary, Miss E. J. Mc- 
Grann, 54% Broadway, Fargo. 


Ohio Hardware Assn., trade show and 
convention, Feb. 8-11 at Cleveland. 
Exhibit at Public Auditorium. Ho- 
tel Headquarters, Statler Hotel. 
Association secretary, John B. 
Conklin, 198 S. High St., Columbus 
15. 


Oklahoma Hardware & Implement 
Assn., trade show and convention, 
Feb. 2-4 at the Municipal Audi- 
torium, Oklahoma City. Association 
secretary, Robert K. Thomas, 515 
Midwest Bldg., Oklahoma City. 


Pacific Southwest Hardware Assn., 
trade show and convention, Feb. 
16-18, at Long Beach, Calif. Ex- 
hibits at Auditorium. Meetings at 
Wilton Hotel. Association secre- 
tary, A. C. Kammeier, 416 W. &th 
t., Los Angeles 14. 


Pennsylvania and Atlantic Seaboard 
Hardware Assn., trade show and 
convention, March 2-4 at the Chal- 
fonte-Haddon Hall, Atlantic City, 
N. J. Association secretary, W. 
Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


South Dakota Retail Hardware Assn., 
trade show and convention, April 
6-8 at the Coliseum, Sioux Falls. 
Association secretary, O. R. Baily, 
1300 S. Jefferson Ave., Sioux Falls. 


Hardware Assn., 
convention, Feb. 21-23, at the Noel 
Hotel, Nashville. Association sec- 
retary, Morris Jones, P. O. Box 784, 
Nashville. 


Tennessee Retail 


Tri-State 


Texas Hardware & Implement Assn. 


trade show and convention, Jan. 25- 
27 at the Piaza Hotel, San Antonio. 


Association secretary, R. M. Souder, 


822-823 Texas Bank Bldg., Dallas 2. 


Hardware & Implement 
Assn., trade show and convention, 
Feb. 8-9 at the Herring Hotel, 
Amarillo, Tex. Association secre- 
tary, M. D. Shepherd, Canyon, Tex. 


Virginia Retail Hardware Assn. trade 
show and convention, Feb. 7-10 at 
the Hotel Chamberlain, Old Point 
Comfort, Va. Association secretary, 
G. T. Omohundro, Jr., Scottsville, 
Va. 


Western Retail Implement & Hard- 
ware Assn. trade show and conven- 
tion, Jan. 18-20 at the Municipal 
Auditorium, Kansas City, Mo. Asso- 
ciation secretary, William J. Shaw, 
3915 Main St., Kansas City 2. 


West Virginia Retail Hardware Assn., 
trade show and convention, Feb. 
22-24, 
Charleston. Association secretary, 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Wisconsin Retail Hardware Assn., 
trade show and convention, Feb. 2- 
4 at Auditorium-Arena, Milwaukee. 
Association secretary, H. A. Lewis, 
Stevens Point, Wis. 


HARDWARE HUMOR 
By Hardware Age 





"Such service! | can't imagine any 

body taking an hour to bring a 

jug of turpentine from the base- 
ment.” 
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at the Daniel Boone Hotel, | 
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Keep water out 
of masonry walls 
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| Quick seal 
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The THORO System 
SINCE 1912 


Your customer needs a 
raincoat for his home — 


Give him the best money can buy 


at minimum cost! 


NEW EAGLE, PENNSYLVANIA — 




















WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 83. 


(Continued from page 13) 


with forked tip that permits meat 
or other foods to be served with 
the same tool used for slicing it. 
Retails for $2.95. Kkco Products Co. 


For more data circle No. 9 on postcard, p. 83 


All-Purpose Adhesive 

For car and home use, this all- 
purpose adhesive sticks rubber to 
anything. Called Scotch brand rub- 
ber adhesive, it is a black, fluid ce- 
ment that produces a strong, flexi- 
ble, long-lasting bond when sealing 
or adhering rubber. It can be used 
on car to attach rubber weather 
stripping to windshields, windows, 
doors and trunk lids, re-securing 
rubber floor mat, and other sealing 
jobs. In the home it can be used to 
bond refrigerator door’ rubbers, 
holding down rubber stair treads, 
mending rubber boots, etc. Counter 


; aca 
; i 2 oe” quer 


panes? 






display contains 24 1l-oz. tubes 
which retail for 29¢ each. Minne- 
sota Mining & Mfg. Co. 


For more data circle No. 10 on postcard, p. 83 
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Hose Reels 

Carlco push-type hose reel (illus- 
trated) provides compact storage 
and easy transporting of garden 
hose. Double duty handle acts as 
stand for reeling or unreeling hose. 
Unit holds 125 ft. of plastic hose or 
100 ft. of rubber hose. Measuring 
10 in. wide and 17 in. in diameter, 
reel features heavy-gauge steel con- 
struction and built-in hose clips for 
coupling and nozzle. It is finished 
in rust-resistant green with yellow 
trim. Also available is the Wall 
Mount detachable hose reel which 





has a stationary wall bracket from 
which reel may be removed. Capac- 
ity, measurements and color are 
same as push-type reel. Carlisle 
Mfg. Co. 


For more data circle No. 11 on postcard, p. 83 


Automatic Boat Bailer 


Called Bail- A- Matic, outboard 
motors with this automatic boat 
bailer will keep boat dry as long as 
motor is running. Bailer is stand- 
ard equipment on entire 1954 line 
with exception of smallest motor. 
Line also features redesigned and 
streamlined lower unit and consid- 
erable reduction in noise and vibra- 
tion on the 5, 7.5 and 10 hp. motors. 
Exterior design has been changed, 
giving all motors the same appear- 


7 
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ance and resulting in reduction of 
weight of 16 hp. model. A 3.6 hy 
model completes line. Other fea- 
tures include automatic fuel pump, 
remote stowaway gas tank, full 


-_ 


See tae Welter 





gear shift and one knob choke, car- 
buretor drain and carburetor con- 
trol. Scott-Atwater Mfg. Co. 


For more data circle No. 12 on postcard, p. 83 


Fire Pumps 

Indian fire pumps are now elec- 
tric seam welded for extra strength 
and durability and to prevent leak- 
age at seams. Pumps are available 
with either 4 or 5 gal. tank. De- 
scriptive catalog available upon re- 
quest. D. B. Smith & Co. 


For more data circle No. 13 on postcard, p. 83 


Refrigerators 

Features of this 1954 refrigera- 
tor line include semi-circular shelves 
which rotate outward in Lazy-Susan 
fashion and are adjustable to vary- 
ing heights; door shelves which are 
adjustable in height; two folding 
racks for horizontal storage of tall 
bottles; and a four-row Mini-Cube 





ice tray to provide half-size ice 
cubes. Model LH-121 (illustrated) 
is a 12.1 cu. ft., two-door, combina- 
tion refrigerator-freezer, with a 
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12 Brushes, 3" Size, 









2 Brushes, 4" Size, 


Kann nN or orp 
Guaranteed by > 
Good Housekeeping 


Ww 
Nor as ADVERTISED qury 


K FOR OVER A QUARTER CENTURY OUR 

MANAGEMENT HAS MANUFACTURED AND 
| MERCHANDISED POPULAR PRICED BRUSHES 
ma | FACT, IT'S OUR THIRTY-FIRST YEAR! 


COLONIAL BRUSH MFG. CO., 
160 WASHINGTON STREET, NO. 


BOSTON 14, MASS. 


6 Brushes, Regular Value $54.00 





Reg. Value 


ALL PURE BRISTLE 


36 Wall Brushes 
to Retail for *36:°°2! 


$1.00 Ea., to Retail for 75e— 9.00 
)2 Brushes, 3/2" Size, $1.50 Ea., to Retail for 1.00 12.00 
$2.00 Ea., to Retail for 1.25 15.00 


To Retail for $36.00 





Dealer's Cost Only $24.00 





A PACKAGED DEAL 
36 Brushes to a Carton Ready to Re-ship. 


Carton contains 2 boxes 3", 2 boxes 31/2", 


2 boxes 4" 


MAIL THIS 








Telephone: Richmond 2-2515 


each containing 1/2 dozen 


Kindly Send Us: 


eeeree 


INC. 
NAME 


10th ANNIVERSARY WALL BRUSH SPECIALS 
packed 1 dozen each 3", 3/2" and 4" 



























3" SIZE 


ALL BRUSHES: 
11/16" THICK 
WITH 212" 
BRISTLE LENGTH 


4" SIZE 















STREET 









CITY 


ZONE 


If You Are a Dealer, Please Write the Name of Your Jobber in the Margin Below.) 






STATE 


















WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 83. 


suggested retail price of $549.95. 
Seven other models range from 4 


to 11.3 cu. ft. 
Electric Co. 


For more data circle No. 


capacity. General 


14 on postcard, p. 83 


Electric Hand Saw 

Lesto Model 
GEB 13, has a slower moving blade 
than company’s other models to pro- 


electric hand saw, 


Is 





vide greater efficiency in cutting. 
Saw has a 1 in. stroke and a maxi- 
mum sawing thickness up to 1'% in. 
It can be used as a rip, scroll, band, 
jig, crosscut, coping or keyhole saw, 
the the material 
being sawed. J. Krieg, Ine. 
15 on postcard, p. 83 


within scope of 
Victor 


For more data circle No. 


Reel Type Power Mower 
Town & Country reel type power 
lawn includes an auto- 


matic clutch and automatic retriev- 


mower now 


= — 





82 


able starter and has been rede- 


signed for added attractiveness, 
less possibility of clogging and eas- 
servicing. It 


has 21-in. cut and 1.6 hp. four-cycle 


ier accessibility for 
air-cooled engine. Reel is adjusta- 
ble to compensate for wear and is 
mounted on Timken 
roller 
tool 

sharpening blades and cutter 


self-aligning 
five crucible 
self- 
bed 
blade and five steel spiders. It re- 
tails for $129.95. Midwest Mower 
Corp. 


bearings, has 


steel precision ground, 


For more data circle No. 16 on postcard, p. 83 


Fishing Reel 

New Mastereel Aristocrat incor- 
porates all deluxe features of Bache 
Brown Mastereel redesigned 
internally operated full bail with 
roller pickup, two lightweight re- 
movable spools with 200-yd. capac- 


plus 





Convex 


line, 


ity 6 Ib. faced gears 


with lifetime guarantee, internal 
expansion brake and_ reversible 
handle. Reel is for fresh and light 


salt water fishing. It weighs 10 oz. 
and sells for $23.95. Div. of 
Lionel Corp. 


Airex 


For more data circle No. 17 on postcard, p. 83 


Egg Beater 


Added to the 
housewares, this 
Mix eggs, 


Androck line of 
No. 1320X Whip 


beats whips cream and 


similar 
consists of a spiral spring attached 
to a hardwood handle with a red 
tip. It is mounted on point-of-sale 
card giving complete selling story. 
Suggested retail price is 29¢. Wash- 
burn Co. 


does 


For more data circle No. 18 on postcard, p. 83 


Chair and Rocker 


Added to the summer furniture 


line, this featherweight, flash-fold 
chair and rocker comes in Saran 
fabric in tangerine, aqua and mul- 


tiple-color plaid design. Chair 
(right), Model No. 1 
Model No. 140, have white enameled 
steel frames. They 191% in. 
wide and have low-slung effect with 
3114 in. overall Slanted 


130, and rocker, 


are 


height. 





rear legs insure stable support and 
pitched backs 
greater comfort. 
weather-resistant fabric. Ar- 
Ine. 


are designed for 


Saran is high- 
gloss, 
vin Industries, 
19 on postcard, 


For more data circle No. p. 83 


Automatic Lawn Sprinkler 
Self-propelled, 
sprinkler 


self-winding lawn 
automatically winds up 
hose as it Sprinkler will 
follow straight 
path or around obstacles, or remain 


waters. 


any pattern, in a 


(Continued on page 86) 
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Pi a he | | | | AN EXTRA 
| HARDWARE AGE SERVICE 


Slanted I | || 

A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 


magazine. The Quicl Check Card service will now 
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YOUR NAME... 


FIRM ADDRESS 


CITY or TOWN 
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° ; HH 

Here is Your Quick Check Card |) | 
a ; Hl 

What it is... How it works 1 | 

| } 

@ Each issue brings you dozens of descriptions of new products, new dis- | 
plays, etc., in the "What's New" columns. You get more of these in | 





HARDWARE AGE than in any other magazine. 





@ When you want more free information on any of these products, simply 





mark a circle around the same number on the post card as appears | 
under the individual item description. | 
®@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- HW | 


turer. You may circle as many items as you wish. Separate information 


will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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The RapidAx cuts you inde 2 profitable 


markets 


--- Children's Gifts, and Sportsmen ‘4 Gifts / 


This eye-catching new package has strong “pick 
up-and-buy appeal’! The precision-balanced 
RapidAx is easy to handle, smart in appearance; 
its MANN: edge make it a fast-cutting tool 

and the handle is ‘’Weather-proofed”’ for dur- 
ability; finished in rich Forest Green, and leather 
sheathed for all-around safety 


Packaged for the Christmas trade with a fine 
quality Scout Knife, featuring a Jumbo Blade, 


Bottle Opener, Screw Driver, Can ¢ Jpener and 
Awl; Simulbone’’ handled, has convenient 


chain loop 

This entire package—with enormous | under-the 
tree. appeal | styled for FAST Tl IRNO VER 
ind priced for a good profit at a suggested 
$5.49 retail. List--$43.20 per doz , pac ked in 


master cartons of 6; minimum shipment, 6 


Order NOW from your jobber or wholesaler . . . for IMMEDIATE SHIPMENT! 
MANN EDGE TOOL COMPANY 


. . in Lewistown, Pennsylvania, since 1843! 



















WHAT'S NEW 








in a fixed position. When used with 
shut-off valve, it shuts itself off. Two 
precision-made spray heads adjust 
to water an area 30 to 70 ft. wide 
up to 125 ft. long. Constructed of 


rugged steel finished in red and 


roots of 


Reel 


yreen, sprinkler waters 


grass, not just the surface. 
Sprinkler Co, 


For more data circle No. 20 on postcard, p. 83 


Small Tea Kettle 


No. 200 small tea kettle is made 


of guaranteed titanium’ porcelain 


and has a capacity of 144% qt. Wide 





at the bottom, 6° in., it boils 
quickly, has a snug lid with plas 
tic knob and handle that latches 


upright. It is blue-white that stays 
white, and has black trim. It re- 
tails at $1.98. Belmont Co., Div. 
of Ridge Tool Co. 


For more data circle No. 21 on posteard, p. 83 


Rotary Power Mower 
This 


power mower cuts and trims around 


20-in. heavy duty rotary 


flower beds, trees and bushes, and 





86 


can be equipped with a leaf mulcher 


attachment to disintegrate leaves 


and and deposit 
Unit fea- 


tures airfoil shaped blade that can 


clippings 
them back onto the lawn. 


grass 


be adjusted to multiple cutting 


heights. Tall grass and weeds can 
be cut without bending them over 


by removing front guard and ex- 
posing blade. Mower is powered by 
lightweight, four- 


cycle Briggs & Stratton gas engine. 


easy starting 


Western Tool & Stamping Co. 


For more data circle No. 22 on postcard, p. 83 


Automatic Gas Heater 
Automatic gas Speed Heater op- 

central 

simple 


erates independently of a 


heating plant; needs only 


electrical, gas and flue connections. 
It can be used with all types of 
Heat 


made of corrosion-resisting alumin- 


gases. exchanger tubes are 


ized steel. Features include a slow 


speed motor, a quiet-operating fan, 








adjustable louvers and a steel cab- 
inet finished in baked-on yvray-green 
enamel. Heater comes in seven sizes. 
Westinghouse Electric Corp. 


For more data circle No. 23 on posteard, p. 83 


Jig Saw Attachment 
Portable jig saw attachment is 
drills. 


com- 


designed for ‘14-in. electric 
Called the Arco Jig-Saw, it 


bines seven saws in one: jig, key- 


hole, coping, rip, crosscut, hand 
hacksaw. It cuts out intricate | 

terns and fine scroll work without 
boring a starting hole. An air jet 
front of 
blade as tool is guided over cutting 
line. It 
plastics, metal, and lumber up to 
2x4’s. safety - yoke nd 
worm drive clamp hold unit vilva- 
tion-free. 


blows sawdust from in 
cuts plywood, wallboard, 
Strong 


Right angle drive makes 





ne lls 


Prod- 


saw easy to use with one hand 
for $10.95. Arrow Metal 
ucts Co. 


For more data circle No. 24 on postcard, p. 83 


Water Softeners, Filters 


New line of water softeners and 


filters is especially designed for 
commercial use in hotels, laundries, 
hospitals, schools, swimming pools, 
etc. All softener models have high 
capacity resinous mineral for re- 
moval of 
lift-turn principle, 
valve with built-in by-pass. Mineral 


Tanks are hot-dip gal- 


hardness and iron, and 


single control 
and Brine 
vanized inside and out; they carry 
Softeners 


a five-year guarantee. 


range in capacity from 150,000 to 
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......What’s A Sledge Without A Handle? 






A sledge without a handle is only half a sale. 
You make the complete sale by stocking and 
selling famous Warren-Teed sledges with tough 
Hickory handles already inserted. They're 
packed four to an attractive, eye-catching carton, 
because that’s the smart and profitable way for 
you to sell them! 

The tough Hickory handles are pneumatically 
driven to insure lifetime fit... waxed and 
grain-stained to resist weather and vermin. . 
machine wedged for perfect eye contact. 

Warren Tool sledges are carefully forged from 
special open hearth steel and deep heat treated 
to give a uniform hardness of greater depth over 
a greater working surface. 

And here's another profit angle! You cut in 
ventory costs when you stock complete Warren 
Tool sledges in compact cartons that can be 
stored easily or placed right out front where 
they'll help sell themselves! 

PW Warren Tool sledges and handles belong to 
gether. Stock them and sell them that way. It 


means more sales and increased profits for you! 


oll 


Fat / 


hci ae 














WARREN-TEED wi 


j 














\ 


WARREN TOOL CORPORATION . 


Manufacturers of Warren-Teed and Devil railway track tools 


General Offices . . . Warren, Ohio 





Export Division . . 30 Church St., New York 7, N. Y. 
WORLD'S LARGEST MAKERS OF HEAVY HAND TOOLS... exclusively 
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NOT LUCKY... 








just well-stocked! 


You can't ring up extra sales on luck 
alone ... it takes a well-stocked store to 
turn the trick. And that includes a fast- 
selling line of Anchor Brand Curry 
Combs! Farmers, ranchers, and horse- 
men everywhere like 'em and buy 'em, 
for their durable construction . 
sharper, longer-wearing teeth .. . easy, 
comfortable grip. Solid wood handles on 
#15 and 0540 feature a bright red finish 
that livens up any display, catches even 
a casual eye. Stock up today for profits 
tomorrow! 








No. 15 REVERSIBLE 
Spring Steel 
Red Enameled Wood Handle 


No. 100 Six Bars — 
Open Back with Knocker Bar 
Steel Comb — Steel Handle 


No. 0540 Eight Bars — 
Closed Back with 
Knocker Bar 

Steel Comb and 
Shank Red Enameled 
Wood Handle 


NORTH & JUDD 


MANUFACTURING COMPANY 


NEW BRITAIN (gees meen) CONNECTICUT 


+ Philadelphia + Atlanta 
Chicago . St. Louis 
San Francisco 


New York + Boston 
Buffalo Detroit . 
Dallas - Los Angeles . 


Makers of Anchor Brand Harness and Saddlery 
Hardware. The Most Complete Line In The World 


| 


| 


| 








T’S NEW 











600,000 grains; filter capacity 
ranges from 50,000 PPM to 200,- 
000 PPM. Duro Co. 


For more data circle No. 25 on postcard, p. 83 


Lawn Sprinkler 

Green Spot sprinkler can be ad- 
justed to water a specific part of a 
circle or all of a circle up to 100 ft. 





in diameter. It is available with or 
without a base; when used without 
base it can be connected to perma- 
nent underground water lines. Ap- 
proximate retail price, with base, 
$9.10; without base, $7.50. Scovill 
Mfg. Co. 


For more data circle No. 26 on postcard, p. 83 


Sportsmen's Vest 


Called the No. 10 Sportster Vest, 
this new model incorporates various 
style changes. In the Tapatco line, 





| it now has less bulk, greater wear- 
| ing comfort and more safety. It 
features zipper front closure (com- 


panion vest No. 11 has tape front 
closure), adjustable safety belt fast- 
eners and lighter weight. American 
Pad & Textile Co. 


For more data circle No. 27 on postcard, p. 83 


Fishing Line 

Daycronite, a high-tenacity, salt 
water squidding and trolling line, 
is made of DuPont dacron. It is 20 
pet heavier, has small diameters, 
low water absorbent qualities, 
high knot strength, less stretch, 





and is stronger wet than dry. It 
comes in tests not exceeding 12, 20, 
30, 50, 80 and 130 lb. Spools are 
packaged in translucent chest. 
Rain-Beau Products Co., Div. of 
Sealand, Inc. 


For more data circle No. 28 on postcard, p. 83 


Electric Massager 


Four-purpose Manning- Bowman 
Vibrator has four separate applica- 
tors. Cut-type applicator is for 
cold cream and facials; hard plas- 
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chest. 

Div. of 

card, p. 83 Popular Aetna and Sachem sash cords are famous every 
I 


In las ” ew where for strength, toughness and durability. And now they 


come to you in the brightest, cleanest-looking cartons on the 


Bowman Double Cartons I market — building extra sales for you at no extra cost! 


applica- Each red, white and blue double carton holds two 


is for . ee ail . 
rd plas- THE y B Ull D 100-ft. hanks of size 7 or 8. They're easy to stack — easy to 


see —easy to sell! And the convenient two-hank package 


™ EX TRA SA l . $ invites larger unit sales. 
| Once again Samson gives you the best! 
FOR you! 





eR a ee Oe ee ee ee | 


CORDAGE WORKS 


Boston 10, Massachusetts 





Exclusive manufacturers of world famous Spot Cord —the solid 
braided cord with the colored spots. 
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> long butt socket chisel comes pack- toa cellophane wrapped block wit gr: nds. 
~ | T S LA ~ aged in a self-contained kit which metal tack lifter in each bloc} packet 0 





can also be used as a counter dis- Counter merchandiser is free wit or 65 (3 
play. Retailing for $2.59 each, kits purchase of a 4 doz. assortme! ma St 
: F are packed 10 to a case. Tatem Shelton Tack Co. S-hwart 
tic button for deep massage ; Mfa. Co. For more data circle No. 31 on postcard, p. Ser mare é 
finger-type applicato - hair ¢ ip as 
; YI PI | } . J for hs ue = For more data circle No. 30 on postcard, p. 83 
scalp; sponge rubber one for gentle Cc . 
< offee Filters Food I 
massage. Vibrator comes in at- 
+4 Strenk @ Pee fi Yrs are for P 
tractive plastic gift container with Cushioned Head Tack Blue Streak coffee filters are fi for $s 
blue base and clear cover. Price is Cap of this cushioned head thumb use in all sizes and types of per food mi 
$8.95. MeGraw Electric Co. tack is completely covered with lators and drip eeaaers. Puen — e~ 
For more data circle No. 29 on postcard, p. 83 imulated rubber. Chip-proof and is inserted in bottom of coffee chens lit 
basket of coffeemaker before addiny anism t 
e » coffee: re oves regs anc bitter “aise 
Tool Handle Kit the ’ fTee : comm s dr gs and yitter ra " or 
‘ , ' x hi sediment. Disposable filter is 18 in. w 
Assortment of six hickory han- thrown away with used coffee a heavy 


dles for hatchet, claw hammer, ball 
peen hammer, file, pocket chisel and 


s 
La) 
& 
L 
T 
° 
nN 





fade-proof, tack is available in vari- 
ous colors. Pin of tack cannot be 





pushed through head. Packaged 50 





KIMBLE GLASS BARS 
with tear-drop fittings 





Now, to its highly popular Towel Bar line, Kimble 

adds a new, ultra-modern bar with streamlined, 

teardrop fittings in bright nickel finish. Available 
in 18” and 24” lengths. 

we ee _ ; Kimble Glass Towel Bars make an attractive 

24-18 (24 addition to any room... stay clean... never rust 

. don’t snag clothing. 

These new towel bar items were designed to give 
the maximum of consumer value but are priced to 
allow a new and better profit margin. 

Don’t delay, place your order today with your 
wholesaler or write to us for the one nearest you. 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio—Subsidiary of Owens-Illinois Glass Company 
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ck wit! grounds. Retail price is 25¢ per be used as a cutting surface or a block; the other shows position of 
1 bloc! packet of 40 (4 in.), 50 (3% in.) base for a food grinder. Cabinet block sides. Tool is priced at $5.95. 
_ a or 55 (3 in.) filters. Packed 2 doz. has one full drawer for storage Lay-Level, Ine. 
rtmen in a self-selling display carton. space. Mullins Mfg. Corp. For more data circle No, 34 on postcard, p. 83 
Sci wartz Mfg. Co. For more data circle No. 33 on postcard, p. 83 
card, p. For more data circle No. 32 on postcard, p. 83 Garden Tractor 
; Block Handling Tool The Sorinefeld Chu _ 
Food Mixer Cabinet Cinder and concrete block han- iene sr peed prorat 
are for for storage and use of kitchen dling tool is designed to fit into bitter silcadialiadaal’ is self-propelled, 
f perce food mixer, this base cabinet is an block openings; metal teeth grip but self-propel mechanism can be 
. Filter addition to the Youngstown Kit- block for easy carrying. seneath easily disconnected. Other attach 
coffee chens line. Equipped with a mech- tool handle is a release bar with cite teen tata wc saad 
Padding anism that makes it possible to fingertip control to release tool weed cutter, anew Weer. ond anon 
d bitter raise or lower the mixer, cabinet is blade. Mounted on fold-up handle 
filter is 18 in. wide and holds the mixer on are throttle and clutch controls. 
coffee a heavy maple shelf which can also Tractor is designed so attachments 





from block. Two spirit levels are 
built into tool—one in handle gives 








reading for fore and aft setting of 


Proe-tex LINEN 








STOVE AND TABLE MATS 
Are Breaking All Sales Records! 








COUNT ‘EM! 5 STUNNING COLORS TO 
MATCH MODERN KITCHENS! 


No wonder Pro-Tex “Linen” mats are 
so amazingly popular! Housewives 
want mats to match their sinks and 
tables — and only Pro-Tex “Linen” of- (i ' 
fers such a complete selection. FIVE Fie Ve 
smart colors now available! Don’t miss (C i 
out on sales — stock Pro-Tex! ' 










cto oe 1a 

Poonaoed by 

Good Housekeeping /*’ 
‘J 







¥ 
ras AbveaTistO wie oi 


Wa Be Sure To Order These Two 


Nationally Advertised in GOOD HOUSEKEEPING, Best-Selling “Pictorial” Mats: 
HOUSE & GARDEN, HOUSE BEAUTIFUL, LIVING Windflower and Golden Harvest Hot Dish Mats 


METAL PRODUCTS CO. Available In 
2536 EUCLID AVE., CLEVELAND 15, OHIO Matching Colors 
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YOU'LL MAKE A SALE 





WHEN YOU CAN SAY.-- 


Sure. 


WE’VE GOT 
KESTER 
SOLDER” 


Your customers know Kester Solder. They've seen it 
advertised for years, and they know Kester Solder’s 
reputation for top quality and matchless 
performance. Confidence in a product builds 
sales ... that’s why it’s good business for you 
to stock the best — Kester Solder. 





THIS IS OUR ACID-CORE SOLDER 
The ideal Flux-Core Solder for / 


general work about the home, on 
the farm, in the small or large shop 
—anywhere. Made from new 
metals only. On 1 Ib. and 5 Ib. 


spools... the economical sizes. 


THIS IS OUR PLASTIC ROSIN-CORE SOLDER 


Finest for all electrical, radio and TV 
work. No corrosive after-effects . . . no 
electrical leakage. Same as used by 
original equipment manufacturers. 

On | Ib. and 5 Ib. spools. 


a 





in 


FREE! 16-page booklet 
“Soldering Simplified,” 
tells how to solder every- 
thing. Write for your 
supply today! 





KESTER KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 


SOLDER Newark 5, New Jersey © Brantford, Canada 
Sell KESTER and you sell the BEST! 








BEWHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 83. 


can be used without changing en- 
gine-mount angle. Fold-up handle 
permits storage in area as small as 
car trunk. Sells for $109.50. Quick 
Mfg., Inc. 


For more data circle No. 35 on postcard, p. 83 


New Size Ice Melter 

Ice Rem, ice and snow melting 
compound, is now available in a 
new 50 Ib. size, the drumette. Metal 





container keeps Ice Rem indefinitely 
without moisture damage. It is re- 
usable as an attractive waste or 
teach basket. Other sizes include 5, 
10, 25 and 100 lb. Speco, Inc. 


For more data circle No. 36 on postcard, p. 83 


Portable Belt Sander 


Built of cast aluminum, this 
portable belt sander has automati- 
cally cooled built-in motor and self- 
lubricating bearings. Other fea- 
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tures include smooth, quiet, posi- 
tive chain drive, and quick-acting 
belt tension release which permits 
user to change belts in less than 10 
seconds. It has two-way combina- 
tion switch which can be used as 
momentary contact or constant 
type. Complete with built-in ro- 
tary motor, it sells for $24.95. Bur- 
gess Vibrocrafters, Inc. 


For more data circle No. 37 on postcard, p. 83 


Leaf Mulcher 

This Pulverator leaf mulcher is | 
for use with Lawn-Boy aluminum | 
rotary power mowers. Complete | 





unit includes a solid front guard 
to increase suction lift under the 
housing and a screen with mount- 
ing brackets attached. Leaves are 
chopped to small pieces by blade 
and then grated through screen to 
a fine mulch which is sprayed 
evenly over lawn. This eliminates 
raking after leaves are mulched. 
RPM Mfg. Co. 


For more data circle No. 38 on postcard, p. 83 


Door Sealing Device 


Called Seal-A-Door, this door 
sealing device has sealing flap of 
synthetic rubber which keeps out 





bugs, wind, rain, dust and noise. 
Easy to install, unit will fit any 
single left-hand or right-hand door. 





hanging and 
fastening devices 










stock PAINE 


... the line with PLUS VALUES 


One Source for all of your require- 
PLUS ments _in hanging and fastening 
VALUE devices. Saves you paper work — 
can save you on freight. 


Top-Flight Quality. The newest and best in manu- 


PLUS ; 
VALUE facturing methods and quality control give you flaw- 
less products your customers like to use. 
PLUS Strong, Colorful Cartons with complete easy 
VALUE reading content identification. 
Customer Demand stimulated 
PLUS 


with abundant promotion that 
VALUE includes advertisements like 
this 


Just one 
of Paine's 
family of 
products. 


For a line 
on the full 
line write 


for catalog. 


Send me complete literature and details on the Paine 


story for distributors and dealers. 
Y 


ee 





Company— slab Gineneaill 





Address 


THE PAINE COMPANY, 5 Westgate Road, Addison, Illinois 
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PIPE 
JOINT 
COMPOUND 


A positve sealant for use on pipes 
carrying gas, water, steam. . . with- 
stands pressures up to 3000 p.s.i., 
temperatures up to 500’ F. 


HERE’S 
DISPLAYED MERCHANDISE 


THAT MAKES 
EXTRA SALES 


STOPS 
Oil 
LEAKS 


| ee. 
ws f OYLTITE-ST! } 


cea 


A new positive seal for oil leaks, 
cracks, pinholes or rusty parts in welds 
in tanks or containers. It remains plastic. 





Repairs leaky water pipes, soil pipes or 
seepage in concrete walls. No heating 
required... applies directly to leaking 
area. Local contractors find it handy. 


iz 


4aco 
ene 


LAKE CHEMICAL CO. 


3058 W. Carroll Ave., Chicago 12, IN. 


94 








WHAT'S WEW 








It is effective on uneven floors or 
over thresholds that are cup-shaped 
or tilted. Mounted on outside of 
door, it automatically raises when 
door is opened; lowers into sealing 
position when door is closed. It also 
automatically adjusts for worn sills. 
Guaranteed not to rust or deterior- 
ate; sells for $3.95. 
Ine. 


For more data circle No. 39 on postcard, p. 83 


Screen Door Grille 

Nu-Way Deluxe push grille for 
than 2 in. 
taller than the older, standard push 


screen doors is more 


i 


non-rust 
It is ornamen 


grilles. New model has 
silvery satin finish. 
strengthens and 


tal and protects 


screen door. Made for aluminum 
or wood doors in widths to fit 32 
or 36 in. doors, it comes packed with 
end caps and screws. Macklanburg- 
Duncan Co. 


For more data circle No, 40 on postcard, p. 83 


Well Point 


For use in both tubular and drive 
wells, the Red Head well point has 
V-shaped 


a continuous inlet slot 





Seal A Door, 


with openings that cannot clog with 
sand or silt. This allows several 
times more water intake capacity 
than It has 
no gauze jacket to rip or puncture. 
Can be used both as a flush point 
Available in two 


conventional points. 


and a drive point. 
sizes: 1°54 in. OD, fitted with 1'4 
in. pipe shank; 27/16 in. OD, 
fitted with 2 in. pipe shank. Fd 
ward E. Johnson, Inc. 


For more data circle No. 41 on postcard, p. 83 


Telescopic Rod 

No. 400 Telecaster is a telescopic 
bait casting rod that fits in tackle 
box, brief case or glove compart- 
ment. Length when telescoped is 
14°; in.; when extended, 4 ft. 8 in 
Features of rod include four smooth 
action joints with green baked 
enamel finish and copper plated in 
three steel 
guides; supported offset 


side joints; stainless 
top; die 
cast aluminum handle with shaped 


cork rear grip, aluminum butt dise 


2 


4 


and screw locking reel band. Listing 
at $7.95, rod comes in cloth cass 
Richardson Rod & Reel Co. 


For more data circle No. 42 en postcard, p. 83 


12-in Drill Presses 

New 12-in. drill 
with cast iron one-piece heads and 
Darra-Jam« 


presses comit 


six spline spindles. 
drill presses, they have four Oilit: 
bronze bearings and one thrust ba 
bearing. Spindles are housed 

heads. Adjustable torsion spring } 
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* flat button tips 


‘ FLAT BUTTON TIPS ARE NOW STANDARD on all Stanley Hinges . . . at no 
it, extra cost. Ball Tip Hinges continue to be available by adding “BT” after 
class number and size (as 241F —3'% x 3% —BT). 
‘ 
% POAT eh, Oe 
Was nisi? fy . 


% The hole in bottom tip 
th 


" for easy pin removal : 
i, is exclusive with Stanley ff 
Ri. —— P 
ties, 








» TOOLS 
ELECTRIC TOOLS 
STEEL STRAPPING 
STEEL 





THE STANLEY WORKS ® NEW BRITAIN, CONNECTICUT 


“THE MOST FAMOUS DOORS IN THE WORLD SWING ON STANLEY HINGES” 
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Acratere 


AUGER BITS 
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i, 
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AND HERE'S WHY: 


Machining is an inherently accurate 
operation. Acrabore Auger Bits, because 
they are precision machined, are accurate, 
are uniform in length, diameter and 
hardness. The cutting extensions are full, 
which means more sharpenings. 

The nibs and shank are in line, no wobbling 
or whipping. 


| Customer Satisfaction Guaranteed | 





Write for full information on 
Acrabore Auger Bits, Machine Bits 


and Electricians Bits. 


abo, 
INCORPORATED 


WEBSTER, MASS. 





Manufacturers of Acrabore. The Precision Machine Made Auger Bit. 
Sales Agents: 


JOHN H. GRAHAM & CO. Inc., 105 Duane Street, New York 8, N. Y. 





WHAT'S WEW 





@ For more information 
on these products and 
services use free post 
card on page 83. 


used for spindle return. New rotary 
type depth gage and rotary depth 
regulator are both adjustable, as is 
feed lever. Drills have %-in. ca- 





pacity geared chucks with key. 
3ench model 350-B (illustrated) is 
29 in. high and weighs 61 lb.; floor 
model 351-B is 66 in. high and 
weighs 93 ib. Toolkraft Corp. 


For more data circle No. 43 on postcard, p. 83 


Children's Football 

This Jr. Pro “Crazy” football is 
made of Krene, vinyl] inflated plas- 
tic. The trick ball flops, flips and 
loops every time it is tossed. Ball 
is weighted on one side, causing its 
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erratic - bouncing. It is screen 
printed in two colors and is ap- 
proximately 9 in. long. Shipped in- 
flated, ball retails for 29¢. Alvimar 





FAMOUS IMPORTED SWEDISH HARDWARE 


nation Mfg. Co. 

Ss and For more data circle No. 44 on postcard, p. 83 
2 post 

Saber Saw 


Designed as an attachment for 
the Power Shop multi-purpose 
power tool, this saber saw can do 


al America's No.1 


iry depth 
ible, as is 
Bowsaw... 
up 99 From coast to coast, Hardware Dealers 
know the quality of America’s leading 


bow saw—the one and only “Gensco 
Bushman.”’ They like the wide range 
of saw types and sizes—the merchan- 
dising and point of sale displays back- 
ing their selling efforts. If you don’t 
stock Bushman Bow Saws now, you 
should —to please every customer and 
sell more saws. Write for literature and 
prices. 










o-in. ca- 





bevel scroll cutting without table- 
tilting adjustments. Entire tool can 
& be tilted to any angle of bevel up 

to 45°, left or right. Saw can cut 
both interior and exterior curves on 
stock up to 2 in. thick. Housed in 
a casting less than 9x6 in., saw unit 
is priced at $24.95, including drive 


FREE POINT OF SALE MERCHANDISER 


This display free with purchase of only 
8 saws and 6 replacement blades. Three 
colors, made of wood and duron. Order 
this starter today. 


ith key. 









rated) is . 
- belt, pulley and Allen wrench. 
lb. ; fle ° " 
on $6 DeWalt, Inc. Swedish Swedish 
rp. For more data circle No. 45 on postcard, p. 83 Wood Chisels Builders’ Hardware 


teard, p. 83 Sash Lock 


In the Oct. 15 issue of HARDWARE 
AGE, the picture of this sash lock 


Famous Gensco G 
Stenman Swedish 
Butts, Straps, Tees, 
Hasps, Bolts and 


11 sizes of the world’s 
finest Swedish wood 
chisels with durable 
Tenite II handles. 








Qe 


otball is was incorrectly positioned. The pic- Blades are protected other standard type Pe: 

ed plas- with strip-off plastic. builders’ hardware. = g —s) 
: \ Free display with only Write for catalog. iy > 
lips and 16 chisels. Write for by ™~ 

ed. Ball literature. j 

Ising its cated 





Swedish 


Wood Screws Ps 


Swedish, Gensco-Crown- F 
Brand slotted wood screws 
inflat,roundandovalhead .»* 
styles. Made in bright steel 


and brass. 
Write for 
prices. 

and lower sash firmly into a closed 


/ position, eliminating drafts and | G i? | Sg a ‘e) if '@) oO L DB) IV I S i @) N 


/ rattles. H. B. Ives Co. GENERAL STEEL WAREHOUSE CcO., TMG; 


For more data circle No. 46 on postcard, p. 83 


Swedish Mora 
Hunting Knives 





Inlaid Swedish steel blades, 
curly birch handles, plated 
brass bolsters, guards and 
butts. Top grain leather 
sheaths with metal reinforc- 
ing. Free display with seven 


2 

© 

x 
ture as it appears below is correct. 
Called the Weather-Tite, this sash 







‘ lock has unusually low profile and knife assort- 
\ “4 : X ment. Write for 
. . a two way locking action which catalog sheet. 
-—_\~ draws window meeting rails snugly 
} together while forcing the upper 


1802 North Kostner Avenue « Chicago 39, Illinois 


(Resume reading on page 13) 
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(Continued from page 13) 
to floor use when mounted on a 
carboard base. Other point-of-sale 


pieces available include a do-it Shop 









ng | 


t 
3 ee) 
q 


banner, and banners and displays 
for Fixmaster Kits, Perm - Align 
| Gearing, Ball Rite Drills and the 
Maxaw 700. Cummins - Chicago 
e Closes doors | (7,,,,, 

quietly. 





CLOSER 


For more data circle No. 47 on posteard, p. 83 


e Special top 
mounting for 
heavy duty 
service. 


Paint Scraper Display 
Here is a blue and white paint 
and wood scraper merchandiser de- 


signed for the do-it-yourself mar- 
Original Shelby features | 
found ONLY in the 666 | 


® Largest air-check closer made 
(59% larger than others.) 


@ Exclusive — for light interior 
doors and combination doors. 

® Brass anti-friction rod guide. 

® Non-rusting aluminum barrel. 


@ All springs concealed and pro- 
tected. 


© Completely adjustable. 


| THE SHELBY SPRING HINGE CO. 
| SHELBY, OHIO 





| ket. All-hardwood unit shows what 


| type of scraper to buy for various 
paint and wood scraping jobs. 
Three sizes of scrapers are individ- 
| ually displayed and _ identified to 


| remove paint from window sash, 





| small surfaces, furniture, floors, etc. 
| Diagram on display shows how 


DOOR CLOSERS 





New Displays and Other Dealer Sales Helps 


scraper blades can be adjusted for 
corner work. Display has special 
Hyde Mfg. Co. 
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blade sharpeners. 


Clothesline Packaging 
Puritan Maid and Planet clothes- 
lines have been converted from 


cellophane to cardboard cartons 






4 Iaailan 
juvilan futadar 


Woid | Wau 


These self-selling packages can be 
sold as a single 100 ft. unit or di- 
vided into two 50 ft. hanks by 
separating along perforations and 
cutting the loop handle. When di- 
vided each carton is a complete unit. 
Cellophane windows allow merchan- 
dise to be seen. Puritan Cordage 
Mills. 


For more data circle No. 49 on postcard, p. 83 


Tool Merchandiser 
Fisherman’s “Grip-Snip”’ selling 

kit No. 8-S ineludes a _ colorful 

counter display, six 4'%-in. Grip- 
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PRISCILLA | 


... for a Better 





PRISCILLA WARE’S 


4 Points 
FOR PROFIT 


NON-COMPETITIVE TRADING 
AREA — only one Priscilla Ware 
dealer in a given area; your assur- 
ance of a favorable competitive posi- 
tion. a 


UNCONDITIONALLY GUARAN- 
TEED — conclusive proof of Pris- 
cilla Ware quality; positive pro- 
tection for you and your customers. 


rd 


COMPLETE SELECTION — choose 
from a wide range of good looking 
aluminum cooking utensils designed 
for the modern home kitchen. 


Bd 
OPEN STOCK BUYING—buy what 
you need in the quantity you need 
to assure maximum turnover with 
a minimum investment. 


/ 


Deal in 
ALUMINUM COOKING UTENSILS 


Check Priscilla Ware’s “FOUR POINTS FOR 
PROFIT” shown in the panel at the left. They 
represent a sales policy that’s mighty hard to beat 
these days, one that’s tailored to your specific 
requirements. For years thousands of independent 
dealers like yourself have been enjoying the tangible 
advantages of exclusive representation and open 
stock buying. And they know from experience that 
Priscilla Ware’s appealing design and unique 
Unconditional Guarantee are powerful sales 
stimulators. Why not join them and discover how 
... IT PAYS TO PAIR OFF WITH PRISCILLA! 


We'd like to tell you more — so why not drop 


us a card today. 


LEYSE ALUMINUM COMPANY 


KEWAUNEE 2, WISCONSIN 


Half A Century Of Craftsmanship in Aluminum 


PRISCILLA 





WARE : Cy 
Speaks for Itself The 
GUARANTEED Aluminum, 
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Tool Merchandising Kit Snip and Plier Displa Steel | 
7O HELP YOU SELL chandising Kit == Snip and Plier Display ay 
Tool-Up Time Sales Maker Kit is Snip and plier display holding i2 sig 


a promotion package containing 33 tools fits on top of company’s pres- pror 





sales promotion aids featuring 25 ent merchandiser or can be used as ygesti 
an individual table display by add- 
Snips No. 102 with Christmas ing metal stand. Each tool on the 
wraps, and a supply of sales litera- blue and white revolving unit is 


ture. Electros, mats and additional price-marked. Unit contains seven 
types and sizes of all-purpose snips, 
including multiple-leverage, duck- 
bill or circular, straight or regular, 
and combination; pliers included 


literature available free, to tie in 
with national advertising. Uses of 
tool include cutting hooks and wire 
leaders, extracting hooks, repairing 
reels and motors, skinning fish, 
pinching sinkers and tying flies. 
Sargent & Co. 


For more data circle No. 50 on postcard, p. 83 








large sl 

Sliding Hardware Catalog lawn and garden tools. Kit includes , pa wh 
Kight-page sliding hardware ca- three-color store, window and ledge Idea.” 

taloy stresses application, installa- banners; newspaper mats and radio “Measul 
tion and proper selection of hard- commercials; personalized mailing Buckling 
ware. Colorful catalog is fully il- cards; complete instruction folder Sir mes 
lustrated and products are identi- for preparing effective store dis- 
fied. It includes sliding door hang- plays; productions of full page Alumi 
ers, drawer slides, sheaves and magazine tool ads; suggested win- ; Speci: 
tracks, and traverse hardware. Ca- dow displays; “as advertised” tags are diagonal cutting, long nose aati 
talog is free upon request. Grant and price stickers. Available free to wrench, water pump and multiple- og ee 
Pulley & Hardware Corp. dealers. True Temper Corp. groove utility. P & C Tool Co. vt, Wits 
For more data circle No. 51 on rposteard, p. 83 For more data circle No. 52 on postcard, p. 83 For more data circle No. 53 on postcard, p. 83 
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METAL © 
Boris Iss 


CHESTS 






alewlee 
MACHINIST'S 2 
CHEST s 


, 


WHA 
OUTSTANDING NEW BEAUTY 
WITH DELUXE FEATURES 
* Modern design and new sparkling green hammerloid color 
styling distinguish this chest from ordinary boxes. Felt-lined 
compartment and drawers adequately protect the most valu- 
able precision tools. Plenty of drawer space makes it easy 
to keep tools in order. A space for every tool. Box closes 
with disappearing front panel. "It's # 
STRONGER CONSTRUCTION the fie 
Made of extra durable heavy gauge steel. Heavy duty marke 
slides make it easy to open and close fully loaded drawers. 
Edges doubled for extra rigidity. Polished aluminum handles. top qg 
Get details from your jobber. Order today. ALL 
STAN 


WATERLOO VALVE SPRING COMPRESSOR CO. - WATERLOO, IOWA LEGS 
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ay Steel Rule Display Way aluminum table, has been eX- Rod and Reel Catalog 
tended until Dec. 31. Cover is made 


; ' Containing $2 pages in two 
in sturdy quilted vinyl, green on 


olding 12 Big Chief steel tape rules are be- 
ly’s pres- ing promoted as a Christmas gift : colors, this 1954 catalog features 
a : . s one side, red on the other, and ; : mil 

e used as suggestion. Display cards picture : . N 3 new reel seat for spinning rods, 
‘ comes in sizes to fit all models of 


Y by add- ; an 5 dozens of new rods, spinning reel 
< Fold-A-Way table. Table is made Sag ‘ 

1 on the : ; : and Jevel-wind surf reels. Rods 
entirely of aluminum. Model A has tal ial ae Shaw ale 
unit is — , ae . ir} 91 described include solid fiber glass 

i” y . re s sl ‘TS . . 
ns seven 5 ee! ™~ 2x5 ft. top, weighs I! ay apport combination baitcasting and spin 


more than 800 Ib., and folds to fit in 


ear or closet. When open, legs lock 


se Snips, ning rod, Holloglass three-piece 


. ‘ . 1 ye? 
e, duck- dry fly salmon and. striper rod, 
regular, 


included 


into position; when closed it can be solid fiber glass two-piece fresh 


water spinning rod and solid fibet 
glass bonefish, snook, popping 
and trolling rod. Special two-page 
spread has comprete specifications 
and illustrations on No, 300 spin 


ning reel and shows the new fiber 








lass tackle box. Jlowtlague Rod «& 
large snow man pointing out the Reel Co. and Ocean City Mfy. Co 


rule which has a tag labeled “Gift 


For more data circle No. 56 on posteard, p. 83 





Idea.” Line across bottom states 
“Measures 10 Ft. Up Without ‘ - 
Buckling.” Carlson & Sullivan, Iie. ' ; Floor Machine Folders 


For more data circle No. 54 on postcard, p. 83 \ | Describing and illustrating im 


Aluminum Table Offer 





proved models of floor maintenance 


carried on its own handle. Model B machines and vacuums, these three 





1g nose Special premium offer of $4.98 has 2'0x6 ft. top and weighs 27 Ib. folders, all in two colors, contain 
nultiple- reversible quilted plastic cover for All-Luminum Products. specifications, including sizes, ca 
Co. SI, with the purchase of a Fold-A- Per late Gite aindie Mo. 0S co Cmts. 6. @ pacities and lists of accessories. No 
card, p. 83 


/ HAVE YOU HEARD 





| HEAVY 
| TY 

pu weavy DUTY WORK BENCHES 
STEEL 


LEGS 





WHAT DEALERS EVERYWHERE 
ARE SAYING ABOUT 


SUPERIOR? 


“It's the greatest sales-maker in 
the field of the ‘do-it-yourself’ 
market . . . because it combines 
top quality with low prices!” powER TOOL STANDS 


u 


JUNIOR worRK BENCHES 














| 
~~” 


ES 
LEG AND worRK BENCH ASSEMBLI 


ALL HARDWARE FURNISHED FOR TOOL SUPERIOR PRESSED STEEL CO. 


STANDS, WORK BENCHES AND BENCH ; 
WA LEGS. COMES K.D.—COMPLETE PACKAGE 3 Maitland Street, Boston 15, Mass. 
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this New STAR 
TLEX-PAK- 


That’s right—hard- 
ware dealers from coast 

to coast are cashing in on hacksaw 
blade sales with the New Star 
“Flex-Pak” Display. 

Why? 

Because it puts hacksaw blades 
where your customers can see 
them. 

Why? 

Because it helps you sell your 
customers Star “Molyflex”" High 
Speed hacksaw blades—at 4 times 
the dollar profit for you and better 
than 4 times the cutting efficiency 
for them. 

Why? 

Because you carry less inven- 
tory with a balanced stock of 80 
Star Unbreakable Special Flexible 
(green) and 20 “Molyflex” High 
Speed (copper colored) hacksaw 
blades. 

Be sure to order 
the Star “Flex-Pal:” 
—for better display, 
balanced stock and 
money - making 
“Molyflex” sales. 





Sold Only Through Recognized Distributors 


EMSON BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A. 
Makers of Hand and Power Hack 

Saw Blades, Frames, Metal Cutting Band 
Sow Blades and Clemson Lawn Machines 
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| 


| 
| 
} 


TO HELP YOU SELL 








@ For more information on these products and services 
use free post card on page 83. 


C953 is a four-page bulletin cover 
ing Commodore floor machines in 
14, 16 and 20-in. brush spreads 
Four-pave folder SW953) shows 
Senior Whirlwind floor machines in 
Third piece 
the VA20 
Industrial Heavy-Duty Vacuum and 
the Medium-Duty VA6) > Vacuum 
Ilolt Mfq. Co. 
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14 and 16-in. models 


is a Single sheet showiny 


Plans and Patterns Display 
Complete stock of plans, patterns 
and books for the do-it-yoursel! 


hobbyist is included in this BP5 





Book and Plan Unit that include; 
free sturdy wire rack, 32'.x18 in 
Rack has an easel for counter dis 
play or can be fastened to wall with 
SCreWS. Selection chart is fui 
nished from which customers can 
choose plans. List price of unit is 
$18.30; cost to dealer, $12.20. Stan 
ley Tools. 


For more data circle No. 58 on posteard, p. 83 


Carbide Tool Catalog 
Containing 24 pages of 40 dif 
ferent carbide tipped tools, this new 
Carbide Catalog gives complete in 
formation and specifications on 


drills, reamers, masonry drills, g 
drills, shell reamers, lathe centers 
countersinks, gun drills, special 
tools and tool bits. Also ineludes 
engineering information and a cat 
hide grades chart. Printed in red 
and black, catalog is) Kalamazo 
punched and is 8!'ox11 in. Chicago 
Latrobe. 
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Paint Display 

Called Deco-Mart, this wire rack 
display features paint brushes and 
rollers for the do-it-yourself deco 
rator. Taking up only 2 sq. ft. of 
floor space, display has a stock of 
66 nylon varnish and wall brushes, 
12 packaged combinations of roller 
and tray, six single rollers and 12 


replacement covers. Shelf space ae- 


eS WOOT 





commodates two open roller-and 
tray units, or paint cans and other 
related items. Wooster Brush Co 


3 


For more data circle No. 60 on postcard, p 


Sprayer Catalog 

Catalog 58-A shows a complete 
range of air compressors, spras 
zuns and air accessory equipment 
for the do-it-yourself user, prof 
sional painter, farmer, industrial 
and commercial user. It devot: 
several pages to an understanding 
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TAYLOR 
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New : 
Candy and Deep Frying f 


/j 


laylor Combiration 


Phermometer is graduat. | 
in 2 devrees. Water tight 
can be washed with 


the dishes. $3.50 carton. $3.50 


bien Taylor gift line will solve more 
Christmas problems than any other 
line because Taylor instruments are dif- 
ferent... are something most men don’t 
have... are something most women 
want. There’s a gift in the Taylor line 
for every taste ... for every pocketbook. 


Light shines through 
this new ‘Taylor Win 
dow Thermometer for 
easy reading. Has mag- 
nifying tube, aqua- 
green Tenite case, stain 
less steel bracket. $2.75 


. a» 
Anybody will appreci [ 
ate Taylor's famous In- * 
door-Outdoor Ther 
mometer. Tells sudo 
and outdoor tempera 
tures indoors. Iwory ot 
brown case, easy to in 


stall. $7.50 








New Taylor Dial Type 
Roast Meat Thermometer 


set indicator for quick plastic case, with altitude 


roasting checks. 6 toa 


Fisherman's Barometer 


adjustment. $9 


XMAS GIFTS 
FOR EVERYBODY 


You can’t beat the items on this page 
when it comes to moving across the 
counter... each one is in heavy demand 
in the trade. Check your stocks and call 
your wholesaler today! Taylor Instru- 
ment Companies, Rochester, N. Y.. and 


Toronto, Canada. 


a ' om 
— 


a 
Bern wea 


loot Standing 


tells when the tish are guide” Barometer in 
Hermetically scaled. Pre biting. Pocket sice mahogany case with brass 
feet. Makes weather 
predicting as casy as 


telling time. $10 





Store 





New “Picture Frame’ Combination Barometer is a beautiful 
gift for the desk at his office. Beautifully formed beige plastic 


case houses barometer, temperature and humidity units 


unbelievable bargain for $10. 


An 


INSTRUMENTS MEAN ACCURACY FIRST 
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GRIES E=Z self-screw 
UTILITY HOOKS 


) THE ONLY SMALL UTILITY HOOK 
\ for closets, kitchens, stores, factories 
' . and many other uses .. . a real hook fo: 


fast sales! Bright plated finish. 
No screws — No tools! 


the only small 
utility hook! 5¢ each 
(1 gross to box) — 


2 ena card, 15c¢ 


= vy ¢ 
| : 
GRIES “ 


one piece CUP HOOKS 


Durable zinc alloy cup hooks, with 


oreater 
ais 
for 
oreater 
volume 


— 


&:% —— ona rece 
wiry HOOKS 





P bright colors, nickel or brass... 0 
ee your 


Jobber today for 
Immediate delivery 
JOBBER 
INQUIRIES 
INVITED 


volume seller for every closet and 
kitchen need. | gross to 





a box or 6 to a card. 








BRASS, COPPER, DARK, 
TINNED, GALVANIZED / 
\ COILS AND SPOOLS ; 
\ 10Z. TO 20 1B. / 
\__ PACKAGES —_/ 





STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
ASSORTMENT WIRE 


STRANDED AND SOLID 
CLOTHES LINE WIRE 
STRANDED AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 





ENSEMBLE AS-193 








CURTAIN SCREEN, 


ANDIRONS and FIRE TOOLS SOLD THROUGH 


JOBBERS ONLY 
ASK YOURS FOR PARTICULARS 


@uryY with# CONFIDENCE 


NCHOR 











ORDER IMMEDIATELY! 


WIRE CORPORATION 


183-16 JAMAICA Ave 
a (ONG ISLAND WeEw vor 





TO HELP YOU SELL 





of the basic features of compresso) 
and spray gun construction and ap 
plication. Fully illustrated — and 
non-technical, it gives information 
in the selection of compressor and 
yun best adapted to each other and 
the work to be done. Electric 
Sprayit Co., Div. of Thomas Indus 
tries, Ine. 
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Fishing Tackle Displays 
Five self-selling counter cards 
hold new 24 karat gold, copper gold 
or silver finished swiveling tackle 
Rust-proof flexible spinners and 
bead chain keel spinners have stain 
less steel snaps. Each card holds 






rere 


cory SPinnvens 


_ FISH APPEAL Sa 





+ ii 


: "e at 
rye 
iid 


BEAD CHAIN SWIVELING TACKLE 





a balanced assortment of finishes. 
Spinners are priced from 30¢ to 
55¢, depending on weights and 
stvles. Bead Chain Mfg. Co. 
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. 
Lock Display 
Featuring a miniature door that 
opens and closes like a full size 
model, this space-saving counte! 
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you KNOW 


you'll sell more with 


IMPORTANT! 
DISPLAY 
OWNERS 


Send for decal 
showing new 


prices 


THE ONLY “Midget” MERCHANDISER 
TESTED 4 WAYS! 


@ TESTED DESIGN @ TESTED VARIETIES 
@ TESTED PRICES @ TESTED QUALITY 

Gardex dealers sell more “Midget” Tools because design, 
varieties, prices and quality have been proved — by 
actual sales to several million gardeners! Not a question- 
able “newcomer”, untested and untried. But a nationally 
recognized sales-maker for over four years! The display 
holds a wider variety of tools, has a variety of prices 
from 55c to 85c (an important “impulse-sale” feature), 
takes only 13 inches of counter length, and costs you less 
money than other displays because Gardex and your 


jobber absorb most of the cost 
$1298 


For West $13.98 





Price, complete with 24 tools of 10 different kinds 
; aie 

an + ii ese 
rh? 1H a GARDEX GARDEN-diser 
a A | ti yi Build a “Quick Service" garden 
‘ei, section around this self-selling tool 
” s rack. Holds over 100 garden tools 
wil ih wt Wis plus packaged gardening supplies. 

x ,- 


Has bins for ‘Midget’ Tools, noz- 
P zles, etc. All steel, portable, on 


i 
| B | ; wheels. Complete with illustrated, 
; “| i y -~ descriptive price cards 
’ ( 7 f° A $49.50 value — yours on the spe- $2295 
; oa 
hte Bel 


cial Gardex purchase plan for just 
eo! ($25.95 For West) 


Ask your jobber or write for 


VINA CO canvex. 


501 NO. CARROLL AVE. 
MICHIGAN CITY 11, IND 
















Americas Modern Garden fe) Oo L S 
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Lous 





~--is the Word For Your 


PROFIT PICTURE 


MODEL 166 


WHEN YOU 
» STOCK 
> DISPLAY 


SEALED BEAM 


ELECTRIC HAND LAMP 











Here's an electric hand lamp that's ideal for sports, 
utility and emergency uses! The hermetically sealed- Price 
beam bulb locks out dirt and moisture—assures a clear, 
brilliant, powerful beam at the flick of a switch. Big $750 
Beam Model 166 has been designed and produced —_ 
by the manufacturer of America’s most popular line of battery 

i nieananieiemelneiailll 





portable electric hand lamps. 


A Seller Backed by This _ 
National Advertising Campaign » 


V Sports Afield 
Hunting & Fishing 
Country Gentleman 

V Progressive Farmer 


v Saturday Evening Post 
V Popular Mechanics 

V Field & Stream 

v¥ Outdoor Life 


We Tell ’Em... You Sell ’Em 





Big Beam 
No. 211 


Big Beam Flare 
No. 400F 


Big Beam Jr. 
No. 111] 


MANY ACCESSORIES 
See Your Jobber or Write Direct for Literature 


U-C LITE MANUFACTURING CO. 


1036 W. Hubbard Street, Chicago 22, Ill. 











l 


NATIONAL'S Popular 
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TO HELP YOU SELL "PACKAGED = 
WEATHER - 





\\\ 


display gives an actual demonstra- 
















Continuous Sprayer 


World's most beautiful copper, continuous 
sprayer. Pt. and Qr. (39 ounce) sizes 
Glistening. solid copper tank. Pump barrel 
is highly pol- 
ished, seamless 
brass. Modern 
design. Sturdy 
construction 
Twin nozziestor 


tion of the No. 1100 Single Bore 
screen and combination door lock- 
set. All exterior trim is solid brass; 
interior parts are cold rolled stee! 
Only 15/16 in. hole in door is 
needed to install lock. Dexter Loch 
Co. 
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Twist Drill Holder Offer 
Calied V’erma-Case, twist drill 

holder for each drill size is molded 

of sturdy vinylite and is offered 


_ STRIP 





po ay Is All Dressed Up 
ae " And Ready To 


um «GO! 


In Its Smart 
NEW CARTON 


Because the home maker 
sees savings in time and 
} money at a glance, Na- 
tional's Packaged Weather. 
strip for doors and windows 
has been a_ fast-moving 
item for years. 
Now, in its dapper new 
carton, it appeals to the 





























Garden and House Beautiful performace 


D. B. SMITH & co. Send 


426 Main St., Utica 2, N. Y. for 
“Originators of Sprayers” 

Cenadian Rep. G. L. Cohoen 
1265 Stanley St., Mentreal 2, Canada 











Catalog 











spraying fine 
fog mist straight 
ahead or at any | 
angle Sprays | 
any liquid. Pop 
ular, year ‘round 
seller 
kor 65 vears 
Smith sprayers 
and dusteis have 
heen outstanding 
in design, con 

As Advertised in House & struction and 





EXTRA SALES WITH 


“Little Giant” 
SWING CLIPS 


Your first sale is selling the Swing Clip 
Your customers will go for this superior 
grass and weed cutter with the "golf 
club" balance and feel. Makes trimmin 
and cleaning up easy, and its 38" ever al 
length eliminates bending 


Your Extra Sale 
Detachable blade 


offers extra profit in 
sharpening or replac 
ing. Available in silent 
salesman display car- 
ton of 6 with plain or 
serrated blades. Ask 
your wholesaler for 
details and prices. 


Write today for 
colorful catalog of 
over 65 Lawn and 
Farm Tools — it's 
FREE. 

















FREE SHIRT 


A famous Hathaway shirt to Mr. D. T. Hughes, 
Farmington Hdw. Co., Furmington, Mo. Send 
us your shirt size. Also, free shirt to your job 
ber salesman who sells North Wayne Tools 
Please send his name, company and address. 


NORTH WAYNE TOOL CO. 


OAKLAND 1, MAINE 
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eye as much as the pocket 
book. 

It's the same high quality 
bronze, measured to fit one 
door or window [ample 
stock of standard sizes) 
without trimming. Com 
plete with nail and screw 
supply and simple installa 
tion directions. 


Send for Catalog Page A24a 


National Metal 
Products Company 


} 
| P. O. Box 9965 °¢ Pittsburgh 33, Pa. 
| 


"BREAKING 


free with each twist drill sale. 
Holder enables consumer to select 
right size drill from sales counter. 
It lists drill size for easy identifica 
tion and inventory. Holders are also 

















available with all sets in straight 
and '4-in. shank drills. Continen 
tal Drill Corp. 
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Improved Levels 

Masons’ and carpenters’ level 
featuring the oval hole construction 
now comes with a new plastic vial 
holding unit. Unit features shock- 
proof quality designed to protect 
delicate vials from shocks in every 


“sales TACKLE BOX G@ 
day use. Plastic is white and 
smooth and will not chip, and vials IT’S RED ’N RUGGED 


Retailers have acclaimed the all-new 
My Buddy Tackle Box as the best profit- 
maker they've ever had. It's scored an un- 
precedented hit with fishermen everywhere 
—making it America's most desired fishing 
gear. For volume sales at full markup—stock 
and sell the My Buddy Tackle Box. 
WRITE TODAY FOR COMPLETE DETAILS 





are easy to see and read. Exact 
Level & Tool Mfq. Co., Ine. 


For more data circle No. 65 on postcard, p. 83 


Plastic Pipe Catalog 
Twelve-page, two-color catalog 

with three-color cover, tells why the 

manufacturer entered the plastic 





MANUFACTURING DIVISION 
STRATTON & TERSTEGGE CO. INC 


PO BOX 1859 ¢ LOUISVILLE. KY 
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YOUR SPRINKLER 
SALES WILL SOAR! 


when you feature famous 
[fae] 
WATERSPIKE & 
SQUARESPRAY 


“America’s Most 
Advanced Sprinklers 





” 





WATERSPIKE 


the sensational combination 
sprinkler and root irrigation spike 
brings you fast sales. Its square- } 
spray head sprinkles in exact 
square patterns from 2’ x 2’ to 
35’ x 35’. With a flip of the valve, 
spot irrigation eliminates brown 
patches in lawns, promotes deep 
root growth. Waterspiking reaches ~— is 
the roots of water starved shrubs. = 


Retail price only $4.90 
SQUARESPRAY 


is without doubt the nation’s most widely 
acclaimed sprinkler. It actually waters 











in squares— gets all the 
corners —is the 
efficient form of 
sprinkling—may be 

\ hooked up in té indem. 
A proven fast-seller. 











most 


By rice 


mie $9.95 


ne 






2781-9th Street * Berkeley 10, California 
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PROEN PRODUCTS CO. 





Jackson 


MAKES WHAT IT TAKES 
TO IMPROVE YOUR 
PROFIT PICTURE 


wens ey oes 












JAX DELUXE 


The knocked-down sales knockout, 
plete in one 


com- 
package! Easy-to-assemble, 
all purpose wheelbarrows that save you 
time and space. Sturdy, tubular steel 
sectional handles; square front tray. Con- 
structed to carry more of the load over 
the wheel. 


WOOD 
GARDEN 
BARROWS “™ 





garden or greenhouse 


For lawn, 


use. aa | 


Made of one-piece exterior waterproof |i k j 
plywood, to withstand any weather. ets 
Pneumatic or semi-pneumatic tires; also 
with steel wheels. Shamans aa 














LAWN 
ROLLERS 


r 
r 4 
¥ e “ 
: es . 
Sa» a Nkapebe whe 
bl ew” 





drums made of 


Various types . 
high quality sheet steel; edges 
rounded to prevent cutting of sod 
Adjustable scrapers of channel 
steel; sturdy handles 


TRE oe 8 
eet lg 
act ee ape, :. a ainda 
age “ 


ed (Cee eee neve. a 


~ MANUFACTURING COMPANY 
HARRISBURG PENNA. 
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McGill ‘CANT MISS” 


mouse & rat traps 


SPRING 
LIS 
ON EM 


@ Bright, 2-Color 
Printing 

@ Clear, Selected 
Wood 

@Eosy, Dependable 
Action 


@Four Way Trigger 
Action 
tik 






Today For 
Complete 
Information 


McGILL METAL PRODUCTS CO. 


MARENGO - ILLINOIS 


























ONE GOOD HOOK IS WORTH 
A THOUSAND PICTURES 


Examine the Brooks hooks and 
wire products in your inventory, 
and you'll agree that no picture 
can do justice to their sharp 
points, clean threads, and good 
finish. The century-old quality 
of Brooks products “does 
things” for your business— 
satisfies customers, speaks well 
for the kind of merchandise 
you carry. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


"BROGKS /@ HOOKS” 
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TO HELP YOU SELL 








@ For more information 
on these products and 
services use free post 
card on page 83. 


pipe field, describes the two princi- 
pal types of plastic pipe made 
semi-rigid type B and flexible type 
E—shows how to join plastic pipe 
and lists various engineering and 
corrosion data. Catalog contains 
many illustrations, graphs and 
tables. Republic Steel Corp. 


For more data circle No. 66 on postcard, p. 83 


Vacuum Cleaner Display 
Space Saver display features the 
Jet 99 vacuum cleaner. Measuring 
22x17 in., unit can be used as floor 
or window display. It uses a stand- 
ard Jet 99 shipping carton as its 
base, holding a cleaner and 13 


Cin 
FER 
74 j 





Serva-Tool attachments. Display 
is printed in yellow, red and green. 
Landers, Frary & Clark. 


For more data circle No. 67 on postcard, p. 83 


Screw Driver Folder 

Designed as a pocket reference 
and guide, this handy three-color 
is 314x6 in. It 
has 27 illustrations of various types 


screw driver folder 


of drivers to aid in selection of the 
correct driver for a specific appli- 
cation. Complete descriptions and 
illustrations of nine screw driver 
kits are also given. Folder can be 


| counter handout, envelope stuffer 
or mailing piece. Vaco Products Co. 


For more data circle No. 68 on postcard, p. 83 


(Resume reading on page 14) 
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METAL FLOATS 


Engineered To Your Specifications 


@ Made of copper, plain 
steel, copper plated steei, 
all types stainless steel, 
aluminum, brass, monel, 
pure nickel, Admiralty or 
Everdur, or any suitable 
metal for open tank and 
all pressures. A. 


COLUMN 


@ Seamless copper ba 
tloats carried in stock 

diameters of 3", 4", 5 

oe. 7. &. 10" ead 12 
for open tanks and pres 
sures of 25, 50, 100 and 
{SO |b. Floats in spe 
cial sizes and pressures— 


MADE TO ORDER. Stain 





ee 
ess steel ball floats FLAT CYLINDIRCAL 


larger than 12" diamete: ] 
can be made up spe 3 
cially. Write for METAL 

FLOAT catalog. 


ARTHUR HARRIS & CO. 
OEP! HA, 210-218 N. ABERDEEN ST 
CHICAGO 7, ILLINOIS 

Since 1884 x 


FLOAT MANUFACTURERS 
ENGINEERS © METAL FABRI- 
CATORS © COPPERSMITHS |. 
© BRONZE FOUNDERS 


CYLINDRICA: 





CYLINDRICAL 





FOOT and CHECK VALVES 


end leakage troubles ... 
save their cost many times over in 
service calls they eliminate. Ideal 
for jet type pumps. Write today 
for Bulletin Number 301. 


order from your jobber 


STRATAFLO 
PRODUCTS INC. 


FORT WAYNE 1, INDIANA 
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HOW MANY 


HAVE YOU WISHED 
YOU HAD A GOOD SET 
OF HANDY WOOD SCRAPERS? 





The question is for the consumer, of 
course, and if you should run a consumer 
ad asking this question and showing 
the above illustration, you would be sur- 
prised at the large number of replies, and 
sales that would result. We know because 


we tried it. 


The do-it-yourself group is the largest 
market in the U. S. today and they are al- 
ways looking for handy tools to add to their 
ever increasing collection. 


Our new 3S Household Kit is just what 
they are looking for. It consists of one each 
FLETCHER Wood Scraper in the following 
sizes: 1 inch, 15 inch, 2¥2 inch. Also one 
book of extra blades for each of the above. 
All for $1.98 retail with standard discounts. 


Women as well as men are becoming 
more and more handy with tools, and in 
every home there are 10] uses for a good 
wood scraper. They are used for refinish- 
ing furniture, scraping floors and stair- 
cases, removing paint and for fine cabinet 
work. No matter what the scraping job, the 
user will find just the right size tool in 
this kit. 


If you are looking for a fast moving 
item, be sure to stock this 3S Kit now. They 
make an ideal Christmas Gift. 


THE FLETCHER-TERRY COMPANY 


671 SOUTH STREET * FORESTVILLE, CONN. 
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NO. LP500 


TURNE 


LIQUEFIED 





PETROLEUM 





| ‘ ' WITH 
"A spocnnie 


FUEL TANK 





A really fine tool of superior quality .. 
complete with all-brass burner and fittings. 


@ Lights instantly ... is handy, clean, easy 


to use. 


@ A year-round seller ... ideal for solder- 
ing, light brazing, many other uses in the 
home, at the shop, for hobbycraft 
work, etc. 


No filling required... entire fuel tank 
is replaced as needed (which means 
steady repeat business for yov). 

@ 1.C.C. approved heavy-gauge large-dia- 
meter tank designed for greater stability, 
easier handling. 


@ Has wide-range positive-control flame 
adjustment for varying job requirements. 


@® Compact in size... fits conveniently in 
tool box or pocket. 

@ Operates within a wide range of tem- 
peratures... burns in any position. 


© Complete with pressure relief valve. 


Special accessories available (as illus 
trated below) to do more jobs... easier, 
better, faster. 


e Tested, sales-proved merchandising aids 
free on request... display cards, win- 
dow streamers, newspaper ad mats, 
electros, etc. 


EXTRA SALES FROM THESE ae 
SPECIAL ACCESSORIES 








L. 
we 
ER © nics 
= Chisel Point 


Heavy Duty 









Burner Soldering Tip 


Flame 
Spreader > 


Pointed 
Soldering Tip 











$ fa 95 
COMPLETE 
Replacement Fuel Tank 


$195 


DISPLAY PACKAGED 


.in colorful eye-catching box, as 
illustrated. A “‘natural’’ for effective 
counter merchandising ... either singly 
or in mass display. 


THE TURNER BRASS WORKS 


SYCAMORE 14168 O58 ee] 
7 Since li —— 


SEE YOUR JOBBER 
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Read it in 


NEWS OF 


HARDWARE 
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Buckelew’s Opens New Store in Louisiana; 


Hurd Buys Clark’s Hardware in Michigan 


Bossier City, La.—Bucke- 
lew’s Hardware Co, has 
opened a new and modern 
store in the new Big Chain 
Grocery shopping center. 
Buckelew’s operates one of 
the largest hardware stores 
in the area in adjacent 
Shreveport. 

The new store, with 3,000 
sq. ft. of floor space, features 
appliances, sporting goods 
and housewares, as well as 
hardware. It has a 32-ft. 
frontage, an office in the 
center of the store, and two 
check-out counters near the 
front. 

Manager of the store is 
E. Forrest King; assistant 
manager is Claude R. Gibson. 





Davison, Mich.—FE. B. 
Clark, owner of Clark’s 
Hardware, 208 Main St., for 
more than 33 years, has sold 
the store to Edward Hurd. 
Mr. Clark has retained own- 
ership of the building that 
houses the store. 

Mr. Hurd for the past 18 
years has been a sales rep- 
resentative for Starline, Inc., 
serving northeastern Mich- 
igan, the Upper Peninsula, 
and the Dominion of Canada. 





Delphos, Ohio—The Delphos 
Hardware Store, North Main 
St., has announced a new ser- 
vice for brides of the city and 
area. Called the Bridal Reg- 
istry Service, it operates like 
this: 

Brides-to-be list their pat- 
tern choices of china, glass 
and silver. Friends and rela- 
tives, then, can check the 
pages of this book and be 
certain that the gifts they 
choose will fit into the new 
bride’s home. The service also 
helps to avoid duplication of 
gifts. 





La Farge, Wis.—Bernard 
Mick, Sr., who recently pur- 
chased the Marshall Wells 


110 


Hardware store, has bought 
the Calloway Electric Appli- 
ance store from William and 
Trudy Calloway. 

Fowler, Ind.—The former 
Bates Hardware Co. store 
has re-opened under partial 
new ownership, after having 
been closed for inventory. 
Jack M. Anderson has taken 
over the interests of Mr. and 
Mrs. Robert L. Bates, and he 
and Mrs. Marjorie Bates, 

(Continued on page 118) 


Central States Group 
To Hold Annual Meeting 
The Central States Hard- 


ware Club will hold its 16th 
Annual Meeting and Dinner 


Party on Jan. 18, 1954, in 
the Grand Ballroom of the 
LaSalle Hotel, Chicago, IIl. 
Plans for the meeting in- 
clude election of officers for 
the ensuing year and three 
directors to serve on the 
board of directors for three 
years, The meeting will be 
followed by entertainment. 





Southern Hardware Co. 
Under New Ownership 


The Southern Hardware 
Co., Ltd., Monroe, La., indus- 
trial distributor, has been 
acquired by J. E. Marx, Joe 
E. Marx and I. S. Marx, who 
have purchased all of the 
firm’s capital stock. 

The officers of the firm 
are: J. E, Marx, president; 
Joe E. Marx, vice-president, 
and I. S. Marx, secretary- 
treasurer. 


Dealer Committee Formed by Janney to Aid 
In Retailers’ Conference—Spring Market 


A committee consisting of 
eight dealers has been named 
as an advisory group in con- 
nection with the Retailers’ 
Conference and Spring Mar- 
ket to be staged by Janney, 
Semple, Hill & Co., Minne- 
apolis, Minn., wholesaler, 
next January. 

The committee is comprised 
of Steve Pepelnjack, Central 
Supply & Appliance Co., Vir- 


ginia, Minn.; Bliss Cleve- 
land, Cleveland Hardware, 
Austin, Minn.; Vere Goff, 


Goff Hardware, Pontiac, III.; 
Ralph Moeller, Moeller Hard- 
ware, Robinsdale, Minn.; 
M. W. Kealiher, Patterson 
Hardware, Denver, Colo. 

Also Bud Totten, Perry & 
Totten, Forest City, Iowa; 
Don Lee, H. H. Senger Hard- 
ware, Portage, Wis., and 
Gordon Thune, Thune Hard- 
ware, Mitchell, S. D. 

The committee, which rep- 
resents as nearly as possible 
all sections of Janney’s terri- 
tory, recently met in an all- 


day session and reviewed all 
phases of the Conference 
program. Describing the 
purpose for the proposed 
Conference, Paul Cosgrave, 
Janney sales director, said: 
(Continued on page 117) 


Brigham Gets Sales Post 
At Bridgeport Hardware 


H. Prescott Brigham has 


heen appointed assistant 
sales manager of the Bridge- 





H. PRESCOTT BRIGHAM 


port Hardware Mfg. Corp., 
Bridgeport, Conn., it has been 
announced by John F. Wind- 
sor, vice-president of the 
company. 

In his new 
Brigham will be responsible 
for sales, merchandising and 
advertising. Prior te his re- 
cent appointment, Mr. Brig- 
ham had been associated for 
seven and one-half years 
with the J. Wiss & Sons (o., 
Newark, N. J. 


position, Mr. 








Pictured above is the newly-formed dealer committee and 


officials of Janney, Semple, 


Hill & Co., 


Minneapolis 


Minn., wholesaler. The committee was formed as an ad 


visory group in 


connection with Janney’s 


Retailers 


Conference and Spring Market, to be held next January 
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Elect Johannesen Head 
Of Baltimore Group 


Ernest Johannesen has 
been elected president of the 
Baltimore Retail Hardware 
Association at a recent meet- 
ing. Other officers elected for 
1954 include Stanley A. Parr, 
vice-president; William H. 
Meyer, secretary, and Richard 

Riha, treasurer. 

William O. Horney, Jr., 
immediate past president, has 
a member of the ex- 
ecutive committee. The exec- 
utive committee, comprised of 
past presidents, also includes 
Mr. Johannesen, who served 
from 1920 to 1936, Julius 


necome 


Wagner, William Otis Hor- 
ney, Melvin Hindman, Ed- 
ward Gast and Robert Wilson. 


Hardco, Inc., is New 
Name of Wholesale Firm 

Myhren’s Wholesale Hard- 
ware, Rapid City, S. D., 
wholesaler, has changed its 
naie to Hardco, Inc. W. J. 
Myhren has sold his interest 
in the firm and is no longe: 
associated with it. 

C. N. Keown is president 
of the company and Cecil 
Urban is secretary-treasurer. 
The group of stockholders 
has remained unchanged. 


Harris Hardware Co., Washington, N. C., 
Wholesaler, Celebrates 50th Anniversary 


The Harris Hardware Co., 
Washington, N. C., whole- 
saler, recently celebrated its 
50th anniversary with a ban- 
quet at the Washington 
Yacht and Country Club. The 
banquet was presided over by 
William B. Rodman, Jr., 
president of the company. 

Highlight of the affair was 
the presentation of gifts and 
special recognition to the 10 
members who have been with 
the firm for a period of more 
than 25 years each. The 


Cd 


amount of years. served 
ranged from 26 to 47, wit} 
34.6 years being the average. 

Members of the Twenty- 
Five Year Club include: Jay 
M. Hodges, J. Ed Matthews, 
EK. Leon Roebuck, Thad H. 
Hodges, S. H. Robbins, W. B. 
Rodman, Jr., Asa B. Rouse, 
Frank W. Cox, Sr., Miss 
Carroll Willis and Ralph C. 
Floyd. 

The firm was organized in 
November, 1903, as the J. H. 
Harris Plumbing & Supply 


Bs 


* 
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age 


Paden Heads Board of King Hardware Co., 
Wholesaler; McManus Elected President 


Dean S. Paden has been 
elected chairman of the board 
of directors, and W. W. Mc- 
Manus has been elected presi- 
dent of the King Hardware 
Atlanta, Ga., wholesaler, 
succeeding Mr. Paden in that 
post. 


Co., 





DEAN S. PADEN 


Co., with J. H. Harris as 
manager. Shortly thereafter 
the stock and plumbing busi- 
ness was purchased from Mr. 


Harris. The new company 
was headed by George T. 
Leach with Mr. Harris as 


vice-president. 
(Continued on page 119) 


any 
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Shown above are members of the Twenty-Five Year Club of the Harris Hardware Co., 
Washington, N. C., wholesaler, as they were honored at the firm's recent 50th anniver- 


sary banquet. Standing, left to right, are: Ralph C. Floyd (26 years) ; 
(34 years); E. Leon Roebuck (35 years), 


treasurer and manager; 


Thad H. Hodges 
W. B. Rodman, Jr., 


(33 years), president; Jay M. Hodges (47 years), secretary and assistant treasurer and 
manager; Frank W. Cox, Sr. (32 years), vice-president; Miss Carroll Willis (28 years) ; 
S. H. Robbins (34 years); J. Ed Matthews (44 years), and Asa B. Rouse (33 years). 
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Other promotions an 
nounced at the same time 
clude the advancement of 





eX 





W. W. MeMANUS 
E. H. Foster from merchan 
dise manager of the retail 


division to the pust of assis 
tant vice-president; Miss 
Elizabeth FE. Chase from sec- 
retary to assistant vice-presi- 
dent; L. M. Johns from as- 


sistant secretary to secretary. 


Mr. Paden, the new board 
chairman, has been with the 
company 40 years. He has 
advanced from shipping 
and stock departments to top 


level positions before he was 
elected president in 1934. Five 
years previous to that he was 
elected to the position of 
general manager. 

Mr. McManus, the 
president, joined the company 
in 1919 and has advanced 
from stock clerk to head of 


new 


the company. He was elected 
treasurer in 1935 and vice- 
president in 1945. Four years 
later he was elected vice- 
president and general man- 
ager. 

Other officers of the com- 
pany include J. N. Haddock, 
vice-president; John L. Wat- 
son, treasurer; L. C. Smith, 


first assistant vice-president, 
and J. B. Hutchings, assistant 
vice-president. 
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Model 1124... . has 
cast aluminum beam 
with raised figures, 
graduated 100 x '/2 Ib. 
with loose weights to 
provide 1000 Ibs. ca- 
pacity. 





FAIRBANKS-MORSE 


You're selling the oldest and most dependable 
name in the field when your scales bear the label— 
Fairbanks-Morse! Your customers know they can 
have complete confidence in this scale to guard 
profit margins .. . give sustained accuracy. 

This is the heavy-duty, portable platform scale— 
Model 1124—one of the broad line of Fairbanks- 
Morse Scales. It’s of an all-metal design with metal 
clad platforms, with loops, bearings, pivots, and 
weights ‘’Parkerized’’ to make them rust resistant 
... assure long life and accuracy. 

For complete information, write Fairbanks, Morse 
& Co., Chicago 5, Illinois. 


~ FAIRBANKS-MORSE 


@ name worth remembering when you want the best 











SCALES ¢ PUMPS « DIESEL LOCOMOTIVES & ENGINES © ELECTRICAL MACHINERY 
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Muilenburg, Telthorst 
Named by Inland Steel 

Jay E. Muilenburg has 
been appointed assistant 
manager of the Kansas City 
branch of the Inland Steel 
Products Co., Milwaukee, 
Wis., and Howard Telthorst 
has been named a sales rep- 
resentative in western Illinois 
and eastern Missouri. 

Mr. Muilenburg was for- 
merly in charge of special 
finance assignments for the 
company’s main office in 
Milwaukee. 


Bert J. Clark Co. Adds 
Proffitt to Staff 


W. E. Proffitt has joined 
the Bert J. Clark Co., 506 
K. C. Merchandise Mart, 
Kansas City, Mo., manufac- 
turers’ representative. 

Mr. Proffitt was formerly 
head buyer for the wholesale 
division of the Consumers 
Products Div., Davis Paint 


Shopmaster Adds Sales Representatives 








Shown above are the four ne 


News of the Trade 








Co., North Kansas City, Mo. 
In his new position with the 





W. E. PROFFITT 


Clark firm, he will work very 
closely with Bert Clark in 
the coordination of service, 
sales and promotion within 
the territery of Iowa, Ne- 
braska, Kansas and Missouri. 
Mr. Proffitt is a past presi- 
dent of the Kansas City 
Housewares Club. 


w sales representatives who 











have recently been appointed by Shopmaster, Inc., Min- 
neapolis, Minn. Claude Morris, upper left, will cover the 
territory of Minnesota, Wisconsin and lowa. James Cul- 


len, upper right, will cover t 


he New England states and 


part of New York. R. L. Vallee, lower left, will cover the 


states of Indiana, Ohio, Mich 


George W. Coates, lower right, will cover Pennsylvania, 
New Jersey, Maryland, Delaware, West Virginia and Vir- 
ginia. The representatives will handle the Shopmaster 


line of power tools. 


HARDWARE 


igan and part of Kentucky. 
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Walsco.. A POPULAR 


LINE SHOWING GOOD PROFITS! 















No. 406—An established 
leading seller. A white 
steel tape with easy-to- 
read black markings in a 
die cast case, finished in 
chrome or zinc chromate. 
Has automatic brake 
and replaceable blade. 
Made in 6 ft., 8 ft., and 
10 ft. sizes. 






















No. 380—A 6 ft. 
Inside-Outside Pull-Push 
Steel Tape. Made with 
white blade with black 
markings or the regular 
steel blade. Beautiful and 
serviceable new case in 
nickel plated and baked on 
enamel finishes. 


No. 505—The high-quality, 
low priced 50 ft. steel 

tape in chrome or zinc 
chromate finish case. 





No, 718—Walsco Utility Knife. Individually boxed, each 
dozen packed in colorful counter display carton. A sen- 


sational buy at 75¢ retail. 





No. 101 Series Padlock— 
Silver, gilt or black bodies 
with nickel plated sides. 


No. 45 Series Padlock-—- 
Centers enameled in bril- 
liant colors, nickel plated 
steel shells and shackles. 





CONTACT YOUR JOBBER FOR FURTHER INFORMATION OR SEND FOR 
COMPLETE CATALOG OF WALSCO LINE. 


THE WATERBURY LOCK & SPECIALTY CO. 


MILFORD, CONNECTICUT 





HARDWARE AGE, NOVEMBER 26, 1953 


America’s Number i Heat Tools! 


with 
mechanics 








in the 
hardware 
industry 





with 
automotive 
tradesmen 











with the 
occasional 
user 


eis ¥ IRS Tz Aven 
Leaded Gas { 


FILL YOUR TORCH 
WHEN YOU FILL YOUR TANK 





CLAYTON:LAMBERT (G2 es, | 


LOUISVILLE 8, KENTUCKY vam 





Builders’ Hardware Distributors Complete 
in Contract Hardware 


to the men at their gradua- 
tion banquet in the Quinni- 


Sargent & Co. Course 


A group of builders’ hard- 
ware men representing Sar- 
gent & Co., Inc., distributors 
from the United States and 
Hawaii recently completed a 
course in contract hardware 
at Sargent’s New Haven, 
Conn., plant. 

Under the direction of 
D. B. Gibson, contract sales 
manager, and R. G. Salaman, 
manager of exit bolts and 
door closer sales, the four- 
week course ineluded studies 
in product manufacture, op 
eration, installation, metals, 
finishes, blue-print reading 
and a number of other spe- 
cialized subjects. 

Audio-visual slide films by 
Jack Lacey and other nation- 
ally known sales authorities 
supplemented the regular lec- 
tures. Members of Sargent 
sales, advertising, engineer- 
ing and production depart- 
ments served as instructors. 


Diploma were presented 


piac Club on Nov. 


13. 


Orgill Bros. Appointed 
Whirlpool Distributor 


Orgill Bros. Hardware Co., 


Jackson, Miss., 
pointed a 


has been ap- 
distributor for 


Whirlpool Corp., St. Joseph, 


Mich. 


The Orgill firm will service 
12 counties in central and 
southern Mississippi, former- 


lv part of the area serviced 


by the New Orleans Whirl 


pool distributor. 


Shaw Appointed Sales 
Director for Preway 


Leslie W. Shaw 
named director of 
Preway, Inc, 


Rapids, Wis. He was 


has been 
sales for 
Wisconsin 
formerly 


_____ News of the Trade— 


vice-president and sales di- 
rector of the Markstone Mfg. 
Co., Chicago, IIl. 

Prior to his affiliation with 
Markstone, Mr. Shaw was 
Chicago district appliance 
sales manager of the Graybar 
Electric Co., and before that 
he was associated for 11 vears 





LESLIE W. SHAW 


with the Hyland Electrical 
Supply Co., Chicago, where 
he progressed from salesman 


to general sales manage) 





Shown here are builders’ hardware men from the United States and Hawaii, distribu 


tors for Sargent & Co., Inc., 
in contract hardware at the Sargent plant. 
who took part in the course. 


Tips Co., 


Hance Hardware Co., Wilmington, Del., 


sec ond TOW, are: Thomas Holmes, Barker Chadsey e.. 


New Haven, Conn., who recently completed a course 
With the graduates are Sargent officials 
From left to right, first row, are: Ralph PR Meier, Walter 
Austin, Tex.; James Greely, A. G. Mauro Co., Pittsburgh, Pa.; Dave Mumford, 
and Jay Oker, Sargent & Co. Same order, 
Providence, R. L.; 


Roy G. 


Salaman, sales manager of exit bolts and door closers for Sargent (co-director of the 


school); J. Bryer Duff, Sargent vice-president and general sales manager; C. 


Forbes 


Sargent, president of Sargent & Co.; Donald B. Gibson, contract sales manager for 
Sargent (co-director of the school); Robert Patterson, Cavanaugh Co., Youngstown, 
Ohio, and John C. McNeely, Lewis Hardware, Marmet, W. Va. Same order, third row, 
are: W. T. Hill, Jr., Black Hardware Co., Galveston, Tex.; Jack Jones, Summers Hard- 


ware Co., 


Johnson City, Tenn.; Lansing Crannell, Hudson Mohawk Hardware Sales, 





Albany, N. Y.; Alfred Wilson, Brierly Lombard Co., Worcester, Mass.; Robert Bullard, 
Davies-Thompson Hardware Co., Newton Lower Falls, Mass.; Robert O'Hara, Sargent & 
Co.; Willard Deveneau, Sargent & Co., and William Jenkins, Lewers & Cooke, Ltd., 


Honolulu, T. H. Earle Brown, Barker Chadsey Co., not shown, also completed course. 


Ellis to Direct Sales 

Of Atkins Saw Division 
Ray F. Ellis has been ap- 

pointed director of sales of 

the Atkins Saw Div. of Borg- 





RAY F. ELLIS 


Warner Corp., Indianapolis, 
Ind., and Burleigh L. Owens 
has been named director of 
marketing for the division 

Both Mr. Ellis and Mr. 
Owens are long-time mem- 
bers of the Atkins sales or- 
ganization and were, until 
recently, assistants to the 
vice-president, sales. 

In their new positions, Mr. 
Ellis will be in charge of all 
internal sales functions, while 
Mr. Owens will direct outside 
sales activity. 


X-acto Moves Plant; 
Changes Firm Name 


X-acto, Inc., New York 
has moved to a new plant ai 
18-41 Van Dam St., Long 
Island City, N. Y. The new 
building gives the company 


almost twice the amount of 
floor space it occupied at it 
old location. 

At the same time, the « 
pany anounced its recent 
change of name. Now known 
as X-acto, Inc., it was for 
merly named X-acto Crescent 
Products Co., Ine. 


Nesco Plans Purchase 
Of Dulane, Inc. 


A preliminary agreement 
has been entered into for the 
purchase of Dulane, Inc 
River Grove, Ill, by Nesco 
Inc., Chieago, Ill. Dulane is 
the manufacturer of Fryryte 
electric French fryer. 

Under the agreement, Rob- 
ert Dusek, Dulane president, 
will continue in charge of the 
Dulane operation. 
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hand Sbanling Vow! 


MEYCO CONTROLLED CUT 
CARBIDE TIPPED 
SAFETY SAW 























smoother, 


rh * The latest addition to the famous 
»~ MEYCO line of precision cutting 

tools. This new controlled cut, 

carbide tipped safety saw has 

many advantages: It’s SAFE: will 
) not pull hand into the blade, will 
not grab and kick-back 
work. It’s ECONOMICAL: 
costs less to buy, longer 
life between grinds; cuts 
longer. Its 
CONTROLLED CUT 
regulates rate of feed, as- 
sures clean cut; 
chips instead of saw dust. 
Available at leading mill 
supply and hardware 
houses, or direct from fac- 
tory. Write for fully descrip- 
tive literature and price list. 
Ask for Catalog No. 40. 


makes 
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HERE 


The new way to sell MORE 


HANDI 


Made to 
retail at 


98> 


8 dezen (almost 100) 
WOOD SCREWS and good sturdy 6” 
SCREW DRIVER. 


ORDER NOW 
HANDI PRODUCTS CORP., 





561 Franklin Ave 


AT LAST !! 
SCREWS AND SCREW DRIVERS 


SIMPLER — FASTER — MORE ATTRACTIVE 
SELF SELLING — SELF DISPLAYING 


SCREWPACK 





A TOP VALUE THAT FILLS A DEFINITE CONSUMER NEED! 


HANDI SCREWPACK is a beautiful, solid, sparkling 
clear PLASTIC BOX containing an assortment of full 
BRIGHT ZINC 


PLATED 
UTILITY 


Nutley, N. J. 
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They’d rather BUY than be sold! 













— 
BUYING SS) | ~ fi 





= EASY 
icy 


Ss s J , 
Price Marking Machine 









with a MONARCH 


For more sales, bigger sales, at full margin — with less sell 
legible price- 


ing time, all merchandise needs accurate, 
marking. Wrapping and cashier service needs no expert 
sales training. 

You can do more business with the same overhead when 
you make buying easy with MONARCH Price-Marking. 
Every item picked up for price examination is half sold. 

The versatile MONARCH ‘JUNIOR’ Price-Marking Ma- 
chine is the ideal choice for a small store or chain unit 
indispensable for large store special runs. Portable—easily 
carried wherever needed. Price-marks 60 sizes and 9 styles 
of tickets, tags and labels, including the new 
pressure-sensitive SENSO labels that need 






STORE NAME 


C4 805 
759 42 
CFB 






no moistening. Send the coupon for more 






information without obligation. 















STORE NAME STORE aa eg 
C. Qf 7 og BC “39 50 Garr os) 
= Rees 347 4 
ed ie fy 
MONARCH “Junior” Price-Marking Ma 


hand-operated. (Also available 


chine, 
with motor drive) 


75.00. O. B. Factory 


*Prices quoted are for U.S, 
and Mexico. State and City Tax whe 
applicable, extra 


FILL oo one MAIL oe j 


SLs. 


The MONARCH Marking System Company 


216 S. Torrence St., Dayton 3, Ohio 


possessions 





Please send us, without obligation, illustrated folders on the Monarch 


“JUNIOR” Price-Marking Machine; also sample Monarch Tickets 
Tags and Labels. 

STORE NAME 

ADDRESS___ 

POST OFFICE ZONE STATE 








GILBERT 
PLASTIC BOXES 


, BUTTONS 
> JEWELRY 

HAIR PINS 

» TOILETRIES 
“SEWING 


SUPPLIES 
PAPER CLIPS 
| ELASTICS 


For Every 
Purpose! | 


<a 


onl 


” customers can use 
- them for keeping 


small items neatly 


hese: transparent a 
plastic utility boxes)” 
sell on sight! Your. 


‘ stored . . *. easily 4 
identified. Available’. 3 


in 6 sizes with a ~ 
choice of 24-com- - 


" 


partment designs. | 


Write for samples . 


“and prices today! : 


Specialists in. plastic 
_ packeging from plannin 
stage to finished packag 


LY Fa Fee . 
38, INC. 
EWU, Res 
ae: ' 


There’s PROFIT in 
PLUMBING SPECIALTIES 





Adjustable 
WATER MIXERS 


A complete line of chrome- 
plated inexpensive water mix- 
ers to modernize old faucets 





DRAIN PROTECTORS 
SINK STRAINERS 


A full line of sink—bathtub 
and laundry tray strainers— 
all individually carded 


BRASS 
CHROME 
PLATED 


FAUCET HANDLES 


Cross and lever replacement 
handles that actually fit all 
stems—Indexed “H” and “C” 





Fits All ~—_# 
BASIN & BATH STOPPERS 


Now just 2 sizes of Fit-All rub- 
ber stoppers will fit all 9 sizes 
in both basin and bathtubs 


Sold through Authorized Jobbers and Distributors Or Write to: 


FRANKLIN METAL & RUBBER CO. 


2701 


116 


N. BROAD STREET - 


PHILA. 32, PA. 











News of the Trade 


Estimated 8,000 Buyers to View Lines of 560 
Manufacturers at National Housewares Show 


Thousands of lines of more 
than 560 manufacturers will 
be displayed to an estimated 
8,000 buyers attending the 
20th National Housewares & 
Home Appliance Exhibit at 
Navy Pier, Chicago, IIl., Jan. 
14 to 21. 

Opening Thursday, Jan. 
14, the exhibit will continue 
through Thursday, Jan. 21, 
with the exception of Sunday, 
Jan. 17, when the show will 
not be open. Exhibit hours 
will be 9 a.m. to 5 p.m. daily. 


| The exhibit will close at 12 
| noon on the final day. 


Exhibitors will occupy 883 
booths covering an area of 
more than 166,000 sq. ft. of 
exhibit space in the North 


and South exhibit halls of 
the lakefront exhibit site. 
The connecting hall at the 
East end of the Pier will 
also be utilized for exhibit 
space. 

Two separate shuttle bus 
routes, operating on a 15- 
minute frequency, again will 
be available to transport 
buyers and _ exhibitors be- 
tween the Navy Pier and 
Loop hotels. 

The National Housewares 
Manufacturers Association, 
who is sponsoring the ex- 
hibit, will hold its Annual 
Housewares Show Party on 
Tuesday, Jan. 19, in the 
Grand Ballroom of the 
Palmer House. 





Manning Heads Sales Of 
Connelly Co. Housewares 


J. F. Manning has been 
appointed sales manager of 
the Housewares & Electrical 


Housewares Div. of F. B. 
Connelly Co. of Oregon, 
Portland, Ore. 

Mr. Manning was’ em- 


ployed by the Marshall-Wells 


| Co. for more than 20 years 


prior to joining the Connelly 
organization in 1952 as the 
firm’s city representative. 
Rubberset Names Britten 
Field Sales Manager 


Stanley H. Britten 
been appointed field 


has 
sales 


‘manager by the Rubberset 


Co., Newark, N. J., a subsid- 
iary of the Bristol-Myers Co. 

Prior to his current ap- 
pointment, Mr. Britten was 


eastern division manager for 
Rubberset, an office he held 
1950. 


since Before joining 





“s 
AL 


STANLEY H, BRITTEN 


the company’s executive sales 
staff, he was a sales repre 
sentative for the firm in the 
Indiana, Illinois and Ken- 
tucky territory. 

Mr. Britten is one of the 
company’s original members 
of the One Million Dollar 
Club, eligibility for which is 
determined by a Rubberset 
sales representative having a 
total sales volume of one mil- 
lion dollars. 





Name Kloppman Director 
Of Nat'l Screw & Mfg. 


George R. Kloppman, sec- 
retary and treasurer of the 
National Screw & Mfg. Co., 
Cleveland, Ohio, since 1946, 
has been elected a director 
of the company, whose affil- 
iates include the National 
Screw & Mfg. Co. of Califor- 
nia, Los Angeles; Hodell 
Chain Co., Cleveland, Ohio, 
and the Chester Hoist Div., 
Lisbon, Ohio. 


—_—s 


Livingston Sales To 
Handle Matico Line 


Livingston Sales, Inc., 
Brooklyn, N. Y., floor cover- 
ing distributor, has been ap- 
pointed distributor of the 
complete line of Matico prod- 
ucts for Mastic Tile Corp 
of America, Newburgh, N.Y. 

Matico is also represented 
in the metropolitan New 
York area by the Whitman 
Co., Bronx, N. Y., and Dia- 
mond Carpet Corp., Floral 
rarn, L. I. 
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News of the Trade 





Promotional Time Table, Mailings Begin 
For °54 irha Hardware Week, April 16-24 


First of a series of pre- 
promotional activities for 
Hardware Week, April 16-24, 
begins this month with an 
offer to hardware wholesalers 
of special materials from the 
National Retail Hardware 
Association for presenting the 
Week at wholesaler sales 
meetings. 

This is to be followed by a 
series of letters to stimulate 
wholesaler interest and activ- 
ity in Hardware Week, and 
advising of its progress and 
the availability of special ma- 


terials. Included will be the 
mailing of a irha Hardware 
Week Catalog in two editions, 
one for wholesaler executives, 
and one for their salesmen. 


Mailings will also be made 
to retailers advising them of 
the complete promotional 
plans as they develop, and of 
the merchandising kit which 
will contain display and ad- 
vertising helps. As last year, 
the event will start off with 
a two-color ad which will ap- 
pear in a national consumer 
magazine. 





American Pad & Textile 
Adds Tate and Waddell 
John H. Tate and John A. 


Waddell has been added to 
the sales staff of the Ameri- 





JOHN H. TATE 


can Pad & Textile 
Greenfield, Ohio. 

Mr. Tate has been ap- 
pointed to service the states 
of North Carolina, South 
Carolina, Florida, Missis- 
sippi and Alabama. Mr. 
Waddell will represent the 
firm in the western division 
at Fairfield, Calif. 


Co., 





JOHN A. WADDELL 


Mr. Tate was previously 
associated in a sales capac- 
ity with the Lathem Time 
Recorder Co., Atlanta, Ga.; 
Sylvania Electric Product 
Co., Washington, D. C., and 
the Tampane Co., Marietta, 
Ga. 

Mr. Waddell, a salesman 
for 18 years, will cover the 
states of California, Arizona 
and the Lake 
Nevada. 


Dealer Committee 
Formed By Janney 

(Continued from page 110) 

“Janney is holding a Re- 
tailers’ Conference because 
many of our Program Retail- 
ers have repeatedly asked 
for one. 

“The purpose of the Con- 
ference is to build a solid 
economic bond between re- 
tailer and wholesaler. Distri- 
bution patterns have changed 
so greatly since the end of 
the war, and more changes 
are being made almost daily 
in most lines, that only con- 
stant study will make it pos- 
sible for the modern retailer 
and his distributor to keep 
abreast of their problems 
and their opportunities. 





Mead area in 


“Only the wholesalers and | 


| 


the retailers who establish a | 


firm 
together know the answer 

. Competition and sound 
administrative practice pre- 
scribes getting both goods 
and necessary services from 
the same place. 

“Recognition of this will 
help us both meet and beat 
competition.” 
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working arrangement | 





For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware . 

quality produced by 

Q Griffin. 


Devers DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE »+ PENNSYLVANIA 


THE B. S$. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y. 

HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS 
4638 Nichols Parkway 917 St. Charles Avenue 
Kansas City, Missouri Atlanta, Georgia 

WILBUR H. DAVIS H. C. GLOVER 
1639 W. Fargo Avenue 2611 Garrison Bivd. 
Chicago 26, IIlinois Boltimore 16, Maryland 
GEORGE A. GREGG ROY L. ROGERS 

17134-6 Wyoming Avenue 1620 Garfield Street 

Detroit 21, Michigan Denver 6, Colorado 

AUSTIN & EDDY INC. W. C. MEIBAUM & CO. 

115 Brood Street 6954 Oleotha Avenue 

Boston, Massachusetts St. Louis 9, Missouri 









Nee 








E. H. FARRAR 
6637 Golf Drive 
Dallas 5, Texas 

CHARLES L. LEWIS 
1355 Market Street 
San Francisco 3, Calif, 
R. F. BEVERS 
4524 East 60th Street 
Seattle, Washington 
L. G. FULLER, JR. 
644 Wellington Rood 2 
Jackson 6, Mississippi_2 
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| 
pr Every Motorist and every 
hone should have one or f 
more of these Magic Screw | 
Drivers. Buy several. Give 7 
them to your friends. They | 
really go for them 











2 





| Write: W. N. SANDERS 





SANDERS 
SPECIAL 


4-IN-1 
SCREW DRIVER 


SOLID BRASS 
HANDLES 
(KNURLED) 
TEMPERED 

STEEL BLADES 
OVERALL 

LENGTH 61/4," 


ALSO: 


-IN-1| COMBINATION 
HAMMER AND 
| CONCEALED 
SCREW DRIVER 
LENGTH 8!/" 


5-IN-1 COMBINATION 


HAMMER AND 

4 CONCEALED 

SCREW DRIVERS 
LENGTH 8" 


DISPLAY FOR 
EACH ITEM 
FURNISHED FREE 


Fully Guaranteed as to Quality and Finish 


54 COTTAGE AVE. 
LANCASTER, PA. 








Write for New Cotvlog 


WINSTED EDGE TO 


RA 


OL WORKS .. 


AM & A 


118 








CONNECTICUT 


NSTED 
NE ST NEW YORK 





- News of the Trade 











(Continued from page 110) 
who owns a half interest in 
the store, will be in exclusive 
charge of the business. 

The name has been 
changed to the Bates-Ander- 
son Hardware Co. 


store 


Sonoma, Calif.—The Ralph 
Morse Hardware store has 
been sold to Charles Williams 
by Ralph Morse, who had 
owned it for more than five 
years. 


Mass. — 
Teddy’s Hardware, 343 
Centre St., recently cele- 
brated its 25th anniversary. 
The store is owned by Theo- 
dore Levine. 


Jamaica Plain, 


Brandon, Minn. — The 
grand opening of the Hoplin- 
Nelson Hardware Co. store 
took place recently and 1,200 
persons were served ham- 
burgers and coffee during the 
day and evening. Many 
prizes were also awarded. 


Waynesboro, Va. — The 
Corner Hardware, Inc., form- 
ally re-opened after suffer- 
ing a fire last March 21-22. 
The store, on the corner of 
Mill and Main Sts., was de- 
signed by the Independent 
Retail Hardware Association 
and is modern in every re- 
spect. The firm is headed by 
Fred K. Gabriel. 


Hartford, Ky. — Herman 
Midkiff has sold his interest 
in the Brown & Tichenor 
Hardware Co. to W. E. 
Brown, and has opened a 
television store. 

Malvern, Ark.— The Ar- 
kansas Furniture & Hard- 
ware Co. has opened a new 
store on W. First St. E. O. 
Stevens is the store manager 





and Joe Scrimshire is a sales- 


man. 
Schwenksville, Pa. — An 
estimated several thousand 


visitors attended the grand 
opening of the newly reno- 
vated hardware and house- 
wares store of H. B. Kratz 
& Sons. 


Lremerton, Wash.—A two- 
day open house has been 
staged by the Charlestor 
Hardware, 632 N. Callow 
Ave., marking the complet 
of extensive remodeling 
the store’s interior. The store 
is owned by Mr. and M 
Meyer Aronin. 


Volga, S. D.— The Da 
Hardware has resumed bu 
ness in its new building, just 
two and one-half months tf 
lowing the fire which de 
stroyed its original structure 
The new building is fireproof 
and an entire new stock of 
merchandise has been «a 
quired, 


Brooklyn, N.Y.—The Ric! 
mond Hardware has discon 
tinued the selling of major 
appliances and is devoting 
the space to gifts and houss 
wares. The store, recent!) 
renovated, now features self 
service in its expanded house 
wares section. 

Mount Dora, Fla.—Cou: 
cilman and Mrs. Wayne Mown 
recently renovated thei: 
store, Moon’s Hardware. The 
store was enlarged with the 
building of an addition 
the rear. 

Bridgeton, N. J.—Chiari’s 
Hardware has opened 
Route 77, between Bridget«: 
and Deerfield, and is undet 
the managership of John 
Chiari. The new store build 
ing is 47x60 ft., of concrete 
block with white stucco finis! 

Cahokia, Ill.—A three-day 
grand opening was held 1 
cently by Thrifty Hardware 
& Builders Supply in its new 
building at 22 Jerome Lan: 





Walterboro, S. 
Robertson Hardware & Elec- 
tric Supply Co. held a two- 
day formal opening at its 
new location on the West 
side of Lucas St., between 
Washington and Wichman 
Sts. The inside of the ne 
hardware store is laid ou 
according to plans furnished 
by the National Retail Hard 
ware Association. 
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News of the Trade 


Dayton Pump Announces 
Plans for Expansion 


Plans for a further expan- 
sion of manufacturing facili- 
ties and the introduction of 
additienal new products were 
announced by the Dayton 
Pump & Mfg. Co., Dayton, 
Ohio, at a 45th anniversary 
celebration held recently in 
Dayton. 

Louis Wozar, general man- 
ager, said that a new assem- 
bly line for water softeners 
would be opened in the near 
future and that both galvan- 
izing and tank-making ca- 
pacity would be doubled. A 
new galvanizing kettle will 
have an automatic conveyor 
system. 

Among new products to be 
introduced soon is a package 
water system for shallow 
wells and an improved room 
air conditioning unit. 


Elect Irvine, Arbuckle 
NEMA Section Chairmen 


Electrical manufacturers 
affliated with the Major Ap- 
pliance Div. of the National 
Electrical Manufacturers As- 
sociation have recently elected 
officers for the ensuing year 
in the Electric Range, Elec- 
tric Water Heater and House- 
hold Sink Units Sections. 

D. J. Irvine, General Elec- 
tric Co., was elected chairman 
if the Electric Range Section. 
W. R. Arbuckle, Westing- 
house Electric Corp., was 
named chairman of the Elec- 


tric Water Heater Section 
and the Household Sink Units 
Section. 

Harris Hardware Co.'s 
50th Anniversary 


(Continued from page 111) 


The firm opened a hard- | 
ware department in 1906 and | 


in 1910 purchased its present 
site. Between World War I 
and 1930, the firm developed 
more and more into a whole- 
saler of hardware. William 
B. Rodman, Jr., was elected 
president of the company in 
1922 to succeed Mr. 
who died that year. 

At present the company op- 
erates eight trucks to deliver 
merchandise direct to dealers 
of the 44 counties in eastern 
North Carolina, the territory 
covered by the firm. 


Leach | 


The company has had only | 
two presidents in the 50 years | 


of its existence: Mr. 
and Mr. Rodman. In that 
same period, the firm had six 
managers: Mr. Harris, F. W. 
Cox, C. F. Bland, C. A. Flynn, 
J. M. Harrington, and E 
Leon Roebuck, who is the 
present manager. 

The firm’s present officers 
are: Mr. Rodman, president; 
Mr. .Cox, vice-president; J 
M. Hodges, secretary; J. Max 
Roebuck, assistant secretary, 
and FE. Leon Roebuck, Sr. 
treasurer and manager. The 
officers and R. C. Floyd, John 
S. Leach, W. Eugene Har 
rington, and FE. 
buck, Jr., make up the board 
of directors. 





Pictured here are the officers of the Harris Hardware Co., 
Washington, N. C., wholesaler, which recently celebrated 
its 50th anniversary. Seated, from left to right, are: Wil- 
liam B. Rodman, Jr., president, and Frank W. Cox, vice- 
president. Standing, same order, are: Jay M. Hodges, 
secretary and assistant treasurer and manager; E. Leon 
Roebuck, treasurer and manager, and J. Max Roebuck, 


assistant secretary. 
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NO. 150 


Quatilg Since /é 


TURNER 








A quality torch at a competitive price . well and favorably 
known to the hardware trade for many years! Powerful, 
dependable, safe... honestly maximum 


service an even the heaviest jobs. Has massive cast-bronze 


engineered for 


burner, non-slip valve wheel, blow-proof pressure pump, 
Terne plate steel tank with sprayed bronze finish. One-quart 
capacity. Get details, too, on other Turner Tested Torches 


they're unequalled for economy in operation and wide 


application of uses. See your jobber... 


THE TURNER BRASS WORKS 


SYCAMORE 
SINCE 


ILLINOUS 
1871 
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WATER JACKET TYPE 


Heavy cast aluminum, with alum- 
inum glue container. 


110-120 or 220-230 volts AC or DC. 
One pint. One quart. Two quarts. 
Four quarts. 

Thermostat control. 


TYPE 


Heavy sheet iron body. Porcelain 

enamel glue container. 

110-120 or 220-240 volts AC or DC. 

One quart. Two quarts. _ 

Four quarts. ag 
Thermostat control. 


VULCAN ELECTRIC CO. 


Danvers 3, Mass. 


Vulcan Electric Soldering Tools, Solder Pots, 
Pots, Branding Irons, Vulcan Electric 
Heating Elements. 


4 
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News of the Trade 





NEWS OF 


MANUFACTURERS’ AGENTS 





Graham & Co. Appoints 
DeVonde to Sales Staff 


Jack DeVonde has been ap- 
pointed by John H. Graham 
& Co., Inc., New York, as 
representative for Virginia, 





‘> 7 


JACK DEVONDE 


North Carolina, Tennessee, 


South Carolina and West 
Virginia. 
Mr. DeVonde will main- 


tain headquarters at 306 N. 
Tryon St., Charlotte, N. C. 


L. and H. Fenton Named 
By Nappe-Smith Mfg. Co. 


Lawrence and Herbert 
Fenton of the Fenton Sales 
Co., New York, have been 
appointed by the Nappe- 
Smith Mfg. Co., Farming- 
dale, N. J., to handle its 


| Thermo-Keep Insulated Won- 


der Bags. 

The Fentons will represent 
Nappe-Smith in metropolitan 
New York, Long Island, 
Westchester and _ northern 
New Jersey. 


Paine Co. Appoints Two 
Sales Representatives 


The Gulf Sales Agency, 
New Orleans, La., has been 
named to represent the 
Paine Co., Addison, IIl., in 
Louisiana, Baton Rouge 
north, and all of Arkansas. 

It was also announced that 
Robert L. Haizlip & Co., 
Kansas City, Mo., will repre- 
sent Paine in the states of 
Kansas and Nebraska; in 


Iowa, Des Moines and West: 
western Missouri; and in 
Oklahoma, the city of Tulsa 
and East. 


Landers-Segal Names 
Midwestern Sales Co. 


The Midwestern Sales Co. 
Kansas City, Mo., has been 
appointed a sales representa- 
tive for the Landers-Segal 
Color Co., Brooklyn, N. Y. 

Midwestern Sales will cover 
Missouri, Kansas, _ Iowa, 
South Dakota, Oklahoma, Ar. 
kansas and Nebraska for 
Landers-Segal, handling bulk 
and packaged Lansco dry 
colors, aniline colors and lime. 
proof cement colors. 


Skinner Co. to Handle 
Oster Mfg. Co. in East 

The T. Harry Skinner Co., 
200 Fifth Ave., New York, 
has been appointed to repre- 
sent the John Oster Mfg. Co., 
Racine, Wis. 

The Skinner organizativn 
will cover the state of New 
York and northern New Jer- 
sey, handling the Oster line 
of appliances. 





Arbogast Co. Appoints 
McCubbin Firm in West 


The W. J. McCubbin Co. 
536 Mission St., San Fran- 
cisco, Calif., has been ap- 
pointed to represent the Fred 
Arbogast Co., Inc., Akron, 
Ohio, in the western section 
of the country. 

The McCubbin firm will 
handle the complete Arbogast 
line of fishing equipment in 


El Paso, Tex., in the 11 
western states, Hawaii and 
Alaska. 














Swan Co. to Represent 
Wright Steel & Wire 


The Edward C. Swan Co. 
Denver, Colo., has been 
named to represent the G. F 
Wright Steel & Wire Co. 
Worcester, Mass. 

The Swan firm will handle 
the manufacturer’s wire 
products throughout the 
Rocky Mountain territory. 
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Cooke Joins Sales Staff 

Of Albert J. Prince Co. 
Stanley W. Cooke has 

joined the sales staff of 


Albert J. Prince Co., 4801 
Lemmon Ave., Dallas, Tex., 





STANLEY W. COOKE 


manufacturers’ representative 
of builders’ hardware. 

Mr. Cooke was formerly 
associated with the Stewart 
Bros. Hardware Co., Mem- 
phis, Tenn., since 1946. In 
his new position, he will as- 
sist Mr. Prince in covering 
the southwest territory com- 
prising Arkansas, Oklahoma, 
Texas, Louisiana, Missis- 
sippi, Memphis, Tenn., and 
Mobile, Ala. 





Keil Lock Co. Appoints 
Hinnenthal in Midwest 
Arthur E. Hinnenthal, 


Minneapolis, Minn., has been 
named to represent the Keil 


Lock Co., Inc., Charlestown, 
N. &. 

Mr. Hinnenthal, who main- 
tains headquarters at 419 E. 
Plymouth Circle, in Minne- 
apolis, was formerly associ- 
ated with Janney, Semple, 
Hill & Co., Minneapolis 
wholesaler. He will handle 
the company’s line in Minne- 


sota, North Dakota, South 
Dakota and western Wis- 
consin. 





Reliable to Represent 
Jewel Ranges in Ohio 


Reliable Brands, Inc., 1026 
E. Third St., Dayton, Ohio, 
has been named to represent 
the Detroit-Michigan Stove 
Co., Detroit, Mich., in the 
Dayton area. 

Reliable Brands will han- 
dle Detroit Jewel ranges in 
Auglaize, Champaign, Clark, 
Clinton, Darke, Greene, Lo- 
gan, Mercer, Miami, Mont- 
gomery, Preble, Shelby and 
Warren Counties. 





Robco to Cover Midwest 
For Tony Accetta & Son 


Robco Associates, 2629 
Kipling Ave., Minneapolis, 
Minn., has been appointed 
to represent Tony Accetta & 
Son, Cleveland, Ohio. 

The Robco firm will handle 
Accetta fresh and salt water 
fishing equipment in Wiscon- 





Porter-Cable Appoints 
Five to Sales Posts 


Five men have been ap- 
pointed to new sales positions 
by the Porter-Cable Machine 
Co., Syracuse, N. Y. 

Eugene V. Allen has been 
named administrative assis- 
tant to the sales manager; 
Walter C. Coleman has been 
appointed to succeed Mr. 
Allen as sales representative 
for upper New York state; 
Robert E. Comstock has been 
named to succeed Mr. Cole- 
man as sales representative 
for Rhode Island and western 
Massachusetts. 


sin, Minnesota, Iowa, Ne- 
braska, North Dakota and 
South Dakota. 

Carl W. Wilke has been 


named field engineer for the 
Fast-central zone, and Pat- 
rick H. Delmonico has been 
appointed field engineer in 
central and western New 
York state. 


Pitegoff Bros. Moves 


Pitegoff Bros., Inc., New 
York, has moved to a new 
factory at 402 Qakland St.. 
Brooklyn, N. Y. The firm’s 
sales organization and its ex- 
port sales department will 
maintain headquarters at the 
new location. 
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WHAT'S BOOSTING 





7. DEPENDABLE QUALITY 


2. GENEROUS MARKUPS 
3. REASONABLE RETAIL PRICES 
4. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand. 


‘WHAT A COMBINATION FOR PROFITS! 














EASY 
PINKING SHEARS 


Removable hollow- 
ground precision 
steel blades, Duraluminum handles 
Lightweight, comfort-designed; sell 
the moment customers pick them up 


POULTRY SHEARS 
Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 
and meat with equal ease. Fast- 
moving gift item. 








3-PIECE 
SCISSOR SET 
5” sewing scis- 





POCKET KNIVES 


7” light trimmers, 
sors, 31/2” embroidery scissors, all 
three pieces nickelplated. Handsome 
genuine leather case. Great ‘‘woman 
appeal.”’ 


Sell them once and you'll never 
carry another brand! Fine steel and 
fine looks in patterns to suit every 
taste. 


The Saturday Evening 


POST 


nized 
Recog ee 


BOKER 
TREE QD BRAND 


Warr, CUTLERY wwe" 


fon oven * 





STEAK SET 
Hollow-ground blades of stainless 





steel. Pakkawood handles; serrated 
cutting edge. Women buy them on 
sight 


Ask your jobber to show you the 
BOKER TREE BRAND LINE 


Catalogs Avaiieble on Request 


H. BOKER & CO., 


ESTABLISHED 1837 
TO1 Duane Street 


INC. 
New York 7, N. Y. 
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American Mfg. Co. Adds 
Talbot to Sales Staff 


George <A. Talbot has 
joined the San Francisco, 
Calif., staff of the American 





GEORGE A. TALBOT 


Mfg. Co., Brooklyn, N. Y., 
cordage mill. 

Mr. Talbot will be respon- 
sible for the sale of soft fiber 
twines on the Pacific Coast 
and for rope, twine and 
marine oakum sales in Ore- 
gon and Washington. 

Before joining the Ameri- 
ean Mfg. Co., Mr. Talbot was 
sales manager of the Cali- 
fornia Cotton Mills. 


Blackstone Corp. Names 
Blum District Manager 


Samuel Blum has been ap- 
pointed district manager for 
the middle Atlantic territory 
of the Blackstone Corp., 
Jamestown, N. Y. 

In his new position, Mr. 
Blum will handle the distribu- 
tion of all Blackstone wash- 
ers, dryers and ironers. He 
will cover Baltimore, Wash- 
ington, Delaware, Virginia 
and Philadelphia, where he 
will make his headquarters. 


"Tynex' Trade-Mark 
Adopted by du Pont 


E. I. du Pont de Nemours 
& Co., Wilmington, Del., has 
adopted the trade-mark 
“Tynex” for its nylon mono- 
filament fishing lines. The 
step has been taken to aid 
consumers in distinguishing 
between the du Pont product 
and competitive materials to 
which the generic word nylon 
may be applied. 

The new trade-mark does 
net apply to the nylon textile 
fibers produced by du Pont 


122 


vheh ave used in braided 
fishing lines and in textile 
applications. 


Eckenberg Promoted To 
Manager by Cory Corp. 


Robert Eckenberg has been 
promoted to the post of ter- 
ritory manager for Cory 
Corp., Chicago, Ill. Mr. Eck- 
enberg’s territory comprises 
Kansas, Oklahoma and west- 
ern Missouri. 





ROBERT ECKENBERG 


In his new position, he will 
handle the sale of all Cory, 
Nicro and Fresh’nd-Aire 
products to Cory distributors 
and dealers in Kansas City 
and surrounding territories. 


News of the Trade 





Prior to his promotion, 
Mr. Eckenberg was assistant 
territory manager for Chi- 
cago and northern Illinois. 
Before joining Cory he was a 
<alesman for Albert Pick & 
Co., Chicago. 


National Presto Names 
Lansburg to Sales Post 


William Lansburg has 
been appointed assistant di- 
rector of sales for National 
Presto Industries, Eau 
Claire, Wis. He was _ previ- 
ously advertising manager 
for the firm. 

In his new position, Mr. 
Lansburg will assist Jules 
lederer, vice-president and 
director of sales, in over-all 
sales planning, field selling 
and other merchandising ac- 
tivities. 


Southern Screw Co. 
Plans Expansion 


The Southern Screw Co., 
Statesville, N. C., plans an 
expansion program calling 
for an investment of $2,000,- 
000 and requiring two to 
three years to complete. The 
program is expected to get 
under way at an early date, 
and plans include the con- 
struction of a new plant. 


Officers of Pacific Northwest Association 





At the recent annual convention of the Pacific North- 
west Hardware & Implement Association, held in Port- 
land, Ore., are, from left to right, retiring president, John 
D. Spaan, Lynden, Wash.: newly elected president, Wil- 


liam N. Delschmeider, The 


Dallas, Ore., and Malcolm 


Smith, secretary. Named as directors were L. H. Mott, 


Moses Lake Hardware Co., 


Moses Lake, Wash.; Art 


Herrold, Albany, Ore.; L. B. Judd, Judd Hardware Co., 
Grand View, Wash.; Earl Geisler, Vancouver, Wash., and 
Lloyd Farmer, Farmer Hardware Co., Mansfield, Wash. 
Fred L. Hecker, Spokane, Wash., was elected vice-presi- 
dent by the board, and Clifford E. Cornutt, Hillsboro, 


Ore., was continued as national director. 


Landers, Frary & Clark 
Appoints Orpen Manager 


J. H. Orpen has been ap- 
pointed district manager in 
the northern California area 





Home 


for the Cleaning 
Equipment Div. of Landers, 
Frary & Clark, New Britain, 
Conn. 

Mr. Orpen was formerly 
district sales manager for the 
Mercury Appliance Stores on 
the West Coast. 


Four Skil Corp. Offices 
Move to New Locations 

Skil Corp., Chicago, Ill. 
has announced address 
changes for four of its 
branch offices. All are mov- 
ing to new, modern buildings 
with improved sales and ser- 
vice facilities. 

The four offices and their 
new locations are: New York 
branch to 2800 Park Ave.; 
Baltimore, Md., branch to 
2323 Greenmount Ave.; Port- 
land, Ore., branch to 5616 
N. E. Glisen St., and Indian- 
apolis, Ind., branch to 1620 
E. Riverside Dr. 


Metaloid Co. Opens New 
Factory in Cleveland 


The Metaloid Co., Cleve- 
land, Ohio, has expanded its 
facilities by the occupancy 
of a new million-dollar fac- 
tory at 8701 Union Ave. The 
new building is situated on 
four acres of land. 

Metaloid, manufacturer of 
kitchen step stools, utility 
tables and stove mats, will 
be able to develop its prod- 
ucts from the raw materia! 
to the finished merchandise 
in the new factery. 
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George E. Hopf, Sr. 


George E. Hopf, Sr., died 
‘ov. 1, in Abington Hospital, 
\bington, Pa., following an 


\ 





GEORGE E. HOPF, SR. 


operation. Mr. Hopf had been 
associated with B&N Wax- 
verg, New York. 

Mr. Hopf began his hard- 
ware career with HARDWARE 
\GE, 40 years ago, in the ad- 
vertising department. He 
Jater joined Henry Disston & 
Sons, Inc., as assistant adver- 
tising manager. He served 


for 28 years in various ca- 
pacities with Disston, includ- 


ing sales manager of the 
hardware department. He 
Was appointed marketing 


manager for distribution of 
all Disston products in 1951. 

In late 1952 he joined the 
Waxberg firm. 


Herman De Young 


Herman De Young, 41, co- 
owner of the De Young Hard- 
ware & Supply Co., Grand- 
ville, Mich., died suddenly of 
a heart condition on Oct. 6. 

Mr. De Young began work- 
ing for the late Jack De 
Young at De Young’s Hard- 
ware at the age of 16 and 
has been with the firm for 
the past 25 years. His part- 
ner in the business at the 
time of his death was Miss 
Hattie De Young. 

Mr. De Young was a mem- 
ber of the Michigan Retail 
Hardware Association and 
the Grandville Business As- 
sociation. 


Survivors include his 


News of the Trade 





widow, four children, his 
mother and four sisters. 


Claiborne R. Watkins 


Claiborne R. Watkins, 67, 
president of the Watkins- 
Cottrell Co., Richmond, Va., 
wholesaler, died Oct. 18. 

Mr. Watkins was also a 





CLAIBORNE R. WATKINS 


past member of the board of 
directors of the National 
Wholesale Hardware Asso- 
ciation and a past vice-presi- 
dent of the Richmond Cham- 
ber of Commerce, 

Previous to 1936, Mr. Wat- 
kins was vice-president of 
Watkins-Cottrell and at that 
time he was elected president 
of the company, a position 
he held until his death. 





Red Head Brand Co. 
Purchases Congo Div. 


The Red Head Brand Co., 
Chicago, IIll., has purchased 
the Congo Headwear Div. of 
the Brearley Co., Rockford, 
Ill., including patents, trade- 
marks, machinery and_in- 
entors 

The Red Head Brand Co. 
manufactures hunting and 
fishing eclothing and acces- 
sories. The new equipment 
has already been moved to 
the Red Head plant and is 
being set up for production. 


Chambers Names Sales 
Heads; Plan Expansion 


Robert K. Chambers has 
been named manager of out- 
side sales and Albert T. 
Chambers has been appoint- 
ed manager of inside sales 
of Chambers Bros., Philadel- 
phia, Pa., wholesaler. 

The firm, which recently 
purchased a new delivery 
truck, is planning to extend 
its showroom to 65x40 ft. 
with a complete blue print 





room and sample and _ lock 


room where more than 100 
different locks can be on 
display. 


Holt Heads Los Angeles 
Office for Kirsch Co. 


John W. Holt has been 
named to manage the Los 
Angeles, Calif., branch office 
of the Kirsch Co., Sturgis, 
Mich., it was announced by 
L. D. Ford, vice-president in 
charge of sales for Kirsch. 

Prior to joining Kirsch, 
Mr. Holt had been an assis- 
tant sales manager for the 
Zellerbach Paper Co., Oak- 
land, Calif. 





Bancroft Salesmen Meet 
In New York, Chicago 


The 1954 tennis and base- 
ball bat lines of the Bancroft 
Sporting Goods Co., Paw- 
tucket, R. I., were shown to 
the company’s representa- 
tives at New York City and 
Chicago sales meetings held 
recently. 
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Attending the New York 
meeting held by Sam Doak, 
Bancroft sales manager, 
were: James Capolino, Phila- 
delphia, Pa.; Jack Staton, 
Atlanta, Ga.; William Hyde, 


New York; William Wauga-, 


man, Pittsburgh, Pa. 

Attending the Chicago 
meeting were: R. L. Olson, 
Columbus, Ohio; E. J. Fed- 
erighe, Chicago; J. Jones, 
Dallas, Tex.; FE. P. Juneman, 
Chicago. 

Keynote of hoth meetings 
was to show the dealer “How 
to Sell Higher Priced Rack- 


ets and Bats.” Retail mer- 
ehandising ideas were also 
exchanged. 


Distributor Has New 
Name and Ownership 

The Standard Column Co., 
Inc., Rochester, N. Y., dis- 
tributor, has changed its 
name and ownership. The 
company’s new name is the 
Standard Hardware Supply 
Co. and it was recently pur- 
chased by Linsley J. Fischer 
and Hillard A. Sutin. 


Max Gerber 

Max Gerber, president of 
Gerber Plumbing Fixtures, 
Chicago, Ill., died Nov. 1 of 
a heart attack. 

Mr. Gerber started his 
business career in 1929 with 
retail store and in 
1932 began to manufacture 
vitreous china fixtures in 
Kokomo, Ind. At the time of 
his death, his organization 
had six factories, sales offices 
in principal cities through- 
out the country, and a na- 
tional and international sales 
and wholesale organization. 

Survivors include 
widow, a son, daughter, four 
sisters and a brother. 


a small 


his 


John W. Weiss 


John W. Weiss, 50, of 
Evanston, Ill.,a former presi 
dent of the Chicago Retail 
Hardware Association, died 
Oct. 20. 

Mr. Weiss was the owner 


of the John Weiss Hardware 
Co., an Ace Store, 1910 Cen- 
tral St., Evanston. He served 
as president of the Chicago 
hardware group during 
1948-49. 
Surviving 


are his widow 


and a son. 


Molly Corp. Moves To 
New Reading, Pa., Plant 

The Molly Corp., Reading, 
Pa., has moved into a new 
plant located at Temple in 
the Greater Reading area 
The new plant affords three 
times the space of the pre 
vious one. 

The new plant is a one- 
storv brick structure contain 
ing 27,000 sq. ft. of space 
and is completely air-con- 
ditioned. 


Williams & Co. Plans 
Warehouse in Georgia 


J. H. Williams & Co., Buf- 
falo, N. Y., has decided to 
establish a warehouse in At- 
lanta, Ga., for its industrial 
and automotive wrenches and 
tools. 

The warehouse will be lo- 
cated at 1855 Chesire Bridge 
Rd., N. E., on Buford High- 
way, and will service distrib- 
utors and their customers 
throughout the entire south- 
ern area. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
dollars, more discount houses open- 
ing up. 

More than 56 pct of the surveyed 
merchants planned to launch their 
Christmas promotions on or before 
Nov. 16. 


The survey showed that 70 pct 








» 


Holiday Predictions 


If you are looking for a guide 
on sales volume between now 
and Dec. 25 here are some figures 
from the A.N.P.A. survey among 
retail stores, including hardware 
dealers. 

Out of 82 stores, 61 pct ex- 
pect an increase in Christmas 
business, 29 pct foresee no ap- 
preciable change, and 9 pct ex- 
pect a decline of 1 to 19 pct un- 
der last year’s volume. 

Of the stores expecting an in- 
crease, 18 pct predict the gain 
will be from 2 to 5 pet, 42 pct 
expect a 5 pct rise and 24 pct an- 
ticipate a gain of 10 pct. 

_— { 


™ 








of the stores will spend 85 pct or 
more of their promotional dollars in 
newspapers. 





September Hardware 
Sales Were Higher 


Retail hardware store sales in 
September were estimated on an 
unadjusted basis at $232 million 
—$4 million higher than in Au- 
gust and $8 million higher than 
in September, 1952. 

The Dept. of Commerce esti- 
mates show total sales for the 
first nine months of this year as 
$1,914 million, as compared with 
$1,886 million in the like period 
of 1952. 

The unadjusted estimates for 
the past three years follow: 


(millions of dollars) 
1953 1952 =1951 





ae 166 166 192 
February .... 167 170 182 
ee 200 190 211 
re 219 229 231 
pee 234 244 248 
ae 232 233 236 
| ESE 236 214 214 
Aumeeet tok. 228 216 224 
September ... 232 224 226 
1,914 1,886 1,964 
re 233 245 
November. ....... 219 236 
December ........ 290 291 
2,628 2,736 











Half-Rate Cooperative Advertising Program 
Offered All Revere Dealers, As Holiday Spur 


Retailers of Revere Ware, re- 
gardless of their sales volume, have 
been offered the opportunity to par- 
ticipate in a half-rate, cooperative 
advertising promotion, planned to 
boost Christmas sales. 

Letters have been mailed to all 
known retailers of the Revere Cop- 
per & Brass, Inc. line inviting their 
participation in the program which 
will be used throughout the United 
States and Canada. 

Terms of the program state that 
Revere, upon receipt of a signed 
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cooperative advertising agreement, 
will reimburse any dealer for 50 
pet of the space cost of all news- 
paper advertisements devoted ex- 
clusively to Revere Ware up to 
one full page, or its equivalent, a 
month. 

“We regard the new cooperative 
advertising program as a merchan- 
dising step that is consistent with 
our established policy of giving all 
our retailers, regardless of size, the 
same promotional support and thus 
create equal sales opportunity,” 


James M. Kennedy, Board Chair- 
man and Chief Executive Officer 
of Revere, declared. 

“It is available to any retailer 
engaged in the lawful sale of Rever: 
Ware,” Mr. Kennedy continued 
“We are hopeful, of course, that 
our customers will time their par- 
ticipation in the program to i: 
crease their sales during the year- 
end holiday season.” 


instalment Credit 
Down in September 


Your customers worked them- 
selves a bit out of debt on instal- 
ment buying aside from automo- 
biles during September, the Federal 
Reserve System reports. 

Total instalment credit as of Sept. 
30 for consumer goods other than 
automobiles amounted to $5,305,- 
000,000. That was $9 million less 
than at the start of the month, $130 
million more than in September, 
1952. 

Charge accounts as of Sept. 30 
amounted to $2,711,000,000, a gain 
of $41 million during the month. 
The gain is attributed to depart- 
ment store accounts, while other re- 
tail outlets showed no change. 

Of the total amount of consumer 
instalment credit outstanding on 
Sept. 30, retail outlets carried $2,- 
993,000,000 or a gain of $4 million 
during the month, sales finance com- 
panies carried $6,005,000,000 or a 
gain of $81 million, while commer- 
cial banks carried $8,803,000,000 
or a gain of $2 million. 


Cooling Industry May 
Hit Billion Dollar Mark 


Sales of commercial refrigeration 
equipment and air conditioning will 
pass the billion dollar market this 
year, the first time in the industry’s 
history, said George S. Jones, Jr., 
managing director of the Air Con- 
ditioning and Refrigeration Insti- 
tute. 

Mr. Jones said sales, including 
home refrigerators and farm and 
home freezers, will total $1.15 bil- 
lion, a rise of $175 million over 
1952. 

Industry figures reveal, he re- 
ported, that before the end of 1953 
more than one million room air con- 
ditioners and 70,000 store air con- 
ditioners will have been sold. 
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1 Chair- 
' sais * * -HOFFMANN 
Officer Poor Selections Foil IVA EX | [ | ee ll 
. 
a New York Shoppers 
f Revers Inadequate selection of merchan- ——s - ahaa 
cnegei _ account es 56 pet 3 oe 4 ...for your eealinaiia a pr Ea 
, at sales” among shoppers in New York | 
eir par- City stores along Fifth Ave. $1795 to $3495 
to in- The figure comes from a survey | (slightly higher west and south) } 
ne year- conducted by New York Univer- , 
sity’s school of retailing which A, Bow? Carbecite Gragiore- 
showed that of 4,475 shoppers in- 
terviewed 61 pct said they left 8 
stores without buying two-fifths of 
the articles they intended to buy. | °° ]=ae 
them- Other reasons for “no sales” were 
. instal- “poor service,” “prices too high for 
automo- values offered” and “merchandise | 
Federal out of stock.” | TRIPOD WHEEL 
| MODELS MODELS 
of Sept. 
ee Manufacturers to Boost 
a = 
$5,305,- Advertising Budgets 
ion less Advertising is a powerful weapon 
ch, $130 in meeting rising buyer resistance 
tember, and manufacturers are making ex- 
tensive use of this sales tool, a sur- 
ept. 30 vey recently conducted by the Na- 
a gain tional Industrial Conference Board Big 22”-diameter heavy-gauge stamped steel bowl, 6” deep; stands at table 
month. shows. height for working comfort @ Heavy nickel-plated wire grill with 3/4” spaced 
depart- Advertising expenditures of half pe ihe at be re a _— — of —— surface . 
her re- the 155 companies cooperating in Deluxe mo els have eavy nickel-plated grid rest rac ets witl t lelie “scans 
the study are higher for 1953 than stops for positive three-level manual control of grill with 4 inches of travel; 
” y Ws no moving parts to clog, rust, or jam @ Sturdy 24” nickel-plated spit with 
nsumer fora year ago, while for most other U-shaped tines; has positive 4-position rotary locking device. Spit supports 
ng on companies expenditures are about permit 3-level adjustment as desired. TRIPOD MODELS (No. 1800 Standard 
ed $2,- the same. Budgets for 1954 will be No. 2200 Deluxe) feature sturdy steel collapsible tripod with decorator-black 
million higher than in 1953, about 70 pct of wrought-iron finish. Fire bow] lifts off easily for carrying and storage. WHEEL 
-e coOM- the companies reported. MODELS (No. 2500 Standard, No. 2900 Deluxe) feature strong, weather- 
0 ora proof tubular aluminum handle and leg frames ...\arge rubber-tired wheels 
mmer- Westingh Red and full axle; handy triangular service shelf of sturdy steel with smooth baked- 
estingnouse Reauces enamel finish. 
100,000 
) Prices on Two Models 
Westinghouse Electric Cor BARBECUE WAGONS 
M ‘ P-» No. 3500 DELUXE: Overall size: 20” wide x 
Mansfield, Ohio, reduced suggested 48” long x 29-1/2’ high e Heavy-gauge 
retail prices on two laundry appli- steel construction; baked ‘Samoan Green’ 
e A enamel finish e Remorable 5-position firebox 
» ances earlier this month. ° Pull- -out ash catcher e aie: nickel-plated 
ration The electric appliance division oa” olabeheedl ane an td ye ced 
Ye will suggests model LS-7 Laundromat — — rotary locking ee 
° i * 3-level adjustment @ 1-1/2-qt. covere ish 
t this retail at $199.95, down $50, and e@ Hinged shelf for windbreak or table service 
istrv’s model DS-7 clothes dryer retail at e@ Big 360-sq. in. work table surface @ 31” 
° S x 17” lower service shelf e Aluminum towel 
Ss, df., $169.95, down $30. bar e Chef-Shelf, with salt and pepper 
. : - = shakers and basting jars; also holds 4 bar- 
r Con- Full dealer protection IS eX becue toolse Tubular aluminum leg frame 
Insti- tended, the company announced. with large rubber tired wheels. No. 3000 
STANDARD: Same as above except does not 
include towel bar, windbreak shelf and 
uding c , Chef Shelf. 
rosley Is Licensed 
n and To ow Color Tubes | e SEE YOUR JOBBER 
5 bil- = . : _ 
over Crosley Radio and Television Di- | | S || prips ||P ‘ a 
vision of Aveo Manufacturing Corp. : 
e re- announces it has become the first a 
1953 television manufacturer licensed to 
r con- produce the Cromatron, or Law- Mts t I 79 
* con- rence color tube for large screen 
rectangular color TV pictures. 1827-53 WEST WEBSTER lan : adlcring 14, pat 
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SALES APPEAL 


Colorful . . . attractive . . . practical 


. AMALITE tool kits have inter- 
changeable, magnetized blades that 
will pick up screws, pins and other 
metal objects. The eye-catching red 
vinyl kits and metal-edge Self Display 
Box makes them fast-movers across any 
display counter. 






SET vo Packed 
oY, 12 toa B 
tab yg Levee 


TEN 


1884 PITKIN AVENUE, BROOKLYN 12, N.Y. 


ARTIC Bes 


Better PIPE — 





PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout .. . built te give 
years of good service. 

“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated bedy 
and a replaceable hardened steel nut te 
take up the wear and thrust of handle screw. 
Used either as l-wheel (with 2 rollers) or 
3-wheel (for close quarters). 

“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 

steel properly heat treated. They 
write t cut rapidly and easily, hold their 

Cat keen edge. 


ARMSTRONG BROS. TOOL CO. 


The Teel Holder People’ 
5214 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 
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Retailers Slower in Discounting Invoices; 
Hardware Group Has Second Best Record 


The number of retailers dis- 
counting or paying their trade in- 
voices when due declined in August 
as compared to August a year ago. 
Hardware dealers were above the 
general average. 

In August, 80.8 pct of retailers 
were discounting their invoices ac- 
cording to a survey of the National 
Association of Credit Men. In May, 
invoices were discounted by 81.4 
pet of all retailers; in August, 1952, 
by 83.5 pet. 

Hardware dealers showed the 
second highest percentage of groups 
in discounting invoices. 

Wholesalers showed a slight de- 
cline, from 84.9 pct in August, 1952, 
to 84.8 pct in August, 1953. 

Following are figures from 24 
cities on the percentage of dealers 
discounting or paying invoices when 
due: 


Percent of deolers 
discounting 
paying when due 


Aug. May Aug. 
1953 1953 952 


Atlanta 84.4 87.5 75.6 
Baltimore 86.6 83.2 853 
Boston 80.6 74.2 766 
Cleveland 83.7 83.4 85.5 
Dallas 79.9 868 93.8 
Denver 81.0 83.7 863 
Detroit 82.0 81.2 89.6 
Houston 86.0 846 889 
Kansas City 84.0 86.1 89.0 
Los Angeles 81.0 81.3 85.4 
Louisville 82.0 90.3 89.2 
Memphis 89.0 91.3 849 
Minneapolis 72.2, 81.9 78.0 
Newark 77.9 73.4 83.0 
Omaha 83.8 82.1 88.7 
Pittsburgh 77.30 76.8 79.2 
Portland 84.4 82.8 80.) 
Richmond 79.3 745 75.0 
St. Louis 81.3 80.7 86.9 
Salt Lake City 65.6 80.7 82.2 
San Francisco 82.0 79.4 77.3 
Seattle . 72.9 76.3 8i.! 
Sioux City 80.7 8I.I 

Wichita 81.5 89.8 860 








New Pamphlet Lists 
Cap Screw Standard 

The latest American standard for 
“Hexagon Head and Slotted Head 
Cap Screws” are published in a 
pamphlet of that title. Copies are 
available, without charge, from the 
United States Cap Screw Service 
Bureau, 53 Park Place, New York 
1, Ms Es 


Aluminum Screening 
For 55 Million Windows 
Enough aluminum insect screen- 
ing has been woven to protect more 
than 55 million average size resi- 
dential windows the Aluminum Co. 
of America, Pittsburgh, Pa., figured 
out in dramatizing the fact that 
266 billion feet of Alcoa Alclad wire 
has been woven into wire screening. 


TV Industry Is Urged 
To Improve Practices 

Television sales practices were 
scored at a recent meeting of Gen- 
eral Electric dealers, and the indus- 
try was urged to follow good mer- 
chandising principles. 

Pride of ownership in better 
products, not price alone, causes 
people to buy, Paul H. Leslie, GE 
television sales manager, told the 
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350 dealers meeting in Detroit. 

Another $100 price reduction, he 
contended, would have no appreci- 
able influence in hastening TV 
saturation above the present 80 
pet mark in the established mar- 
kets. 

Price cutting now is used to ob- 
tain competitive advantage, he 
charged, and this motive is not in 
line with the normal, healthy eco- 
nomic development of industry. 

Automobiles, watches and appli- 
ances were cited as industries that 
produce better products, at higher 
prices, to obsolete existing equip- 
ment and persuade owners to re- 
place the old with a new, better 
model. 


Manufacturers Report 
More Cleaners Sold 


Household vacuum cleaner fac- 
tory sales in September were 227,- 
253 units, against 188,536 units 
in August, a gain of 20.5 pct, and 
237,541 units in September, 1952, 
a decline of 4.3 pet. 

For the first nine months of 1953, 
factory sales, the Vacuum Cleaner 
Manufacturers’ Association report- 
ed, were 2,121,373 units compared 
o 2,046,000 units for the first nine 
1952 months, an increase of 3.7 pct. 
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Spending for Defense 
Reaching Its Zenith 
National prosperity, in the light 
of defense spending and income tax 
,eduction, is one of the keenest 
problems currently before business 
men, and here are statements from 
three individuals indicating that 
the critical months are ahead. 
From the Pentagon comes state- 
nents that defense spending is 
near its peak, may soon drop off. 
“At or near the peak” is the way 
Charles E. Wilson, secretary of de- 
fense, puts it, as to his opinion of 
the total defense expenditure now 
the $4 billion a month level. Medel $6 25 
Chiles euaeunt ta the > Deluxe multiSting Combination 2 FULL APPROVAL OF SAFETY AUTHORITIES 
fense effort has been cut by 125,- ee ATTRACTIVE DISCOUNTS 
000 since Jan. 31, Mr. Wilson ex- With SAFGARD Electric Fence Controllers—you can 
plained, and there may be reduc- ) meet the need of every farmer. The five models include 
. ann P high-line models, battery models and combination 
tions in military personnel which units. All have the approval of Wisconsin Industrial 
has been at the 3% million level Commission, and the National Electric Safety Code 
‘ = All are made to the high standard of quality for which 
for nine months. SAFGARD electrical equipment has been famous for 
Peak of defense spending wil ee STAIGIEG Coneclon eae, Oe tn too 
come next month, reports W. J. Mc- 
Neil, Assistant Secretary of De- 
fense, and the downswing starting 
in December will be gradual. 
Expansion of consumer spending 
will be needed if defense spending 
levels off or declines, in the opinion 
of Leon Keyserling, former chief 
economic adviser to ex-President 
Harry S. Truman. The 
Let scheduled income tax reduc- 
tions go through, he advises, and if 
a general recession is “imminent” 
then further lighten the tax burden 
“especially on the low income 
groups” to stimulate consumption. 


These NEW SAFGARD 


Electric Fence Controllers 





have everything 
you have 
always wanted 


aU lid By Tesh 






] EXTRA STOPPING 
POWER 


FIVE MODELS 
to meet every need 


POPULAR PRICES 
from $12.95 to $25.95 


3 
4 EXCLUSIVE THREE-YEAR REPLACEMENT GUARANTEE 
5 
6 






Model SG 10 
Special Battery 
Suggested List $12.95 





CT 7/7 49/4 GRAND SHEET METAL PRODUCTS COMPANY 
DIVISION 2055 RUBY STREET MELROSE PARK, ILLINOIS 








Employment Is Key | i a “ 

To Sound Mortgage thin « | threading 
Employment security of home Ser a , 

owners is a better guarantee of iO time 600% 

housing mortgages than the amount Mast . 4 


of down payment, Earl B. Schwulst, 
head of Bowery Savings Bank, New 





HE greatest asset your store has is For facts that prove the "Pipe 





York, contends. a your sclling a The ee Master Pi oo you 9 
. . : " Master” can cut the amount of time see your friendly Oster Whole- 
Mr. Schwulst said the down pay- pipe threading takes away from your saler, or write us for a free, 
ment is important, but the contin- selling time by 600%. fully illustrated booklet 
ued high level of employment of Facts prove that to cut-off, ream, aad — — —- —- —- — —- — — — — > 
7 | thread a 2” pipe by hand takes 7% min- J 
persons who own homes is a better utes, The Oster “Pipe Master” does it , THE @oqgas) MANUFACTURING CO. 
dune in about 1 minute—saving over 6 min- 2 Sect 
guarantee of the soundness of the utes. Time saved on other sizes down Se ey epee ay Smee 
mortgages on their homes. to %” is proportionate. Those minutes Send me full facts on the Oster “Pipe Master 
Sa can be spent getting customers closer 
If Mr. Schwulst’s thesis is adopt- to the cash register. i ies ee 
ed, down payments might be low- The Oster “Pipe Master” is a rugged, |< 
> : : i versatile machine. It’s easy to operate om pany —_—____________— 
red thus stimulating hoine owner and easy to move. And its price is right. — | 
ship, creating new markets and p Address —_________— 





making more cash available for 1893 * CELEBRATING 60 Years Leadership in the Threading Industry * 1953 
other things. | 
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Department Store Sales Off in Late October; 
Sales for 10 Months 2% Over 1952 Period 


Sales by the nation’s depart- 
ment stores for the week ended 
Oct. 31 dropped 2 pct under year- 
ago levels, reperts the Federal 
Reserve Board. 

Sales from Jan. 1 through Oct. 
31, however, were 2 pct greater 
than in the like 1952 period. 

Philadelphia area stores were 
hardest hit: sales fell 11 pct. The 
largest sales gain occurred in the 
Dallas district, where dealer vol- 
ume rose 9 pct. Cleveland, Kansas 
City and Atlanta reported no 
change. 

Percentage changes from last 
year in department store sales by 
cities follow: 


Weeks Ended 
Oct. 31. Oct. 24. 


Akron eeeue _—7 —?9 
WME, ccceveces : — | — 6 
Augusta, Ga. ..... , .. —22 —34 
a reer ree —I4 —-9 
Birmingham ........... ; .—4 —13 
Boston (C) — 8 —10 
Buffalo +7 —Ii* 
Chicago + 5 —2 
Cincinnati sees + 2 —6 
Cleveland (C) a 0 —i! 
Columbus, Ohio ......... ._ +5 —7 
DE, s\senoneienvebaceneres cae ae —!9 
Denver dianeeeae —6 + 4 
ee ee ine a | —Il 
Duluth-Superior (C) +5 0 
Erie _ +2 —I2 


Fort Worth 0 —I5 
Houston +4 aid 
Indianapolis + | —8 
Jacksonville — 8 —2I 
Kansas City (C) + 2 —10 
Little Rock +9 —7 
Los Angeles area —7 —9 
Los Angeles downtown —6 —7 
Los Angeles Westside ... oo 2 —2 
Louisville —4 —li 
Memphis + 5 —13 
NE ascas talieteakeimetes a — | + 10° 
Milwaukee ... - + 3 — 8 
Minneapolis + 3 —6 
Nashville i ; t +10 
Newark (C) , ; —6 —!2 
New Orleans nr . +16 + 2 
New York City (C) ..... -—?9 —9 
Oakland, Calif. . —6 —6 
Oklahoma City ; —3 + 7* 
Philadelphia (C) .. —I! — 8° 
Pittsburgh (C) .. aa —2 —I8 
Portland, Ore. : —!! —3 
Providence (C) ‘ ; 5 —!0 —7 
Rochester 5 ‘ : +2 + I° 
Salt Lake City .. —!! —2 
San Antonio 7 +16 +6 
San Diego .. —Il6 —6 
San Francisco —6 —!0 
Seattle —I! —4 
Spokane , —18 +12 
Springfield, Mass. (C) + 4 —7 
Wy N owseicesiexs Sree t —8 
. Come ... overs + 2 —l! 
Syracuse . ; — | —1!2 
ee ° + |! —Il 
Tulsa Sa errs +4 —!I! 
Washington ...... eters —ll —13 
re + 3 —l0 


*Revised. { Unreported. 
(C) Cities: Those not marked (C) are metro- 
politan districts. 


Million or More Non-Farm Home Units to Rise 
Next Year, Survey Indicates; 7% Decrease 


More than 1,000,000 non-farm 
dwelling units will be built next 
year, a decline of about 7 pct from 
the expected 1953 dollar volume fig- 
ure, so Thomas S. Holden, vice- 
chairman of the F. W. Dodge Corp., 
of New York City, reported follow- 
ing a recent survey conducted 
among 138 economists. 

The nation’s total output of 
goods and services was estimated 
to show a decline of 5 pct or less 
as compared with 1953. However, 
19 economists estimate 1954 will 
be a bigger year than 1953, while 41 
expect a fairly severe drop. 

The majority opinion was that 
1954 would be the nation’s second 
biggest business year, with a mod- 
erate decline in construction ac- 
tivity and about an 8 pct drop in 
dollar volume of government spend- 
ing. 

Higher hourly wage rates are ex- 
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pected, although a decline in over- 
time is expected along with a mod- 
erate decline in prices. 

The survey showed that 1953 is a 
somewhat better year than econo- 
mists had expected. Gross national 
production this year is expected to 
be about 7 pct over that for last 
vear. Economists had expected a 
decline of 1 pet for the year. 

Opinions of business activity 
were obtained from 49 economists 
in business organizations, 41 in col- 
leges, 28 in financial organizations, 
4 in government plus 16 business 
consultants. 


Carloadings Down 
Carloadings in the week ended 
Oct. 31 fell 9.4 pet below the same 
week last year and 2.9 pct below the 
preceding week of 1953, reports the 
Association of American Railroads. 


Retail Stores Report 
Sales Up in October 

October retail sales bounced 
about 6 pct over September and 
gained about 1 pct over the same 
1952 period, reports the U. S. Dept. 
of Commerce. 

The department’s estimate is 
based on reports from a new na- 
tional panel of retail stores which 
agreed to furnish early sales re- 
ports to the Census Bureau as part 
of the department’s effort to speed 
up reporting of business conditions. 

These preliminary estimates are 
not adjusted for seasonal factors, 
number of business days or for 
price changes. No actual dollar to- 
tals were given for October, only 
percentage changes. 

The department reported latest 
estimates indicated total September 
retail sales were $14.16 billion, vir- 
tually unchanged from August. A 
6 pet October gain would indicate 
sales of about $15.01 billion. 

Large October increases were re- 
ported primarily by food retailers, 
clothing stores, and general mer- 
chandise and department stores. 
Smallest increases were reported by 
the automotive group, 1 pct. 


N.A.M. President Raps 
Recession Forecasts 

Charles R. Sligh, president of the 
National Association of Manufac- 
turers, lashes out at what he terms 
fear of a mythical recession. There 
is no basis for such fears, he con- 
tends. 

Addressing 2 business group, Mr. 
Sligh said business slumps will be 
felt individually by companies and 
areas, but “as long as they come one 
at a time it will not be any blow to 
our economy and the adjustments 
will be good for those hit.” 

Mr. Sligh said the nation has 
lived in the atmosphere of a sellers’ 
market so long that some persons 
tend to forget that “this nation did 
not grow great this way—but by 
competition.” 

The N. A. M. chief charged many 
economists, labor leaders and mar 
ket analysts have been preaching 
depression for many years, but that 
it has not yet happened. He added 
that many newspaper headlines are 


often pessimistic without regard to 


facts. 
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*HOUSE PAINTS 
$2.50 & $1.50 gal. 
*ENAMELS 
$2.35 gal. 


Richard's Heat Resisting 
ALUMINUM $1.50 gai. 
*NOTE: Prices quoted are deliv- 
ered prices for zone | (within 200 

miles of Cleveland, O.) 


Attention Salesmen: A few choice 
territories still available. 


DIVISION OF 


TOBIAS PAINT Mfg. Co. 


3302 BAST B7Um ot. 
fo. et VEL AN OO ge Oo 8 1.@ 













"MANY OF OUR APPLICATORS 
USE THE AJRROW GUN TACKER” 


says the BALDWIN HILL COMPANY, 
Manufacturers of Insulation. 


g 


CEILING TILE 
INSULATION 
BUILDING PAPER 
BATT WOOL 
FOIL 

CANVAS 
ROOFING FELT 
UNDERDECKING 
SHINGLES 
SIDING 
CORNERITE 


S Jreow FASTENER [0..]/Nc. 


. J ONE JUNIUS STREET, BROOKLYN 12, N Y 
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Write prices clearly— 
win customer confidence 


4 


Price-mark with 






: Si/ats0e//. 
‘METAL MARKERS 


Bold, eye-arresting prices go on easy 

come off with a damp cloth. No 
surface is too slick for Blaisdell 
Markers. They’re quick-pointing 
with no fuss. Ask for 792-T’ Thin 
Black or 795-T Thick Black at your 
dealer. Or write for sample naming 


this magazine. 


BLAISDELL PENCIL CO., BETHAYRES, PA. 


WRITE FOR CATALOG No. NH 


W. C. HELLER & CO. 
MONTPELIER, OHIO 





more work 
with 
less fatigue 





Users say —‘‘Save 
plenty of time and 
effort.’? Give your 
customers this high standard of 
snips performance...contact your 
wholesaler, or write, wire or phone 


today! 






always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 


for money making ideas 








LOCK-EASE * 
Graphited LOCK FLUID 


For year-round lock main- 
tenance and best protection 
against sticking — rust — 
freezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 
your jobber. 


American Grease Stick Co. AGs 


Muskegon, Michigan 





PRODUCTS 


aus? Stainless DOOR-FASE Stick 


Lubricant in two sizes, 15¢ and 
39; AMERICAN ODripless Oil in 
a 4-oz. oiler, 29c 
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Toy Industry Nearing 
Record-Breaking Season 

Here is how the 1953 Christmas 
toy situation is shaping up: 

Santa’s toy pack is the biggest in 
history, over $450 million at the 
manufacturer’s level, about 10 pct 
ahead of 1952. 

Prices, about the same or lower 
than last year. 

Many additional play features 
added, reflecting do - it - yourself 
trend. 

This report comes from. the 
American Toy _ Institute which 
points out that today there are 65 
pet more children under five years 
of age than in 1940, that the toy- 
using population has reached an 
all-time high of 45 million. 

Toy kits of handyman tools are 
in good demand. So are toys of 
the help-for-parents type. 


Sales of Sears, Wards 
Were Down in October 


Sales of the nation’s two biggest 
mail order houses, Sears Roebuck & 
Co. and Montgomery Ward & Co., 
showed a big percentage drop in 
October. 

Sears’ October sales were down 
7.8 pet from a year ago—the big- 
gest drop since January, 1952. 
Ward’s volume was off 15.5 pet— 
the sharpest decline since March, 
1952. 

The stores blamed it on the 
weather. “Unseasonably warm 
weather” was a major reason for 
the poor showing: it was claimed, 
holding back sales of winter cloth- 
ing and other seasonal goods. 


Fair Trade Essential 
For Expanding Economy 


Enforcement of fair trade prac- 
tices and laws is essential in build- 
ing a flexibie, expanding economy 
with room for medium and small 
business as well as big business, 
John A. McGuire, author of the Mc- 
Guire act, and special Washington 
representative of the National As- 
sociation of Retail Druggists, con- 
tends. 

Fair trade rules, he said, are 
aimed at curbing “unbridled, jungle 
competition.” He described dis- 
count houses as “parasites of dis- 


tribution feeding on merchandisin; 
efforts of established retailers.” 


Fair trade, he said, is not just « 


matter of how trade-marked prod 
ucts are to be priced in a brand- 
name economy for that would be a 
rigid monolithic economy. Com- 
petition, he said, must be based on 


true merchandising skill where the 


little fellow has a chance equal 1 
the big. 





Rep. Mason Promises 
Makers’ Excise Tax Bill 


Hold everything. A national man- 
ufacturers’ excise tax looms on the 
horizon again, and not at the 3 
pet level. 

Rep. Noah Mason (R), IIl., said 
he plans to sponsor a flat 5 pct 
national manufacturers’ excise ta. 
on “all articles except food and 
medicine” in Congress next year. 

Representative Mason, member 
of the House Ways & Means Com- 
mittee, said his bill will include re- 
peal of all federal excise taxes ex- 
cept those on liquor and tobacco. 


Aluminum Fabricators 
Reduce Operations 


The aluminum fabricating in 
dustry, a bellweather of durabl: 
goods production and of consume) 
sales since it operates on the basis 
of end-product demand, has reduced 
operations. 

Fabricators report that supply 
of aluminum items has eased con- 
siderably from the tight market 
situation of recent months. Part of 
the demand slow-up, they reported, 
is the result of unseasonably warm 
weather that has caused a decline 
in orders for aluminum storm win 
dows and doors. 


Wholesale Volume 
Down in September 


Sales by the nation’s wholesalers 
dropped below year ago levels in 
September for the first time in 
seven months, the U. S. Dept. of 
Commerce reported. 

Total wholesale sales in Septem- 
ber were $9.4 billion, about $120 
million lower than in September, 
1952. 
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. Com- DOG COLLAR BUSINESS | ee 
ae UP T1040" {a 
here the with ALL PLASTIC gs | 
— j FLEX-COLLARS 
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j and FLEX-LEASHES. 

r 

4 50% Profit on Selling Price 

attachment for WHIZ 
S 4 Your initial investment for 12 FLEX- 20” and 26” units 
Bill 7 COLLARS and 9 FLEX-LEASHES to- 

{ gether with this rack and selection SHOW YOUR CUSTOMERS THE WHIZ CHAIN 
iil eee, q chart for over 100 breeds, costs you .. SAW AND WATCH SALES INCREASE 
jo i onteey ‘ only $17.13. These items are high t {= New WHIZ chain saw unit is a real 
nt = =— 7 profit makers. Just tear out this adver- ee e a oe sae map ade ¢ 4 to res y ip to 40”. 
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QUAN. MODE! E Ask your jobber for this introductory > | engine, v-belt driven. Ideal for all purpose f 

ll., said 8 Pe self-service FLEX-LINE display. L obs, construction projects, tree trimming 
, 5 pet (a) ; Other Root-built WHIZ 20” and 26” interchangeat 
le i 3 7 All introductory offers returnable a atta ments include: Circular Saw, Mower, Es 
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year. : LINE display assortments oe 
nember and replacement stocks 
ge eens iba ROOT sanuractunine co., inc. 
xes ex- HUNGERFORD PLASTICS CORP. 127 East Eleventh St. Baxter Springs, Kansas 
eco. ROCKAWAY, NEW JERSEY 














—— SHARON'S 


new, effective, 
fine quality fastener! 











ng in- 
lurable 
isume) SILL CINCH 
2 basis 
meus FOUNDATION HEXAGONAL NET. 
— BOLTS TING . ‘ high stand- 
. tit © Made of finest quality steel a8 of the indusny . 
narke , 
art of © Available in sizes 2x12 and 5x14 evenly woven . .. per- 
orted, * Meets FHA specifications fectly straight selvage 
heirs * 25 in package, together with - heavily galvanized 
cpa Sharon's exclusive clinch with gleaming finish. 
washers with prongs— ; ; 
keeps sills rigid This popular product is 
- | readily identified by 
SII) 
&, —> 4 > Hi the famous colorful 
~ ae : ‘Sita tt 1 rooster label. 
salers SAL AS 
als in 2 ea Oy 
ne in IA *= 
ot. of 
BY THE MAKERS OF SHARON REFILLABLE ASSORTMENTS WRI Bill iad & 
tem WIRE CO. 
sae, Shawne Bland Soha! Co. WORCESTER * MASS 





Boston, Mass. a 
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( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
Mt WORKS BETTER. 






WILL NOT SHRINK 
STICKS ANO STAYS pur 
a, 4 























DURHAM KX % 

"OLCK HARD iy 

AW aroun G4 
PUR CHAM + 






Most dealers report: 
“Our sales of Dur- 
ham’s Rock » Hard 
Water Putty keep 
dcublin ‘ year ‘after ims’ lari DOURHAM 

ear. hat’s more, Oa? \PE7] company 

urham’s Rock f SS Des Moines 4 
Hard Water Putty ‘Ls vee 
ee you by far the 2 : 

st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty dons not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industria) users’ Order from your jobber 


The PLASTIC Repair Material 























in POWDER Form 


KEEP AN EYE ON 


ill: 


FOR NEW 
IDEAS TO 


HELP YOUR 
SALES « PROFITS 





MANUFACTURING CO., SOUTHBRIDGE, MASS., U. 5. A. 





HOME REPAIR TOOLS SINCE 1875 
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Promotions 








Television Promotion 
Planned for Asbeston 
ironing 
board cover fabric, made by the 
textile division of the United States 
Rubber Co., will be advertised on 
the Dave Garroway “Today” tele- 
vision show on the NBC network 
for five weeks beginning Feb. 2. 


Asbeston, an asbestos 


Roper Stove Extends 
Television Schedule 

Geo, D. Roper Corp., Rockford, 
Ill., has extended its television 
program to New York, Washing- 
ton and Cleveland, on Saturday 
mornings. 

The program continues in Chi- 
cago on a Monday through Satur- 
day schedule. 

The program promotes the 
Roper gas range with a program 
by Francois Pope entitled “Crea- 
tive Cookery.” 


Stove Mats to Be 
Advertised As Gifts 


An intensive Christmas gift 
promotion that will be the start 
of an expanded national advertis- 
promotion program on 
been 


ing and 
Aristo-mat stove mats has 
announced by Phoenix Table Mat 
Co., Chicago. 

Aristo-mat will be advertised in 
Life issues of Nov. 23 and 30, and 
Dec. 7 and 14. 

Cooperative advertising ma- 
terial and tie-ins will be available 
to dealers. 


Aluminum Screening 
Promotion Outlined 


The Aluminum Co. of America, 
Pittsburgh, is expanding its seven- 
year-old insect wire screening 
identification advertising and pro- 
motion campaign. The program in- 
cludes television, consumer and 
trade publications, trade shows, 
and publicity. 

The program is designed to aid 


Manufacturers’ New Merchandising Plans 


both weavers and dealers in in- 
creasing the distribution and sale 
of screening woven of Alcoa AIl- 
clad aluminum wire. 

Consumer ads are scheduled for 
Life, Saturday Evening Post, Better 
Homes & Gardens, American Home, 
House & Garden, House Beautiful 
Building 


and House Beautiful’s 


Manual. 


Power Mower Program 
Shapes Up for 1954 


The Moto-Mower Co. has an- 
nounced its promotion program on 
the weed cutting feature, a sickle 
bar in front of the reel, on its 
power lawn mower is getting into 
high gear for the 1954 selling 
season. 

The program includes extensive 
advertising in trade and consumer 
publications, local advertising, 
point-of-sale displays and descrip- 
tive literature. 

The company also will exhibit 
Chicago in 
York in 


at garden shows in 
January, and in New 
February. 


4 Special Weeks In 
National Hobby Month 

April will be celebrated as Na- 
tional Hobby Month and four ob- 
servances sponsored by the Hobby 
Guild of America and their slogans 
are: 

National Arts and Crafts Week, 
April 1-7, “Do-It-Yourself—With A 
Handy Craft.” 

National Model Building Week, 
April 8-15, “For A Model Hobby 
Suild A Model.” 

National Gardening Week, April 
16-23, “Plant A Hobby—Watch It 
Grow.” 

National Photography Week, 
April 24-30, “Focus Your Fun (On 
Photography.” 

Dealers can participate in a con- 
test sponsored by the Guild and win 
savings bonds awards for an essiy 
on “How I would improve my busi- 
ness if I had $1,000 to spare.” 
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HEXLOK 


POULTRY NETTING 


MANILA ROPE 
@ Made with the famous LOCK-TWIST ee - A 


weave, here’s the most asked for hexa- 
gon mesh poultry netting. SUPER U. 5S. 

HEXLOK is stronger, more uniform and 
can Home, 


Beautiful 4 ae a a neater tookng LET THIS NEW PACKAGE 
ifu se cael ~~ eatisteaction. Fer- 
Building porary in Sepied aut Mecca whee 9 No. 20 wire, BE YOUR SILENT SALESMAN 


galvanized before and after weaving (highly resist- 
ant to corrosion) in all standard widths. Compact, 


even-end rolls each contain 150 linear feet. See and 
compare SUPER U. S. HEXLOK—Ask your jobber! 


ers in in- 
1 and sale 
Alcoa Al- 





duled for 
ost, Better 


In hardware merchandising, it's display 
that counts .. . that’s why the new Fitler- 
designed rope container is a sure-profit 
addition to your impulse sales. The Blue 
and Yellow label identifies Fitler Brand 
Manila Rope and the Red and White label 
identifies Fitler Brand Sisal Rope. 


THE EDWIN H. FITLER CO. 


ESTABLISHED—1 804 
NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 


YOUR COMPLETE CORDAGE LINE 
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l exhibit ROTARY POWER MOWERS 





eo 4 quality models to meet évery Hurricane Glider, the 18" econ- 
York in selling situation. A Hurricane omy model. Nationally advertised. 
Traveler, the new 22 Find out how Hurricane quality 
pelled machine; B can bring you a bigger share of 
Senior, 20” model for large subur- the power mower business. Write 


ny lawns: C—-Hurricane Junior, NATIONAL METAL PRODUCTS CO., INC. 





machine for city lawns; Dd —_ _ Dept. HB 2722 Cherry St. Kansas City 8, Mo 
-. wr 
| as Na- MARSHALLTOWN 
four ob- MARSHALLTOWN 


S Hobby 
* slogans 


MARSHALLTOWN TROWEL COMPANY e MARSHALLTOWN, IOWA 








‘s Week, 














With A 
Hardware dealers all over the country have discovered that 
z Week, it pays to keep your eyes on Harpware Ace for ideas and 
Hobby 
advice that mean more money in your pocket. Help on 
ik Apel store management problems, merchandising ideas, market 
AD 
atch It news, more new merchandise descriptions than published 
by any other hardware magazine, and news of other hard- 
Week, ware people are just a few of the regular features of 
Fun On Harpv : Ace that hz j : al al F ee 
ARDWARE AGE that have caused more dealers to invest in subscriptions to Harpware AGE than to 
any other hardware magazine. 
na con- 
and win " 
caw HARDWARE AGE 
ny busi- 
re.” 100 E. 42 St The Hardware Dealers’ Magazine New York 17, N. Y. 
6, 1953 
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paint stick 
Removes rust 
Prevents rust 


Packed 1 doz. 
in display case 


kor prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis 6, Tenn. 


(2 x-acto 


HANDICRAFT KNIVES * BLADES * TOOLS 





wa 


at 





No. 86 Hobby Chest—$12.00 
Retailing from 25¢ to $30.00 


Write today for our new illus- 
trated Catalog of the complete 
X-acto line. 








X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 
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Record Construction 
Outlays This Year 


The Commerce and Labor Depts. 
report in a joint statement that 
public and private outlays for new 
construction in the first nine 
months of this year hit a record 
$25.9 billion, 7 pct higher than a 
year ago. 

The two agencies say that ac- 
tual, or physical, volume of new 
construction—after allowance for 
price changes—showed a moder- 
ate increase over last year. 
building declined 
in September, 


Residential 
“about seasonally” 
they find. 
building 
amounted to $3.3 
billion, about the same as the rec- 
ord August total and 5 pet higher 
than in September, 1952. Private 
construction accounted for the en- 
tire increase above 1952, the agen- 
cies note, 


Expenditures for new 
in September 


In the January-September pe- 
riod this year dollar outlays from 
private sources maintained about 
a 9 pet lead over 1952 levels and, 
by the end of September, totaled 
$17.5 billion. 

The over a year ago 
was chiefly because of substantial 
gains in commercial building, and 
increased private spending for 
public utility and residential con- 


increase 


struction. 

Commenting on September new 
construction spending, the agen- 
cies say that commercial building 
rose against seasonal expectations 
to a new high in September, while 
private outlays for public utility 
at the record 


construction held 


August level. 


Introduce Plywood With 
Steel Reinforcement 

Stronger 
veloped by the Colorado Fuel & Iron 
Co. in conjunction with Roy E, Gil- 
more, an inventor. 

The plywood in development is 
wire-reinforced and its proponents 
claim it may offer double the struc- 
tural strength of standard plywood. 

Called Gilwood, after the inven- 
tor, the new plywood is already be- 
ing manufactured in experimental 
batches. 


plywood is being de- 


(Resume reading on page 15) 








DYKEM STEEL BLUE 


Stops Losses Making Dies and Templates 


“ 


“i 





Most popular pockage is 8 oz. can with 
brush in new plastic cap. Simply brush on, 
right at the bench; ready for the layout in 
a few minutes. The dark blue background 
makes the scribed lines show up in sharp 
relief, and at the same time prevents metal 
glare. Increases efficiency and accuracy 


Write for full information 


THE DYKEM COMPANY 


23058 North 11th St. St. Louls 6, Me. 











MANUFACTURERS AGENTS WANTED | 


TOPPER 


TRADE MARK REGISTERED 
NON-PENETRATING—WASHAB.E 
FLAT OIL PAINT 


The tops for all porous and rough surfaces and ceilings 
Stands up to 50% reduction. The greatest value on to 
day's market 


GILLESPIE VARNISH CO. 
131 DEY ST., JERSEY CITY 6, M. J. 
By the Makers of Bulldog Remover 








WATER HEATER 
REPAIR COILS 


For old, new and 

obsolete heaters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 
Send tor Catalog rye yu 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 














His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement ! 
placed in the AGE in October. With 
best wishes for your continued success.” 


Sincerely yours, 


A Satisfied Advertiser 
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FOR: The nation’s most complete caulking and sealing service. 
srenuine see the STERLING catalog Pages in the 1953 (Who Makes lt 


a STERLING PAINT & VARNISH CO. 
184 Commercial St. Malden, Mass. 
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Templates EXACT LEVEL & TOOL MFG. CO., INC., HIGH BRIDGE 








| Wouldn't you rather 
sell products with this 

























ag. Ta Xs = — —_— — YY kind of high quality ) 
be se? =~" a ' Lightweight” power ? : 
HA Sie) toe TO LAST” \ of \! | ’ 
can with 12% POUNDS 3 
| brush on, DON'T HOLD 
) layout in [] <ha eo) SALES DOWN 
‘x. 1 Nee 
TD 
. SUFFICIENT 
ents metal 4 >@ 
a DERRY PRINSKY nego be modern-go Lightweight 
, seaLeS MANAGER vice 2116-26 WEST NICHOLAS STREET a = 
Always ot Your S*7'S  purapeipHiA 21, PA. + Phone STevenson 2-4106 STOCKS NOW! | 
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uls 6, Me. 
——$—_—_— GRAFTON, WISCONSIN 














shelf hardware line you're now carrying... . You can handle this complete Kne of rust-proof shel 
are staples and specialty items by contacting your o 
ber; or, drop us a card with the name of your jobber o 


Check these features with the 
WANTED | SOLD THROUGH JOBBERS EXCLUSIVELY 


Delivery —-immediate shipments made on all orders. 
Pockoging-—all items are unit packaged in durable, attractive 


; reinforced boxes for shelf use. we'll send him our new illustrated catalog and revised price 
# Low Prices—no leader items, but consistent low prices Nagy soe ony ~ satan OPEN TERRITORIES 
HHABLE Soles Aids —free display and merchandise boards. In Canada: Dorkin Bros., 408 McGill St., Montreal, Canada 





co. 3420 MARKET STREET PHILA. 4, PA. 
i. J. 
nover 


— WHAT'S NEW? 


Turn to pages 83 - 84 of 
this issue. The Quick Check 
Card properly filled out will 
bring you quickly the details 
on new products that in- 


ni cedled Moro yee remember to add CHICAGO roller skates to 
—— IT’S QUICK—IT’S FREE your Xmas selling list. . . they're great! 

ults— 
oe | ) ee YOU CAN ALWAYS DEPEND ON rer 


the fact Fee: a” —— p 

= || BALDWIN 

ment | MM BARREL BOLTS © HooR KNOCKERS } r 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 


Set solid, maximum 50 words ; ... $5.00 
Each additional word..........  .10 


Positions Wanted 
(Special Rate) set solid, maximum, 
DMN cher nrdrareraviwersredisveseret $2.00 
Each additional ‘word 05 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 





7 
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hardwa 
and bi 
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Representatives Wanted 


Representatives Wanted 


Accounts Wanted 








MANUFACTURERS’ EXCLUSIVE SALES 
REPRESENTATIVES to handle Sheffield 
made hacksaw blades, frames, precision 
tools and magnetic devices ex New York 
stock at dollar prices. Exclusive territories 
still open: North and South Central States, 
South Atlantic and Southwest. When reply- 
ing state territory covered, also number of 
salesmen and U. S. lines at present being 
handled. 


Address W GS Box B-524, care of HARDWARE AGE 
100 East 42nd St., New York (7, N. Y. 











PAINT BRUSH SALESMAN: now calling on 
paint, hardware, lumber trade wanted by national 
manufacturer — 10% commission — Prefer those 
with following in these states—East Missouri, 
Kentucky, Oklahoma, Tennessee, Arkansas, Louis- 
iana, Mississippi, Wisconsin, Illinois and The 
New England States. Address: Box B-503, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 


PAINT BRUSH SALESMEN TO REPRE 
SENT MANUFACTURER. Experienced, selling 
retail hardware, paint, department, supply and 
chain stores. Liberal commission; excellent op- 
portunity for right man Territories available: 
Michigan, Illinois, Southeast coast, ete. Please 
submit details and references, Address: Box B- 
516, care of Tlarpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 


BUILDERS’ HARDWARE SALESMAN. Ex- 
perience necessary, to be factory representative 
for top Butt and Lockset lines. Territory North 
Jersey and Southern New York State. Commis- 
sion, List Qualifications, replies confidential. Ad 
dress: Box B-508, care of Harpware Ace, 100 
East 42nd Street, Ne w York 17, N. Y 


REPRESENTATIVES WANTED: [f€ you are 
established, calling on Hardware, Plumbing and 
other outlets, and have customers who purchase 
Plumbers’ Brass goods, we manufacture a_ full 
line of Brass Faucets and Brass Shower Fix- 
tures for Bath, Lavatory, Shower and Kitchen, 
plus Brass Gate, Globe and Check Valves and 
many other Brass Plumbing Products. All terri- 
tories open. Please state actual territory covered 


and all details Address Box B-523, care of 
Hlarvware Ace, 100 East 42nd Street, New 
York 17, N. ¥ 


EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonastra- 
tion sells eight out of ten on first call. Excellent 
tor opening new accounts and high volume re 
peat business. Address Box A-870, care of 
a ang AGr, 100 E. 42nd St., New York 17, 


136 








MANUFACTURER REPRESENTATIVES 


Exclusive territories open. New Product—‘‘The 
original SNOW-HOE.” Every Automobile owner 
will want one. Easier to use than a shovel, when 
snow stuck. Sell to Wholesale Hardware, Auto 
Accessory, Department Store, Retailers. Snow-Hoe 
contoured to circumference of tires and fits either 
side of all tires. Write for particulars. Snow-Hoe 
Mfg. Company, 5723 W. Division Street, Chicago 








51, Illinois 





REPRESENTATION WANTED: If you are 
interested in an additional profitable line, write 
us for details regarding flower bulbs. Several 


territories open. State present connections. Flor- 
ida Bulb Co., 2950 N. W. 7th Avenue, Miami, 
| Fla 

LARGE, LONG ESTABLISHED METRO 


POLITAN DISTRIBUTOR carrying all stand 


ard lines Hardware, Housewares, Tools, Hand | 
Garden Tools and Power Mowers, is interested | 


in salesmen for Metropolitan Territory; Eastern 
Pennsylvania, Baltimore, Washington: to call 
on retail hardware dealers, garden nurseries, 


lumber yards. Drawing and expenses. All re 


plies will be held in strict confidence. Address: 
Box B-518, care of Harpware Ace, 100 East | 
t2nd Street, New York 17, N J 





Accounts Wanted 


WANTED 
FOR CALIFORNIA 


Thoroughly experienced Hardware and 
Housewares. Moving to California in 
January. Interested only in a top line. 
Will consider either salary or straight 
commission basis. If you have some- 
thing with sound, substantial potential 
and interested in capable, thorough, 
businesslike representation, write in 
confidence. 


Address Box B-519, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















MANUFACTURER’S REPRESENTATIVE 

covering Minnesota, isconsin and The Da- 
kotas desires additional hardware, tool, or toy 
lines Address: Ralph Wolden Co., 38 Fifth 
Avenue N., Hopkins, Minnesota 


EXPERIENCED AGGRESSIVE TWO-MAN 
SALES organization covering Iowa, Missouri, 
Nebraska and Kansas selling leading hardware, 
paint and building material distributors. Inter- 
ested in securing additional suitable line. Ad- 
dress: Box B-507, care of Harpw ARE Ace, 100 
Fast 42nd Street, New York 17, N 


FOUR YOUNG, AGG RESSIVE, WELL- 
ESTABLISHED MANUFACTURE RS’ repre- 
sentatives, offering conscientious and _ thorough 
coverage of Northern and Southern California, 
Oregon and Washington, wish additional nation- 
ally advertised quality line to be — to hard- 
ware, specialty and garden suppls obbers. Ad 
dress: Box B-320, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





Established 


MANUFACTURERS REPRESENTATIVE 


Personally servicing the Wholesale Hardware & Indus 
trial Suppl tg in Virginia, No. & Seuth 
Carolina, Georgia Florida. Desires {| additional 
line. (NO IMPORTS). Now representing twe only 
Mfrs. who know of this ad. Am only interested in a 
Nationally Known Line. 
Address Box B-5i!, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 











SELLING IN COLORADO, WYOMING 
UTAH and New Mexico. Contacting Hardware 
and Mill Supply Jobbers. Interested in repre 
senting non-conflicting mfrs, Address: Box B 
510, care of Harpwarg AGe, 100 East 42n 
Street, New York 17, N. Y 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York © Philadelphia © Detroit 
Cleveland © Louisville 
Covering all classes of jobbers. We wili carry 

the accounts or you can bill direct. 
Write for further information and references. 











LISHED 20 Years, selling to wholesale hardware 
jobbers and contact hardware specialists, de 
additional lines due to increased 
| territory Efficiently covering Eastern Pennsy! 
| vania, = Jersey, Delaware, Maryland, Wash 
| 


| MANUFACTURERS’ AGENTS, ESTAB 
} sire three 


ington, » in d Virginia Good references 
furnis ay Only quality items considered Ad 
dress: Box B-517, care of HlaArpwark AGe, 100 
East 42nd Street, New York 17, N. Y. 





MFRS. REP. WITH TWO LINES 


20 Years selling Florida Hardware and 
Tackle Jobbers, and calling on all dealers. 
Can add one or two nationally known 
hardware lines. 


Address Box 8-468, care of HARDWARE AGE 
100 East 42nd St., New York 17, WN. Y. 


F 
| 











MANUFACTURERS REPRESENTATIVE 
ESTABLISHED TWENTY-FIVE YEARS with 
sales force of three men wants builders hardware 
or allied lines for Indiana, Kentucky and Ten 
nessee We have a large personal following 
among jobbers, contract dealers, chain lumber and 
building supply dealers. Address: Box B-469, care 
of Harpwarg AGe, 100 East 42nd Street, New 
TOUR ite We. Xs 


MIDWEST JOBBER AND MANUFA( 
TURERS AGENT desires line of imported snaps, 
bolts, screws, kindred items. Either will stock or 
drop ship arrangement. Sell Dealers. (All types.) 
Address: Box B-512, care of Harpware Ace, 100 
East 42nd Street, New York 17, New York. 


MANUFACTURERS’ REPRESENTATIV! 
HANDLING ONE LINE Calling on hardware 
dealers only in 24 states, seeks another good 
item or two of dollar volume. Address: Box 
B-513, care of Harpware Ace, 100 East 42nd 
Street, New York 17, » ee 
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Classified Opportunities Section 








Accounts Wanted 


Positions Wanted 








WEST COAST 


Well Established representation, 20 years in 
hardware and housewores, warehouse, shipping 
and billing facilities also available. Please 
write for references or check D & B. 


ROBERT H. CLARK COMPANY 
Industrial District Beverly Hills, Calif. 














FISHING TACKLE AND OTHER SPORT- 
ING GOODS lines wanted for Indiana, Ken- 
tucky and Tennessee by well established manu- 
facturers representative. Address: Box B-470, 
care of Harpware Acer, 100 East 42nd Street, 
New York 17, N. Y. 


CATALOG MAN—7 Years’ experience whole 
sale hardware—salesman, dealer, branch and con 
umer catalog compiling. Experienced in all 
phases of preparation for offset printing. Vari 
type and DSJ operator. Familiar with multilith 
3 years college, Would experience no difficulty 
relocating. Address: Box B-509, care of Hari 
WARE Ace, 100 East 42nd Street, New York 17, 
a ws 

SITUATION WANTED — BUYER. MANY 


YEARS experience buying housewares, cut 
lery, toys, vacuum goods, wheel goods, and other 
kindred items for wholesale hardware and major 
mail order company. College education, married 
and will move. Address: Box B-419, 


care of | 


Harpware Ace, 100 East 42nd Street, New York | 
. 2 


17, N 





Help Wanted 








TO A DISSATISFIED 
HARDWARE CLERK 


Somewhere in Philadelphia, Pa., or its sub- 
urbs, is a young man about 25 years old, 
married, who is working in a hardware store 
and is not satisfied. If you are the fellow 
and are interested in a driver salesman posi- 
tion—driving a % ton Walk In Truck and 
selling the well known Sharon Line of bolts 
—screws—etc., direct to the hardware 
store on a drawing account—commission 
basis—tell us about yourself. This business 
is already well established with plenty of 
room for expansion and an excellent oppor- 
tunity to make some real money as well as 
a permanent position. No investment neces- 
sary. 


Address Box B-52!, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 











SALESMAN (1) Texas, Okla., La., Ark 
Leading Manufacturer of hand-tools offers life 
time opportunity for experienced man, used to 
earning over $10,000 a year calling on wholesale 
hardware, novelty and premium jobbers and 
drug & grocery chains. Drawing against com 
mission. Ne Manufacturers’ Representative, may 
carry one sideline. Full Particulars first letter 
Address: Box B-504, care of IlaArpware AGE, 
100 East 42nd Street, New York 17, N. Y. 





WE NEED TWO EXPERIENCED SALES 
MEN to sell to Hardware Jobbers and Mill 
Supply Houses, in two territories: (1) Minnesota 
and Wisconsin; (2) Texas, Oklahoma, Louisiana 
and Arkansas. Should cover territory from cen 


tral location by automobile, Salary, bonus and 
travel expenses. [ull time position with well 
established company. Address tox B-505, care 


of Harpwarg AGE, 100 East 42nd Street, New 
York 17, = 3 





HARDWARE SALESMEN. Large, aggres- 
sive, hardware wholesaler, now in process of 
expansion offers opportunity to men presently 
employed as wholesale hardware salesmen. Some 
established territories available. All top lines of 
hardware, hand tools, power tools, garden supplies, 
etc. Draw vs. comm., plus expense allowance. 
Car necessary. Address: Box B-389, care of 
ag Acg, 100 East 42nd Street, New York 





| lina County 





HARDWARE 
EXPERIENCE, 


MAN, 45, FIFTEEN YEARS’ 
otlice of wholesale jobbers in 
builders’, shelf, cabinet hardware, mill supplies, 
house furnishings, tools, garden supplies, etc., 
thoroughly experienced in all phases of business, 
College education, good appearance and well 
poken—capable of full supervision, inside or 
outside position. New York Metropolitan district 
Address: Box B-317, care of Harpware Ace, 100 
Fast 42nd Street, New York 17, N. Y 





Business Opportunities 





Paint and Auto Sup 
In South Caro- 
Inventory 
HARDWARE 


m. 


FOR SALE— Hardware, 
ply Store. Established nine years 
seat, 18,000 population 
$10,000 Box B-514, care of 
42nd Street, New York 17, 


about 
Ace, 100 East 


HARDWARE, HOUSEWARES, PAINTS & 
GIFT STORE. Best location Long Island N. Y 
New shopping center with 600 car parking. 20, 
000 families immediate area, new building now 
going on, Clean stock, new modern fixtures, 
long lease. $13,000. Must be seen to be appreci 
ited Address: Box B-48, care of Happwart 
Ace, 100 East 42nd St., New York 17, N. ¥ 


FOR RENT: Long Island, New York Choice 
location. Ideal for hardware—mill supply dealer 
Center of new industrial district Lease. Low 


rent. Write P. O. Box 336, Lindenhurst, L. I., 
New York, 


HARDWARE—Small town in Shenandoah Val 
ley of Virginia, good clean stock of 
$10,000 with $2,000 in equip. and fixtures. Rea 
sonable rent. Going into ministry. Address: Box 
B522, care of Haroware Ace, 100 East 42nd 
Street, New York 17, N. Y. 


FOR SALE: Well established hardware & Im 
plement business in Northwest Nebraska. Han 
dling all major lines, General Electric, Whirlpool, 


International Harvester machines and also New 
Idea and Farmhand, and motor trucks. Doing 
around $350,000 annually Reason for selling; 


other business interests. Good location and good 
building 100 with warehouse and lots, Can 
be leased or bought. Address: Box B-506, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, NH. %. 


50 x 


WANTED EXPERIENCED HARDWARE 
MAN WITH $10,000 or more cash to invest in 
store now doing $250,000 annually in hardware 
and farm supplies. Man to take over entire 
charge of Hardware department location near 
Central New York State. Address: Box B-515, 
care of Harpwarg Ace, 100 East 42nd Street, 
New York 17, N > 
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Do You Want To— 


* Sell or buy a store 
* Represent new accounts 


- Hire experienced 


hardware personnel 


- Dispose of surplus 
stock—distress 
inventory—job lot 
merchandise 


- Get sales representa- 
tion for your line 


- Get a job in the 
Hardware field 


- THEN— 


Tell It To The Trade 
In The Classified 
Advertising Pages 
Of HARDWARE AGE 


Classified Ad. Dept. 


HARDWARE AGE 


100 E. 42nd Street 
New York 17, N. Y. 














Rolls in any direction 
--sells as easily as it rolls 


TV tables...furniture repair...portable bars 
—home hobbyists are discovering hun 
dreds of uses for versatile Acme Casters. 
And they specify Acme because they know 
nothing rolls like an Acme Caster...won't 
break...needs no oil yet can't bind or jam. 


You can cash in on this market. Stock up, 





display ‘em and they'll sell themselves. 


7 
List prices are low, your profit margin 
. ~ high. All standard types: countersunk with 
Rall 
~ =. round, square or oblong plates; grip neck; 


~ 
America’s only “Teepe threaded stom with and without plate; 


+4 flush plate t i 
ball bearing caster ush plate types. Many sizes available. 
Call your distributor or write— 


The SCHATZ Manufacturing Co., Poughkeepsie, N. Y. 


ey” BOLTS 


ror Pipes, CONDUITS, CABLES and TUBES 


Self, Seruice 
“U” BOLTS 


No. 575 
DISPLAY ASSORTMENT 





Popular Sizes 
Fast Turnover 


THE WASHBURN COMPANY 


WORCESTER MASS * RMOCKFORD. ILL 






= 
GREENLEE 
=» 


we TOS 


evens § GREENLEE HAND TOOLS 


Well-illustrated 12-page book on 
GREENLEE Hand Tool line auger 
bits, chisels, gouges, drawknives, turning 
tools, spiral screw drivers, push 

drills and many more. 


=. 


eG 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


Send today for your 
free copy of this informative book 











Compound 
Lever Snips 


BARTLETT 


7 to 12 in. overall 
with capacities 

guaranteed 
up to 18 










times 
more 
power! 


Write today for catalog 
showing full line Including Ne. 19 
Heavy Duty Shears with capacity of 14 ga. 


MANUFACTURING 
BARTLE COMPANY Fully 
3034 East Grand Blvd., Detroit, Mich. Guaranteed 
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Index to Advertisers 





A 
Acrabore, Inc. 
Aluminum Goods Mfg. Co. 
Amalite, Inc. 
American Chain & Cable Co. 
American Grease Stick Co. 
Anchor Wire Corp. 
Armstrong Bros. Tool Co. 
Arrow Fastener Co., Inc. 


B 


Baldwin Mfg. Co. 

Ballonoff Metal Prod. Co. 
Bartlett Mfg. Co. 

Belmont Co., Div. Ridge Tool 


Co. 
Billings & Spencer Co. 
Blaisdell Pencil Co. 
Boker & Co., Inc., H. 
Bristol Brass Corp., The 
Brooks & Sons, Inc., M. S. 


Cc 


Cable Electric Prods., Inc. 
Cheney Hammer Corp., 
Henry ; 
Chicago-Latrobe Co. 
Chicago Roller Skate Co. 


Chi-Namel Paint & Varnish 
Co. ; 
Clayton & Lambert Mfg. Co. 


Clemson Bros., Inc. 
Cleveland Twist Drill Co. 
Coburn Prods. Div. 

Colonial Brush Mfg. Co., Inc. 
Colorado Fuel & Iron Corp. 
Columbian Vise & Mfg. Co. 
Congress Drives Div. ... 
Cook 'N' Tools, Inc. 

Cooper Mfg. Co. 

Crescent Tool Co. 


D 
Decto Prods. Co. 


Domes of Silence 
Dormont Mfg. Co. 
Durham Co., Donald 
Dykem Co., The 


E 
Exact Level & Tool Mfg. Co., 
Inc. . 
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Fairbanks, Morse & Co. 
Federal Enameling & Stmpg. 
Co. ibid Sine inders 
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104 
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Gardex, Inc. 5 
Gensco Tool Div. 97 
Gilbert Plastics, Inc 6 
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911 Graham Co., Inc., John H. 
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70 Greenlee Tool Co. 38 
fs Gries Reproducer Corp 104 
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19 | 
108 
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21 
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30 
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| Jacobs Mfg. Co. 22 
140 K 
140 | Keil Lock Co., Inc. 
1341 Kester Solder Co. 
132! Kimble Gloss Div., Owens. 
134]  IIlinois Glass Co. 
| King Cotton Cordage 
Klean-Strip Co., Inc 134 
Kwikset Sales & Service Co. 
135 
L 
| Lake Chemical Co. 94 
112 Lawrence & Co., W. W. 14 
Leyse Aluminum Co. 99 
140 | Lufkin Rule Co. 7 


ARE AGE, NOVEMBER 26, 1953 








M Tool ¢ 
Mann Edge 
Marshalltow 
McGill Met 
McKinney } 
Mell-Hoffm« 
Metal Engin 
Meyers Co. 
Midwest To 
Miller 
Modern Dis 
Monarch NK 

Co. The 
Monsanto C 


Inc., 


National M 
National WM 

{Kansas | 
National M 

( Pittsburc 
National Sc 
New Bedfor 
Niagara Ch 
Nicholson F 
North & Ju 
North Way 


Oster Mfg 


Paine Co., 
Pittsburgh | 
Brush Div 


Pennvern 
Power Prod 
Proen Engir 


RPM Mfq. 
Ridge Tool 
Root Mfg. 
Rudolph Pe 


Co. 


Russell, Bur 
& Nut C 


Safgard D 

Metal Pr 
St. Croix C 
Samson Ce 
Sonders, W 


HARDWA 





er Co 6 


YH. 


> 104 
117 


135 
135 
115 
108 
129 


p 131 


>. 133 
140 


107 


ens- 


140 
99 


. 1953 











Index to Advertisers 





M 


Mall Tool Co. 
Mann Edge Tool Co. 
Marshalltown Trowel Co. 
McGill Metal Products Co. 
McKinney Mfg. Co. 
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Metal Engineering Co. 
Meyers Co., Inc., W. F. 
Midwest Tool & Cutlery Co. 
Miller, Inc., Robert E. 
Modern Displays 
Monarch Marking System 
Co., The 
Monsanto Chemical Co. 
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National Mfg. Co. . 
National Metal Prods. 
(Kansas City, Mo.) 
Notional Metal Prods. 
(Pittsburgh, Pa.) 
National Screw & Mfg. Co. 
New Bedford Cordage Co 
Niagara Chemical Div. 
Nicholson File Co. . 
North & Judd Mfg. Co. 
North Wayne Tool Co. 


Co. 


Co. 


1@) 
Oster Mfg. Co., The 


Paine Co., The 


Pittsburgh Plate Glass Co. 
Brush Div. 


Pennvernon Div. 
Power Prods. Corp. 
Proen Engineering Co. 


RPM Mfg. Co. 

Ridge Tool Co., 

Root Mfg. Co. 

Rudolph Poultry Equipment 
Co. 

Russell, Burdsall & Ward Bolt 
& Nut Co. 
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St. Croix Corp. 
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Schatz Mfg. Co., The 138 
| Sealand, Inc. (Union Hdwe. 
Co.) ss 57 
Seymour of Sycamore, Inc. 72 
Sharon Bolt & Screw Co. 13) 
Sheffield Bronze Paint Corp. 69 
Shelby Spring Hinge Co. 98 
Siebert Co., O. W. 55 
Skil Corp. 24-25 
Smith & Co., D. B. 106 
Standard Dry Wall Prods 79 
Standard Tool Co. 28 
Stanley Works, The 95 
Sterling Paint & Varnish Co. 135 
Stevens Walden, Inc. 78 
Strataflo Products, Inc. 108 
Stratton & Terstegge 106 


Superior Pressed Steel Co. 101 


T 
Tape, Inc. 75 
Taylor Instrument Cos. 103 
Tobias Paint Mfg. Co. 129 


Toledo Pipe Threading Mch. 
Co. . 74 
Turner Brass Works, The 109. 119 


U 
U-C ‘Lite Mfg. Co. 
United States Plywood Corp. 20 


United States Steel Co., 
American Steel & Wire Div. 
64-65 


Vv 
Vichek Tool Co. 62 
Vogt Bros. Mfg. Co. 139 
Vulcan Electric Co. 120 
Ww 
Warren Tool Corp. 87 
Washburn Co., The 138 
Waterbury Lock & Specialty 
Co. . 113 
Waterloo Valve Spring Com- 
pressor Co. 100 
| Weather-Proof Co. 31 
Western Arms Corp. 139 
Wilshire Mfg. Co. 104 
Wilton Tool Mfg. Co. 72 
Witherby-Winsted Edge Tool 
Works 118 
Wright Steel & Wire Co., 
oF . 131 


x 
X-acto Crescent Prods. Co. . 13 
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VOGT -nscetiagany 
. . . @ DIFFERENT mower 
.. - @ BETTER mower 
5 
@®VOGT Exclusive ¢ f 
Remote Control Shut-Off Switch 
Just One of Many Features! 


New York Sales Office and Display Room: 200 Fifth Avenue 
VOGT BROTHERS MANUFACTURING CO., INC. 


1404 West Main S#., LOUISVILLE, KENTUCKY” 
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GALVANIZED 
STEEL FENCE POSTS 
"U" flanged posts with self-fastening 

lugs. No Staples Required. 
DEALERS! If your jobber cannot supply, 


write us. Attractive prices and 
delivery dates. 











Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 















NEW SWEDISH COMPASS KNIFE 
_ EVERY SPORTSMAN NEEDS ONE! 


> Custom-designed, reliable, built-in 


compass. Superbly tempered 4’ 
% 


steel blade. Beautifully 
» grained Masur wood han- 
dle. Chrome fittings 

SEE 
Your 
JOBBER 


.. With genuine 
WESTERN ARMS 


leather sheath. 
411 East Pico Blvd., Los Angeles 1: 15, 


CORPORATION 


_ California 


\ 





SELL AMERICA’S Most POPULAR CHARCOAL BROILER 


Cash in on this fast grow- j 








ing hobby. COOK ‘'N’ 
KETTLE is America’s fast- SS, 
est selling charcoal broiler. 
Heat retaining cast iron. 
Every customer will make 
other sales for you. Hun- 
dreds are sold each year 
as gifts. Display cards, ad- 
mats and litera- 

ture furnished. , 
Nationally ad- » Be 
vertised. Write 4 
for complete tare 7 
information. i 
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CHOOSE FROM | 
86 BEAUTIFUL VE/W/COLORS [seman 


FLAT ENAMEL) (iN | rowes 00) Heres RE LQ 
SATIN ENAMEL | rowes 00) TOO Heres +» CAL QUEM CLe rCompomy 
7 1124 W. CARSON ST 


THEY RE PITTSBURGH 19, PA 
ODORLESS 








fac BEAUTIFUL 
DECORATIVE COLORS 
















= += a wes ___| | 
COLUMBIAN| By leea toe a 
NS en | a a S a (a | a 


CLEVELAND 4, OH!IO 


Aluminum Levels Torpedo Levels 
Stevens Level Division . 


a ¢ > sold by leading wholesalers 



























NU-BRITE 


Aluminum Utensils 
at popular prices, 
backed by a 
nationally advertised name --- 





' DECTO-STICK 

. FURNITURE 

REPAIR KIT 
ror 

5 Filling e« Coloring 

BDENTS. NICKS.G 





25° 


yrost Colors 
No Shrinking 



































An ingeniously compounded stick 
that fills and colors Nicks, Dents 


stained woodwork, furniture, 
leather or plastics. Easily applied. 





Will not bleed or shrink. Takes 
any finish. 


Cellophane bag contains 4 sticks 






| 
| and Gouges in natural-finished or 
! 
} 
| 
| 


(dark mahogany, light mahogany, walnut and 
maple), scraper and instructions. 12 kits on 
display card. 

SOLD THROUGH JOBBERS 


DECTO PRODUCTS COMPANY, SALEM 8, MASS. 











Makers also of Decto RUN-SMOOTH 








from Our line of Ouality Linish Hardware 


5 on ~ 


THE H. B. IVES mes 
















NATIONALLY ADVERTISED 
DOMES or 
RUBBER CUSHIONED REGULAR 
SILENCE One set on a card. One set in a 
12 cards in a box. box. 12 boxes in 
Sizes — 2" ‘ 1%", e caren, Sane 
Best-known, quickest-selling Saul ial ak MJ ay ES 





FURNITURE GLIDES 


POMmMES OF SI1taencz 
RUBBER © Op - 
REMCO Bakelite Fur- 4G) 
niture Rests 
and Caster Cups; Upholstery Nails; ws 
Thumb Tacks; Screw Bumpers. ; pBiomn, 














ALL 





Use these Displays for profit! 








Ask your jobber or write— 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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for direct use 
yior oil finishes) 


WME DECORATOR’ 
IWRENCE | 

















@ 6T\CuB -) SCRAPER 


25+ 


rer wet 







Colors 
nrinKing 
eat Required 
| Easily Blended 
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National offers vou the most complete line of 
fasteners... all packaged in bright, red and 
black cartons that resist soiling, provide 
quick and easy identification. 

This quality packaging reflects the quality 
of the fasteners inside the carton, too. For 
over 60 vears, National has maintained a rep- 
utation for the best in headed and threaded 
fasteners. This is your assurance that the 
National fasteners vou sell will always be 
uniform in performance and in quality. 

Combine National quality with National 
packaging to build customer good will— 


sell the complete National line. Write us 


for more information. 


STANDOUT SALESMAN 
ON ANY SHELF! 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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CHROME-on-Aluminum 
MIRRO-MATIC 


ELECTRIC PERCOLATOR 


PP 


8-cup with cord, 
Fed. Tax included 


Polished Aluminum ~ 





MIRRO-MATIC 


ELECTRIC PERCOLATOR 


5] 27>. ? 


8-cup with cord, Fed. Tax included 


4 ( ff A, , / 
both Completely rbutomatee: 
Different in styling, different in finish, but each offering the 
same proved and approved completely automatic mechanism... 
this is the profit-priced pair that offers you unlimited new oppor- 
tunities in automatic coffee maker sales. Familiar, friendly 
acceptance, consistent national advertising, quick, low-cost 
sales, and minimum service... these are the factors that ring 
up the added quick profit MIRRO-MATIC can mean to you 
when you stock and display these two popular percolators. 





ALUMINUM GOODS MANUFACTURING COMPANY ° 


FIFTH AVENUE BLOG., NEW YORK 10 
WORLD'S LARGEST MANUFACTURER OF 


Nothing Could Be Easier / 


Just put in enough coffee and 


cold water to make 4 to 8 cups 
and plug it in. Starts perking 
in seconds, stops automatically 
when coffee is done, then 
changes automatically to low 
heat and keeps coffee drinking- 
hot, flavorful and aromatic till 
poured. 








MANITOWOC, WISCONSI 


MERCHANDISE MART, CHICAGO 54 
ALUMINUM 


COOKING 


UTENSILS 


peer er 


eee - 


a eee 











